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ionee?” TOT BIKES | 


are real business builders / 


COMPLETE 
LINE— 


Automobiles, 
Scooters, 
“‘Tot-Bikes’’, 
Velocipedes, 
Coasters, 

Doll Carriages, 
Etc. 


‘*Tot-Bike”’ 





Wale /Ng 


Founded 1855 


PIONEER ' 





THE GENDRON WHEEL COMPANY 


Three Dollars a Year 





A NEw Number! 


IONEER “Tot-Bike” No. 22 
has met with instant popu- 
larity. Put one on your floor 
—watch how the youngster 
takes to it. Parents, too, are 
interested in its absolute safety! 


PIONEER “Tot-Bikes” can’t 
tip! Note the rear braces, the 
wide-set, rubber-tired wheels. 
Impossible to tip—sideways 
or backward! Brilliant finish, 
with striping and transfer. 


See this big PIONEER line at 
the CHICAGO TOY FAIR, 
April 5th to 24th, Suite 892 


at the 


PALMER HOUSE 











“pioneer Line 


Toledo, Ohio. 





Advertising Index, Page 147 


Editorial Index, Page 69 








HARDWARE AGE 


WHAT: :SHALL‘I-SEND:TO 
HONEYMOON :LANE? 





cima 


New York, Cuicaco, San Francisco 


Now the Wedding Guests have the spotlight. 

And who shall say they have not earned it? 
For ages, they have borne with admirable 

fortitude, the strain of that harassing question: 


‘What in the world shall we send them?’ 


But now relief is at hand. 
During © Hints -To- THE- WEDDING - GUEST 


Week, May 8th to May 15th, 25,000 dealers 
in 1847 Rocers Bros. Silverplate will dazzle 
them with brilliant gift inspirations . . . mod- 
erately priced. 

As First Aid to the friends of the happy 
couple, there will be especially featured the 
new Pieces of 8 Set—containing the ideal service 
in flatware for new home-makers. Eight of 
each, instead of the usual six,in all the flatware 
essentials in the Anniversary, Ancestral, Ambas- 
sador or other classic patterns——in a gorgeous 


Spanish Chest for only $49.50. (Canadian price 
slightly higher. ) 

But whatever your selection in 1847 RoGErs 
Bros. Silverplate—whether a pair of stately 
candlesticks or a slender vase—a tea set or a 
dinner service . . . you are choosing imperish- 
able quality when you choose this fine ware. 
Three generations of service in America’s lead- 
ing families bear witness to this. 


Any gift of 1847 Rocrrs Bros. Silverplate 
will reflect your good wishes through a life- 
time. 

MAY WE SEND YOU THAT FAMOUS BOOK 

“Etiquette, Entertaining and Good Sense’? 


A charming little brochure on how to entertain correctly and 
smartly for luncheons, dinners and afternoon teas. What to serve 
and how to serve it—for occasions both formal and informal. A 
copy is yours for the asking. ...... Ask for booklet S-23. 
International Silver Company, Dept. E, Meriden, Connecticut. 


HINTS-TO-THE-WEDDING-GUEST WEEK MAY 8™ TO I57! 


1847 ROGER 


SILVER PLAT E@? 


SALESROOMS: TE 
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SUVER CO 


Tuts ApveRTISEMENT, én color, appears in The Saturday Evening Post, May 1, 
1926; The Ladies’ Home Journal, May, 1926; and Good Housekeeping, May, 1926 





Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 
Entered as second class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. 8. A.) 
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CANADA: INTERNATIONAL SILVER COMPANY 
or CANADA, Liuttrep, Hamitton, ONTARIO 
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HY not cash in on the demand there is 
for tools of extra quality? Here’s a 
hammer and a plane that every carpenter 
would be glad to own. 


These V & B Unbreakable Planes are drop 
forged. They won’t snap from a fall, as cast 
iron planes will. They are furnished with all 
vanadium steel blades and walnut handles 
and come in the most popular sizes. 


V & B Vanadium Hammers are made from 
special V & B formula vanadium steel, care- 
fully finished and handled with the finest 
hand-shaved second growth white hickory. 
The octagon-necked, round-faced head is 
firmly locked to the handle with Vaughan’s 
Expansion Wedge. They have a special non- 
slip clamp that will grip either a brad or a 
spike. 

Get your share of the business on. these two unusual 

tools. 





VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
Mmhakers of Fine Toots 


2114 Carroll Ave.~ ~ Chicago, Hh U.S.A. 
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The Telltale Age-guesser in 
a shop window tells the ages 
of passersby. 


Sam 
Loyd 


famous puzzle inventor 








reads “Popular Science”—and buys tools 


OU have heard of the ‘“‘How Old 

is Ann?” Puzzle. Here is the man 
who originated it. 

Sam Loyd is a constant reader of 

Popular Science Monthly. Mr. Loyd 


insists that a man just can’t help get- 
ting busy with tools, 








when he reads the 
Manufacturers Help You Sell “Home Wotkdws” 


These manufacturers are helping you 


in the sale of their products, through pages oO f Popula r 
their own advertising in the pages of Sci 
Popular Science Monthly: cience., 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
North Bros. Mfg. Co. Philadel hia, Pa. Al l a b out yo ur 
. Co., St ’ ' . 
ee yey sy store live people who 
Goodell Pratt Co., Greenfield, Mass. di Pp | 
E. C. Atkins & Co., Inc., Indianapolis, Ind. are reading Opular 
S. C. Johnson & Son, Racine, Wis. : 
L. S. Starrett Co., Athol, Mass. Science Monthly. 
ey a Co., = ele 
rgent ompany, New Haven, Conn. ‘6 
The Peck, Stow & Wilcox Co., Southinenen. Conn. The Home Work- 
Millers Falls Co., Millers Falls, Mass. . h ”? . . 
Simonds Saw & Steel Co., Fitchburg, Mass. SnOp section 1n every 


Prentiss Vise Co., New York, N.Y. 
Sherwin-Williams Co., Cleveland, Ohio 

Trimont Mfg. Co., Roxbury, Mass. 

Snap-On Wrench Co., Chicago, Ill. 

Mathias Klein & Sons, Chicago, IIL. 

Vaughan & Bushnell Mfg. Co., Chicago, Ill. 

H. K. Porter, Inc., Everett, Mass. 

The David Maydole Hammer Co., Norwich, New York 
Clemson Bros., Inc., Middletown, N. Y. 

C. A. Shaler Company, Waupun, Wis. 

Luther Grinder Mfg. Company, Milwaukee, Wis. 
Blackhawk Mfg. Company, Milwaukee, Wis. 
Henry Disston & Sons, Inc., Philadelphia, Pa. 


Every tool product advertised in Popular Science 





















Popw lar 
S ae nce 


Monthly is guaranteed after test and approval by 
the Popular Science Institute of Standards. MONTHLY 


April 8, 1926 


Sum Loyd at work upon his 
mechanical Mind Reader. 
Mr. Loyd says: ““The man 
who has never experienced 
the pleasure of fashioning 
things from wood and metal 
is missing one of life’s keen- 
est joys.’’ 





issue contains eighteen pages that in 
this way are increasing YOUR busi- 
ness; and the business of all hard- 
ware retailers, jobbers and manufac- 
turers everywhere. 


No other magazine is thus serving 
its readers—and the whole hardware 
industry. Get Popular Science 
Monthly! You will see why this 
magazine is increasing the sales of 
good tools, builders’ hardware and 
paint. 


FREE to Hardware Dealers 


Let us send you a free copy of the May issue in which 
Sam Loyd tells a very interesting story about his career in 
Puzzledom. Just drop a line on your business letterhead, 
to PopuLaR Science Monruc_y, 
242 Fourth Ave., New York. 
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THIS NEW SUPERLATIVE WAGON 


has proven that a quality wagon will sell in the present market. 
In several large stores in December no other wagons at any price 
moved until the stock of these was exhausted. 


And of utmost importance: 
It is backed by a sound and stable sales policy protecting dealer profits. 


Your trade will buy better wheel goods. Why not take the extra profit? 


H. C. WHITE COMPANY - -_ North Bennington, Vt., U.S.A. 
New York Sales Office: Fifth Avenue Building 
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HEY all say it when they 

see TYROD. The veteran 

mechanic and the lover of 
tools who tinkers for a hobby will take to 
TYROD on sight. 


And TYROD is the hammer for the strenu- 


ous user. He will see that the head simply 


can’t come off—that the steel tie rod gives — 


greater strength than has ever been put into 
a hammer. 


And the built up handle. This is sure to 
get his eye. It’s double dove-tailed, locking 
together two pieces of selected second 
growth white hickory with the grain op- 
posed. And it’s set in casein glue. Soak 
it. Heat it. Nothing will open that seam. 
Searcely any strain can break the handle. 


THE AMERICAN HAMMER CORPORATION 


715 East 138th Street 


Western Distributor—G. MacWi..iams, 615 West Washington St., Los Angeles, Cal. 


break immediately 
back of the head. 











dove-tailed white 
hickory handle 


F the rod 


Then there’s balance. One heft 

and you have it. TYROD has 

a responsive hang that eases 
your arm through a hard day’s work. 


And with all these advantages, TY ROD costs 
no more than the best of the ordinary types. 
It’s hard to believe that a hammer can be 
an item of fast selling merchandise, yet 


TYROD is just that. 


You may sell only one to a customer, for it 
will last him a lifetime. But it’s just that 
value for the money that brings in every 
other fellow. 


Let us show you how TYROD TOOLS put 
life into your sales. Write today for par- 
ticulars about our attractive discount and 
merchandising aids. 


New York City 


With Tyrod the stress 
when pulling a nail is 
lengthwise through 
the handle, climinat 
ing the usual point of 








the 


hammer with a backbone 
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It’s Buying Time for the Poultry Raiser 


Made and 
Stretches 
Like Farm 


Fence 








HARDWARE AGE te 7 


It’s Selling Time for You 


Now come the big turn-over months for poultry fence and other 
poultry supplies. 

Every new born chick suggests the need for netting. And netting, 
in turn, suggests the need for other profitable items in your stock. 


Today in your trade territory scores of potential buyers are figur- 
ing their requirements. Tomorrow they will buy. 


And, while it is buying time for the poultryman, it also is selling 
time for the dealer. Now is the time to go after this profitable trade. 


Make U. S. Poultry Fence your leader. It will bring new cus- 
tomers to your store and put money in your cash register. 


U. S. Poultry Fence appeals instantly, even to the inexperienced, 
because it is made and stretches like farm fence, requires neither 
top rail nor baseboard, costs less “put up” and, makes a neater, 
more lasting fence. 








Representative jobbers all over the country maintain complete stocks. If you 
do not know the U. S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 


\“" A WY \\ y 
WN \\\ \ \ 
Wy LS 
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NY 
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§)} Another Eagle-Made 
| Standard Trade Catalogue 


| The catalogue pictured above is the latest to come off our 
presses, and is one of the most colorful and complete books 


we have ever made. 

This is just another one of the Eagle-made products which we 
are justly famous for, and which leave our plant at the rate of 
one completed catalogue a month. 





| 


The accompanying letter tells the story better than we could 
tell it ourselves, and so we pass it on to you to let you know 
what others think of Eagle-made catalogues. 












EAGLE-MADE - — ae os 
pra ange Is the making of your next catalogue going to be our next 
Catalogues are also effort? 

compiled on the deci 

mal unil system of — - , 

pricing and listing. We are ready and waiting for it. 


BROOKLYN DAILY EAGLE 
CATALOGUE DEPARTMENT 
305 Washington St., Brooklyn, N. Y. 


Telephone MAIN 6200 














hl 


April 8, 1926 HARDWARE AGE 9 





Bill Howell talks HE Wholesaler’s success depends 


on the Retailer’s, so when over a 
hundred leading Hardware Whole- 
salers agree on a plan as certain to en- 


On | urn able retailers to make more money— 
—it’s worthy of consideration. 


When it actually does make more 
, money.for dealers who use it— 
I’ve been through the same mill you fellows have. . 
—you certainly ought to know all 


Hardware retailing is much the same in Kansas and about it. 
Maryland, Maine and Louisiana. The Mansfield Tire & Rubber Com- 


I saw margins shrink as costs rise. pany is glad of the opportunity to help 


bring this before Hardware Retailers. 
But I found my answer by making that smaller 
profit a good deal oftener. 


That too, is one of the points of profit-making you'll 
find in “Bill Howell—Hardware Merchandiser’”’. 


Clip the coupoh—mail it to Mansfield. It’s the best 
two cent investment you can make. 


Gill Howell 








THE MANSFIELD TIRE & RUBBER COMPANY 
Mansfield, Ohio 


I’d like a copy of Bill Howell— Hardware Merchandiser. 





The Cost of Distribution is Lower — The Standard of Quality is Higher 


MANSFIELD 


Built = Not to Undersell, but—to Overserve 
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A STEP AHEAD 


FroR three years WESCO Chains have been packed in the attractive 

carton now familiar to all hardware retailers. Better merchants are 
enthusiastic for this better merchandising of tire chains. Carloads of 
WESCO Chains have been sold by suggestion alone, 
the desire being created by the prominent display of 
this attractive package. It is a long stride in advance. 








This Better Package 
For a Better Chain 


Consult your hardware jobber about 
the line you will be proud to display 


WESTERN CHAIN COMPANY 
CHICAGO, U. S. A. 





WESCO chains are pack 
ed in heavy, full telescope, 
fibre cartons, two dozen 
in wire bound shipping 
case. 


Packed cases weigh ap 
proximately 400 pounds. 
Dealers and jobbers ap- 
preciate this lightness in 


hendling and reshipping “a ig : , i 


™ -. 
was ~. = 
a et 
a 
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Ideal Installations for 
1926 FORDS and all 
previous models. 














P 
yon 
mi 


The ‘‘Chief’’ 


complete includ- 
ing beltand horn 
bracket, $7.50. 


on The “‘Scout’’ 


complete, as 


above, > 5. 50. 


into Cold Cash 


— Blackhawk Pumps and turn boiling 






radiators into cold cash. Dealers every- a a ae 
where ae. . building volume business with Complete accelerator and automa- 
tic foot-rest combined. The foot- 
the Blackhawk line. rest follows the throttle— no lurch- 


ing over rough roads. No fatigue 
or leg strain. Model for Fords 


Push the “Chief” for quality trade and the $3.00 list. Write for literature. 


“Scout” to meet price competition. 


The “Chief” outpumps any other circulator 
built for Fords because of the exclusive Tur- 
bine Head feature. Double bronze bearings 
with positive lubrication assure long life. 


Both the “Chief” and the “Scout” are built 


for long, efficient service. 





Display stand free with first order for six pumps. 


Blackhawk Wrenches 
WV ] ] Springtime brings a peak demand 
— for p articulars today for detachable and fixed handle 
about these all year sellers. wrenches. Sell special sets from the 
Blackhawk Display Stand. The 


ales book tells you how to make 
BLACKHAWK MANUFACTURING COMPANY tt El tes ce 


DEPT. E MILWAUKEE, WISCONSIN a we wag Cabinet—a _ time- 
sman. 
Export Office: 130 West 42nd St., New York City, U.S. A. proved salesman 


BLACKHAWK 
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Sell “Class” in Bumpers 


That’s what you sell when you sell 
McKay Red Bead Bumpers—the 
bumpers that not only add “class” to 
the car but protect the “‘class” that’s 
built into the car. 


McKay means “buy” to the motor- 
ist and “‘sell” to the dealer. 


UNITED STATES CHAIN & FORGING CO. 
Union Trust Building, Pittsburgh, Pa. 


MSKAYs:0 


McKay Tire Chains 
are rapidly becom- 
ing a part of every 
motorist’s regular 
equipment. Deal- 
ers’ summer sales 
prove it. 


April 8, 
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LIFETIME FRIENDS 


(Easy to Say’ Velchek") 
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PARTNERS! 


* ow SS Le Ce 
- =a 1. = oF? 





Webster Says: 

“Partners: Associated as joint 
principals in carrying on any busi- 
ness with a view to joint profit.” 


HERE’S a close partnership between your cash 
register and the “Velchek” Salesboard. And, just 
like all good partnerships, one member is a sales- 
man “from the word go.” 


The “Velchek” Board has proved its tool-selling abil- 
ity wherever it has been displayed. There’s no guess- 
work about it. We set out to find what really sold tools, 
and we discovered that “looks” and “heft” had much 
to do with it. So we developed this effective, silent 
salesman—which first attracts the eye and then silently 
invites your customer to “heft” the tool that attracts 
him most. That’s the finest kind of sales psychology 
—and it’s selling “Velchek” tools for hundreds of deal- 
ers everywhere. Moreover, the “Velchek” Board is on 
the job, selling all the time your store is open. 


Here, on this board, which you may have in your store 
are ““Velchek” Tools that appeal—tools that are made 
right, priced right and guaranteed. The “Velchek”’ 
Board does increase tool sales—send the coupon and we'll 


prove it to you. 


The Velchek Tool Company ) 
3000 E. 87th Street ~ ys 
Cleveland, Ohio i 
"The Vichek 
Tool Co. 


stant ate 
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Cleveland, Ohio 
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erctatted a 3000 E. 87th St. 


a Please give me full in- 
formation on the “Vel- 
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““-T"IMER HEADQUARTERS” can now supply > => 
you with a line of Milwaukee Timers to meet ene a 

every demand of the Ford-owning public — 
both as to types and prices of timers. 


The new Milwaukee Timing System is the most 
dependable Ford ignition unit we have ever seen 
in our 21 years’ experience. It has scored 100% 
perfect records in grueling service tests. 

Runs on either magneto or battery — and is so 


completely dependable that it will operate perfectly 
even with the timing head full of water! Needs no 














oiling, cleaning, or attention of any kind. Operates 
on the new © Wipe-and-Break” princip)!e (see below). MILW: AUKEE 
if 7 , bdea Timing System 
you want the lion’s share of the timer 
business, be “Timer Headquarters” — stock for FORDS 
Combines these advan- 


and push the complete Milwaukee line. 


Talk it over with your jobber’s salesman. 


MILWAUKEE MOTOR PRODUCTS, INC. 
MILWAUKEE 


WISCONSIN 


The New “Wipe-and- Break” 


Principle 


This design combines 
sliding cam action with 
the positive make- 
and-break of tungsten 
points. A definite wip- 
ing action takes place 
between the points 
when pressed together. 
This keeps points clean and prevents pitting. The 
graph shows one of the four sets of firing points. 





tages: Absolute timing 
accuracy; extra hot 
sparks, assuring easy 
starting, clean firing, 
full power; absolute 
dependability — perfect 
ignition month after 
month, without oiling, 
cleaning, or attention of 
any kind. 








HEADQUARTERS~ since 1905 





TIME 


4 


MILWAUKEE 
Timing System 


Contact action shoots a 
flaming spray of sparks 
into the cylinders. Each 
coil builds up its highest 
voltage and produces 
hottest possible sparks. 
No. 400, for 1926 Cars 
$8 75 and Trucks—$8.75. No. 

° 500, for all Fordsons— 
$8.75. No. 300, for 1925 
and earlier Fords—$10.00 








The New Milwaukee 
Oil-less Timer 


This timer operates 
on the same principle 
as the Milwaukee 
Timing System. Self- 
centering—not affected 
by wobbly camshaft. 


i No oiling, cleaning, 
#/ . 
4 or attention. Oper- 


ates perfectly through- 
out its long life. 





The Bakelite Case 
Milwaukee Roller Timer 


Dependable roller type. 
Short-proofcase. Bronze 
brush assembly — precis- 
ion-gauged. Dependabil- 
ity established by many 
years of unfailing service 
in all parts of the world. 
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These two single col- 
umn advertisements 
are from a series ap- 
pearing this Spring in 
The Saturday Evening 
Post, American Maga- 
zine, Country Gentle- 
man,and MacLean’s 
(Canada). 














‘*Painted with Effecto 
by Yours Truly!’’ 


Justifiable pride is yours, after you 
give the old bus a coat or two of 
Effecto and then bring in the whole 
family to have a look! ,Gives you 
that new car feeling — there’s no 
other name for it! 

Geta few dollars worth of Effecto, 
brush it on as best you can, watglad 
flow out and levelitself withou 
marks and just letitdry. Ne 
call in the family and the neig 
too. Let them gaze upona lus 
new finish that will stay there lc 
than the paint on most new cz 


You can not get an Effecto fini 
with “something else” 


eight snappy colors, Finishing (cl 
varnish) and Top & Seat Dressin 
sold everywhere by hardware, pai 
and accessory dealers. 

Free Quarter Pint Can of Black EffectoEname 


Effecto is nota paint, wax or po sor 
— itis the origina/automobile ena | ‘ 0 rst 





: Lop doy 


Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Enamel 
which you can try out on a fender or wheel. 


Free Effecto Color Card and Names of Local 
Dealers Sent on Request 


If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 


Pratr & LaMBeERT-INc. 
114 Tonawanda St., Buffalo, N. Y. 
In Canada: 20 Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


s the surface and 
Son save all: dag 
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‘*This Effecto painting job 
will save me at least $75!”’ 


Motorists everywhere are learning 
that it pays to give their cars a coat 
or two of Effecto Auto Enamel even 
though they intend to sell or trade 
them in for new ones. At slight 
expense from $50 to $100 in value 
is added to the car. 

And it’s so easy! Just brush on 
ffecto as best you can. ‘This re- 
markable, free-flowing, and self- 
eveling enamel flows out smooth 
d free from brush marks; dries 
ickly with a rich luster and is ex- 
mely durable. Rain, snow, sleet, 
d, sun and boiling water from the 
iator do not harm Effecto. 

Make sure you get Effecto, the 
‘nal auto enamel. Sold by paint, 
ardware and accessory dealers tn 
eight colors; also Finishing (clear 
varnish) and Top & Seat Dressing. 
Free Quarter Pint Can of Black EffectoEnamel 


Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Enamel 
which you can try out on a fender or wheel. 


Free Effecto Color Card and Names of Local 
ealers Sent on Request 


If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 


Pratr & LAMBERT-INC. 
114 Tonawanda St., Buffalo, N. Y. 
In Canada: 2' Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


r the surface and 
Sou save all Bont > kerna 








16 HARDWARE AGE April 8, 1926 
























x) 
} 
f 










Li 

























' 2 =! 
! ai | 

! 1 
i ’ 





Watch for These Ads 
Saturday Evening Post, April 10 
Liberty, April 3 and 24 


Lots More Coming 
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Shaler’s Biggest National Advertising Campaign 
and What It Means to You .. . Right Now! 


See that You can Supply the Demand for Shaler Vulcanizers that this Advertising 


Is Creating . . . Display the Shaler in Your Window . . 


EARS of steady advertising —teaching 

motorists the wonderful usefulness 
of the handy little Shaler Vulcanizer! 
What has it meant to you? Just this. 
Every year, as we increase our national 
advertising, your Shaler sales take a big 
jump. Our records prove this. So this year, 
to help you make still bigger profits, we’re 
running the biggest advertising campaign 
in our history. 


Display the Shaler in your window. Show 
em and sell ’em. Your jobber is now ready 
to supply you with all the Shaler Vulcan- 
izers you need to take care of the demand 
this advertising will create in your locality. 


. Show ’em and Sell ’em! 


From now on and throughout the year 
the Shaler story of “The Quickest and 
Easiest Way to Fix Punctures’ will be 
carried over and over again intothe homes 
of millions and millions of motorists. Such 
magazines as The Saturday Evening Post, 
Liberty, Popular Mechanics, Popular 
Science Monthly, newspapers, motorist 
and farm papers will be used. 


Sell as many vulcanizers as you can early 
in the season. Here’s what it means to you: 
Steady, extra-repeat profits—that keep 
piling up on the sale of Shaler Patch-&-Heat 
Units to use with the vulcanizer—not only 
for the rest of the year, but for years tocome. 


Ask your jobber’s salesman—or write us for new window display that ties your window 
to our national advertising and brings ’em in to buy. 








C. A. SHALER CO. = 





. StS WAUPUN, WIS., U.S.A. 
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WHAT BUYERS 
WANT TODAY 


"Fire buyers today are earng 
looking. for something se 
stantial than a name, somethi 
more specific than promises 
high sounding phrases. 
is past when you can intrigue® 
men with a new tread design. 
They have learned the lesson 
that cheap prices mean poor 
service. They are willing. 
to pay good prices for good 
tires. They appreciate some 
definite, particular reason 
why the tirethey buy may: 
be expected to give then 
the service they de- 
mand. If you can show 
the buyer a definite 
reason m térms of 
something he can see 
and feel, he ts bound to 
be impressed. Good . 
common sense appeals 7 
more strongly to the 
tire buyer today - 

than ever before. 

The buyeris. from | 
Missouri——you ve 

got to show him, 

and thatisoneof — 

the reasons why 
SHOCK PAD 

tires aresso successful, : 
You can show a man im 
advance the construction % 
and principle which his own | 
common sense will tell him will ave; 
the extra mileage and the freedom — 
from trouble that he 1 mas for. 


NATIONAL | 
BALLOONS 


NATIONAL SHOCK PAD Bal- 
loons ave handsome in appearance, | 
wonderfully easy riding, un-. 
equalled in mileage, and the last 
word in balloon tire satisfaction. 

The large cross section of bal- 
loon tires and the flexible sidewalls 
subject them to a constant process 
of flexing and for this reason the 
SHOCK PAD principle is even 
more vital and important than it 
is in the high pressure type tire. 
National balloon tires will success- 
fully withstand treatment that 
would wear out other tires. 
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"RE MIINGTON 
CORD. TIRES 


Remnidgbin SHOCK PAD cords’ 
ate designed to fill the demand for 
the standard high pressure sizes. 
They give amazing mileage and 
wonderful freedom from trouble. 
Remington heavy duty SHOCK 
PAD tires, containing extra plies’ 
of cord fabric, are especially 
adapted for trucks, fleets, busses 
and taxicabs, where the Mos 
severe conditions of usage preva! 

It will pay you to learn all th 
details. Write today for tl 
booklet “The Plan, the Plant an 
the Purpose back of the SHOC 
PAD, a new National idea tn tir 
camdmeeedions 
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CK PAD:” A NEW 
ON2 


PRINCIPLE 


in tires. 


inaugurates new day 

The SHOCK’ AD principle is 
simple but it’s ‘Qgned&ts are mani- 
fold." The SHOQK PAD is an 


rubber, vul- 
part of the 


inner wall of live 
canized as an integra” 
mner section of the $arcass. It 
protects the inside f the tire 
against breaking ddgyn, in the 
same manner that&the tread 
protects the outsid®& of the 
tire against the frictidim of the 
road. The most no @ceable 
beneht of the SHOCK PAD 
is the great reducfn i 
mternal frictional Mheat. 
Rigorous tests of SHRCK 
b PAD tires reveal an affiaz- 
ing coolness comp@red 
with tires of sta 
construction. 
one advan 
“alone, m 
. thousand 
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‘ing amazing succ esses int 
National SHOCK PAD 
‘and Remington SHOCS 
Cord Tires. Wherever i 
these tires achieve a 
popularity as soon as t¥ 
are noised about.  Evgty sacished 
SHOCK PAD  tirg@ user sells 
another and it does t take long 
for the dealer whag 
learn chat 
franchise 1s 
agset in the tire ba 


bir virtues 


OCK PAD 
valuable 
siness today. 





The National Tire & Rubber Co. 
East Palestine, Ohio 

Send me without obligation a 
copy of *‘The Plan, the Plant, and 
the Purpose back of the SHOCK 
PAD,” and details of agreement. 


Name 


” 
Address 
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GREASE Cups 
and Oi Cups 


HE constant demand for oil and 

grease cups as repair and re- 
placement parts as well as for new 
work makes them an indispensable 
part of the stock of the up-to-date 
dealer. The Empress lir.z of grease 
and oil cups is complete, it consists 
of over fifty types each in several 
sizes. Whatever the need, there is 
an Empress cup for it. 


Booklet No. L-103 gives full data on the 
complete line. Write for it. 


BOWEN PRODUCTS 
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Lubricating Devices 
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Two SILENT SALESMEN 


Give these silent salesmen display 
boards a prominent place in your 
store and you will soon realize what 
valuable sales producers they are. ror CHEVROLET ownees 


BS AGAOTESS95 55500001 1 SEETTS SEUOSSS TUDE 


We've picked out the wrenches | "(a 
that are needed for every day general 
home garage service and brought the 
cost down to a point where the assort- 
ment can be secured by a dealer at a 
very small outlay. There is no charge 
for the display board—that is sent 
free with your order. 


ee — 














Every car owner is a prospect for 
the wrenches on these boards. As 
soon as you display them you will be- 
gin to realize what real wrench turn- 
over means. 





Ask for illustrated catalogue No. 500. 


WALDEN-WORCESTER 


incorporated Wate EN 
RENCHES 


Genera! Offices and Factory Worcester, Mass. 
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REVERE 
BALLOON CORDS 


HARDWARE AGE 








REVERE HEAVY 
SERVICE CORDS 











Handled for Years by Leading Hardware Jobbers— 
REVERE TIRES 


offer the hardware merchant an 
up-to-date and complete quality 
line of competitively priced tires 
and tubes on which he can build 
a permanent and profitable tire 
business. 


Conditions in the tire business 
today emphasize the importance 
of tieing up with a manufacturer 
having adequate resources whose 
product is economically manu- 
factured and distributed. 


REVERE RUBBER COMPANY 


1790 Broadway 


New York City 
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REVERE CORDS 
(FULL PRESSURE) 





REVERE “R” TREAD 
CLINCHER CORDS 
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Are You Handling 
This Money-Making 
Equipment? 


Brookins Oil Measures are also indis- 
pensable for crankcase service. They are 
equipped with a handy thumb-valve con- 
trol, reach any oil intake without a fun- 
nel, and serve from one to five quarts of 
oil in one operation. 


The Brookins Portable Drain 
Tank is an inexpensive, compact, 
combination pan and container 
that eliminates the need of drain 
pits and racks at garages and filll- 
ing stations. It makes easy work 
of draining any crankcase. 4 ne- 
cessity wherever oil ts sold. 


If you are not already handling this 
profitable oi] station equipment, order 
from your jobber today. 















The Brookins Mfg. Co. 


342 Xenia Avenue Dayton, Ohio 


Rentins 


Brookins Oil Measure 
Made in ome, two. four and fire 
quart sizes. Has a flerible metal 
he ose that reaches any oil inteke, 
without a funnel. A handy 
thumb-ralre controle the flow of 
oil 


Brookins 
Portable 


















Calls for Heavy Stock 
Sah, t en a Deliveries 





—they sell right 
from the bright- 
ly colored con- 
tainers. 





= ae NG 





TRIMMERS’ TACKS 
—sharply pointed and 
stronger than most. 200 
in box to sell for a dime! 


whe re trim- 
ming and up- 
holstering — 50 
os box to sell 
for a dime. 





“SNUGGER” 
GLASS CHANNEL 





1. “EASITRIM™ , 
=VWalualc 


Manufacturers 


Konits Co, 


3319 Colerain Ave. CINCINNATI, OHIO 
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Bu-uve-co- TRIMMING HARDWARE 





—the kind that keeps out rat- 
tles and is installed in a jiffy. 














They Keep 


Turning 


A tool stock is profitable 
only when the demand 
keeps the stock turning. 

Dealers who sell Genuine 
‘(Coes Wrenches never 
worry about “Dead stock.” 


Both Knife-Handle and 
Steel-Handle models come 
in seven sizes to meet every 
requirement. Range 6” to 


21”. And they SELL. 


Keep supplied through 
your Jobber. 





COES WRENCH Co. 


“In Business Since 1841” 


Worcester Mass. 


SELLING AGENTS 


J. C. McCARTY & CO 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 


ees 2.6.8 © 6.8 
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Speaking of Spring Business 


rs Quality 


whin you ue sclling 















































And the best part of the 
story 1s, that with sky-high 
Columbia Quality go real 
competitive prices—giving 
the Columbia dealer a rare 
and unparalleled advantage. 





VML_DIA 


THE COLUMBIA TIRE AND RUBBER CO., Mansfield, Ohio 
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ALL Car Owners Buy Hardware 


THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 





Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 


of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


HARDWARE AGE 
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PRODUCTS —Leaders in FORD 


FOR FORD cars. Replacements since 1915 








Peerless Honeycomb 
Radiator 


For ten years the leader in Ford re 
lacements. Its large cooling area makes 
t an ideal radiator for Ford trucks. 
Won’t freeze and burst in winter—doesn’t 
boil in summer. You'll have a hard time 
to keep ’em in stock. 





i : 
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PEAS 
Peerless Tool Kits and 


Tool Boxes 


Tool kits are used by carpenters, plum- 
bers and mechanics; they are also a 
good home item. Tool boxes go on run- 
ning board of Forde—a handy place fo 
tvols and extra supplies. 











CELLULOID PEreQuTE 


Peer-O-Lites 


Replacement windows for the back cur- 
tains of Fords. Good counter items that 
sell easily and make you a nice profit. 
Eepecially good right now. 
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Peerless Radiator Caps 


Handsome counter display, and each cap 
boxed separately. Order a dozen for 
your counter. 








—_—— 


Peerless Tubular 
Radiator 


Exact duplicate of Ford radiator except 
that it has more pure copper downspouts 
and special Peerless rider cradle that 
takes up road shocks. These two big 
improvements do not make it cost any 
more than the ordinary kind—eells fer 
same price. 




















FENDERS 
FOR ALL MODELS 
OF FORD CARS FROM 
1917 to 1926 





No. 7 Commercial 


Fender 


For use when Model T Chassis 1926 
Ford cars are converted into trucks. 
Matches front pair of fenders. Body 
builders and owners who use old bodies 
on new trucks need them. Stock ‘em 
now. 








De Luxe Fenders 


The one-piece*top fender that is stil) the 
most beautiful fender ever designed 
Makes the car look lower and longer. 
Makes old model enare look like’ the 
newest models. 








RADIATORS 
FOR ALL MODELS 
OF FORD CARS 
FROM 1913 TO 1926 








The CORCORAN MFG. CO. 


ORDER FROM YOUR JOBBER 


If he cannot supply you, write to 


4902 Section Ave., Cincinnati, O. 








~ Ne ey RR 





24 HARDWARE AGE April 8, 1926 














The yoked frame lets the 
handle pass through, and 
so makes it reversible— 
an exclusive, patent- 
ed feature. 


















Osborn 
Du-All Polish Mop 


Saturated with Du-All Polish 
10 inch size $1-% 12 inch size $1 *° 


Note the exclusive patented reversible feature. 
Double Service—Double Life—Greater 
Convenience—Greater Sales. 
















ie 


Osborn 
Du-All Polish 


Ideal for furniture, floors and 
automobiles. Absolutely free 
from any harmful ingredients. 








Osborn Du-All 
Hand Duster 9g Osborn Du-All 
Chemically treated-- plit Duster—$1. 25 
three sizes. Especially ae fm 
e J . $1.00 for chair 
~~ 15 legs. Selected vara. 
Small . chemically treated to 





pick up and hold dust. 








1 quart can » ee eo $1.25 , 
12 ounce bottle : .60 
4 ounce bottle . , .30 Osborn Du-All 


Wall Duster 
Two sizes --$1.75---$2.26 
each. Dry--not treated. 











Osborn Du-Ali 
Dust Mops 





Chomiontin “Tveated 
a $1.25 and $1.75 


a $1.75 and 
ae h- Dry. Rou Round 
es ; 1.2 ro 75 each. 
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Osborn Bath 
Brush Large 
$2.30 














Osborn and Osborn Du-All 


A Complete Line for Greater Profits 


Heretofore, Osborn has offered to dealers a com- 
plete line of household and personal use brushes— 
known to housewives everywhere for their better- 


wearing qualities. 


Now, there has been added the Osborn Du-All line | | 
of Mops, Dusters and Polish—produced and guaran- ! 
teed by Osborn and equally needed in any home. 


These two lines combined enable you to sell a mop, 
duster, brush and polish for every household need—to 
meet this everyday demand with one complete line. 


Active national advertising is behind all Osborn prod- 
ucts. They are fast sellers and liberal money makers. 
Complete information from any Osborn distributor. 


or write us direct. 


Sot Re ES EEN RSA NRERNrtpTaentseernnn anaes —— 


TE OSBORN MANUFACTURING LOMPANY 
CLEVELAND. OHIO 


Direct Overseas Factory Representatives 


John H. Graham & Co., Inc. 


113 Chambers St. New York City 


NEVER SOLD FROM DOOR TO DOOR, 


Ors7O% 


MOPS-DUSTERS- — . . KNOW THEM BY THE BLUE HANDLE 
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Ask 
your jobber for 


this Dog Lead 


Assortment 


HIS metal hanger, attractively 
finished in two colors, is free 
with every assortment. This makes 
a very effective display that attracts 
attention and business. 
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This two color metal display Every hardware dealer ought to 
in your window will prove a 
reminder and business -getter have one—as well as carry a com- 


Replenish your stock of plete stock of the ACCO Chain Spe- 


. cialties that are always in demand. 
Halter and Dog Chains Your jobber’s salesman knows the 


The ACCO line includes all the best 


known styles—as well as breast possibilities in a chain department. 
chains, harness chain, and hard- Ask him for suggestions. Don’t miss 
ware, etc. Don’t forget to put ina 

supply of dog and kennel chains chain profits another day. 


“ACCO” CHAIN SPECIALTIES 


Made by the Makers of the Famous 


WEED TIRE CHAINS 





AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Connecticut 
In Canada: Dominion Chain Co., Limited, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia 
Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless 
Chains for all Purposes 


’ 
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SIMONDS 














Crescent-Groud 
Cross-Cut 


SAWS 


Are you missing Saw Sales 
because you are unable to 
supply your customers with 
Simonds Crescent-Ground 
Cross-Cut Saws? 


Men are demanding 
Simonds and will have no 
other because they know Ne. 00 
the true value of this famous 
make of Saws. 


Simonds Crescent-Ground 
Cross-Cut Saws are the best 
selling saws in the United 
States because they have 
been proved in all sections 
and found superior. They possess edge-holding 
and long-wearing qualities not found in any - 
other Cross-Cut Saws. 


A stock of Simonds Crescent-Ground Cross- 
Cuts means quick turnover and more profit to : 


you. 


Get the Simonds selling proposition and dealers’ 
discounts. 


Simonds Saw and Steel Co. 
Established 1832 Fitchburg, Mass. 
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Lyloss07 Recs « 


The Makings of 
Good Business 


A GOOD bolt is just as important to the buyer, 
or to the seller, as a good spark plug or a 
good wrench. 





A catia ements ite 


In it, as in any other merchandise, are the makings 
of good will and good business. 





You do well to choose carefully. 


—_— ewe 


Now everywhere men in industry are talking about 
the wonderful new bolt that fits like a gauge and 





ete ee - 


can't strip its threads. It is saving dollars and labor Tyger 
in thousands of plants. | of an EMPIRE new 
Process bolt looks on the 


Your customers would appreciate a bolt like that. ee: 


You can get Empire New Process bolts now for retail | 
selling. They come in the new merchandising car- 
tons— with the size and style conspicuously lettered, 
instantly visible from any part of the store. With 
this new package, you avoid delays in serving, as you 
can spot the bolt wanted, at a glance. 


Thus you doubly satisfy—with a bolt that fits and 
lasts, and with service that saves time and mistakes. 








This is bow the thread 
of a hardened and ground 
gauge looks on the 
, comparator. 


Ask your jobber about Empire New Process bolts— 
the latest product of the world’s foremost bolt house. 


RUSSELL, BURDSALL & WARD 
© BOLT& NUT COMPANY © 


PORT CHESTER.NW. 


Branch Office: Branch Office : Branch Strimple & Gillette Maydwell & Hartzell, | : 
Scraus Building General Motors Bidg, Pactory: 169 Jackson Street 158-168 Eleventh Street ye Go BR ake Jat i 





CHICAGO $$=DETROIT ROCK FALLS, SEATTLE 
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HE finest of gas ranges, plus— 
A dandy coal burning kitchen 
heater, plus—-A convenient trash 
burner, equal— 
THE NEW GLOBE COMPACT! 
A world of efficiency packed into a 

















All enameled shown small space. Just the item you’ve 
below. — made been looking for. Just the kitchen 
in plain finish. convenience that your customers 


have been wanting. 

The GLOBE COMPACT isn’t 
made for merchants who are in 
business for their health! No siree! 
It’s a high powered selling item 
that will increase your sales, build 
good will and yield big profits! 
Doesn’t it sound like “we’ve got 
something’? Write and we'll tell 
you all about it—at no obligation 
whatever. 


THE GLOBE STOVE 
& RANGE COMPANY 


107 Broadway Kokomo, Indiana 


GLOBE 
COMPACT 
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Beauty stands right out in this fence—strength 
is there, too. It requires no rail at top or bot- 
tom—hangs straight—stays put—is rigidly 
reinforced, and maintains its height. 


Now made in both grades—galvanized before 
and after weaving. The latter is recommended 
because of its greater durability and rust- 
proof qualities, 


ee 


Put up in bales of 150 lineal feet in 2 in. and 
| in. mesh in even inch widths from 12 to 


72 ins. 
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Backed by a quality standard and reputation | 
that has made WICKWIRE BROTHERS ) 
Products famous for over 50 years. | 


Your Jobber Will Supply You. 


Wickwire New Form Poultry Fence 


Ls 
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LAIR 


LAWN MOWERS 
THE PILGRIM 


A New Lawn Mower which can 
be kept in perfect adjustment. 























Mechanical Features 


1. Blade cylinder is mounted on Timken 
Roller Bearings. 


2. Positive adjustment can easily be made 
by anyone. 

3. Shaft receives no wear, as bearing cone, 
adjusting cam and shaft are locked to- 
gether and revolve as a unit. 


4. Labyrinth sealed housings and dust- 
proof oil cups having spring covers keep 
the bearings clean. 


5. Sturdy blade cylinder and knife-bar to 
resist the shock of striking sticks or 
other obstacles. 


6. Interchangeable parts throughout. 





The current number of our book- 
let the “Drawcut’ contains a com- 
plete description. May we send 
you a copy? 


Blair Manufacturing 
Company 


Established 1879 


ee ere 5 


| 
Springfield, Mass. | 
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Machine Screws 
Stove Bolts 
Tire Bolts 





American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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OMe Kiverside 
Radionas 


The Riverside line for 1926 offers the dealer the 
most beautiful and efhicient Home Warmers ever 
produced. 


The New Model No. 1-4 for small houses and apart- 
ments and the larger size for heating rooms of greater 
area are the last word in modern cabinet heaters. Me 20 


We Follow Up Pros- 


pects for Our Dealers 


Aerona 





ur interest in your success does not cease when you 
become a RADIONA dealer. We plan, write and mail 
to your prospective customers a series of five “Follow 
up” letters which give COMPLETE information about 
these heaters, mention vour name and refer them to 
your store. We furnish vou with Window Trims, 
Advertising Cuts, Counter Cards and _ everything 
needed to make sales. 


Besides RADIONAS we make a complete line of 
Riverside Heating and Cooking Stoves, also the fa- 
mous Riverside Furnaces—all backed by 50 years of 
experience. 


When you get our Catalog, Dealer Proposition and 
Discounts you'll agree that our line shows a profit that 
makes it worth handling. 


Rock Island Stove Co. 


Rock Island, III. 





No. 3-6 Radiona 
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Sporting Goods Pull Profits 
That Are Easy to Land 


Are you interested in profits that are easily landed? 


Throw out a little bait (a good window display will do) and 
watch them bite! 


The advertisers in HARDWARE AGE will be glad to furnish 
“hait™ too. 
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“UNBREAKABLE” 


Tools 
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Estwing Hammers 

may be had with 

either curved or straight claws, 16 
or 20 oz. head. 20 0z. head, smooth 
or scored face. 
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The Estwing Scouting 

Ax is one-piece-forged- 
and-tempered-steel-head -and-han- 
dle construction. Leather grip and 
belt sheath. 
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The Estwing Util- 

Ax is one-piece-forged - and -tem- 
pered-steel-head-and - handle con- 
struction. 14¢4in. long. Leather 
belt sheath. 


WA 


cn * BaF 2 i 
_ mestemagrpon . 
SPIN DAES BGUIN 


The Estwing Half Hatchet is one- 
piece-forged - and - tempered - steel 
head - and - handle construction. 
Smooth or scored face. Leather 
grip. The ideal Carpenters tool. 
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The standard Meis- 
selbach °° Taka- The husky ‘Neptune’ 
multiplying, ne Slag” Vea spect 
i a wih somatt oe 
I Bakelice end plates. 
We’ ing the Casti 
| e’re Doing the Casting — 
) ] 
| You Reel ’em In 
. | \ 
- Wii casting for Meisselbach Reel sales 
 : with real bait — national advertising every 
2 month to 420,000 sportsmen. You reel ’em in by The Meisselbach 
displaying Meisselbachs and using the booklets et el for fy faking 
. and posters we supply, and you'll have the most | 
ae profitable tackle year in history. 
) Meisselbach Reels are easy to sell and they stay f 
3 sold. Made of the finest materials, fully guaran- f 
a teed, in all wanted types and sizes. For 40 years , 
. 3 the preferred reel of tackle-wise fishermen and 
profit-wise merchants. 
Now with nation-wide advertising and new sales 
help, there’ll be more sales dollars for you. Reel 
"em in! Order from your jobber or send the cou- 
pon, now. ais 
y A. F. MEISSELBACH 
MFG. CO., Inc. 








THE A. F. MEISSELBACH MFG. CO., Inc. 
Sales Offices and Factory ’ ELYRIA, OHIO 


Meis sel 


The Veteran Reel 


for Veteran Fishernen 


122 Taylor St., Elyria, Ohio 


_ Send me samples of Meis- 

selbach Reels, with prices 
and discounts, and tell me 
what you’re doing to make 
Meisselbach a profitable line 
for me. 


Name Sl ale [A clad te 





Address 
City _— vainidind 
My jobber’s name is..-- 


His address is 
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Big Aladdin Advertising Campaign Is 


Warning Public Against Cheap Imitations 
Frankly Exposes Shortcomings of the Cheap Jars 


On the heels of a $1.25 reduction in price, Aladdin 
is releasing tens of millions of ads to convince your 
customers that an Aladdin is more than worth the 
difference in cost over cheap imitations. 


You will welcome this avalanche of Aladdin public- 
ity because it helps you to sell a 100% quality prod- 
uct in place of inferior merchandise which only dis- 


Aladdin “De Luxe” Jars. 


gruntles your trade. Cheap jars, as you know, often 

in a few weeks lose their hot-or-cold keeping ability 

ee become “smelly.” They spell grief to the 
ealer. 


Get behind Aladdins strong this year. At the new 
low price, backed by powerful publicity, their sales 
will break all records. Mail coupon today! 


Aladdin models in polished aluminum lined with heavy 


ovenware glass; Gal. Size, $8.50; 2-qt., $7.50; 50c. more in Far West. $2.50 more (at 


retail) in Canada. 


ALADDIN INDUSTRIES, Incorporated Dept. P Chicago 


Mss 
~~ 4 








$5.00 in Canada) 





($4.25 in Denver and Western territory. 





ALADDIN . d | 
INDUSTRIES, Inc. * . and mal 
s 
Chicago, Ill. * today ! 

( ) Am now handling 


~ 
* 
‘. Tear off 
Dept. P 
609 Ww. Lake St. 
Aladdin Jars ~. 

[] Send supply mailing leaf * 

lets » 
[) Send advertising cuts " 
( ) Am interested in Aladdin on 

Jars ® 


My Jobber’s name is..........5+5-- * 


Sign on margin below hg paste store *. 
sticker he 












Improved! 


Threaded ' collar — 
formerly of alum- 
inum—is now ma 
of heavily nickel- 
plated brass. No 
more binding of 
cup-cap. On or off 
in a jiffy. 
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The double column adver- 
tisement at the right is one 
of a series that have been ap- 
pearing in the leading Out- 
door Magazines for over ten 
years, and as a result there 
are no lures of any kind that 
are as well known and as 
universally used as the AL. 
FOSS PORK RIND MIN- 
NOWS. 


They can be found in the 
tackle box of every bait- 
caster who is not “dead from 
the neck up.” 


You will note that these 
Ads. are not a lot of Andy 
Gump stuff, such as flows so 
freely from the pen of the 
tackle maker, but are the un- 
solicited expressions from 
satisfied and_ enthusiastic 
users of our lures. 


At least ninety per cent of 
all pork rind lures and pork 
rind strips are produced by 
us. We dominate the field. 


Imitators have tried from 
time to time to cash in on the 
popularity of the AL. FOSS 
LURES — how - successful 
they have been is well known 
to you—they are getting no- 
where fast. 


AL FOSS 


9514 Quincy Avenue 
Cleveland, Ohio 


Originator, Patentee and Man- 
ufacturer of the Pork Rind 
Minnow 
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8-year-older calbes 10-Ib. 
Bass on Shimmy Wisg¢gler! 


“Here’s a picture of one of my ‘piscatorial pupils’ 
and his first big fish. 


_“He is Billie Osborne, eight years old, and a wonderful 
little caster. The big fish tipped the scales at 10 pounds and 
was caught on an Al Foss Shimmy Wiggler (5/8 oz.) at 
Tsala Opopka lake, Floral City, Fla. This is ome of several 
large-mouth black bass going ten pounds each or better 
taken within the last few days, and all of them on Shimmy 
Wigglers. You are sure one popular feller in this neck of 


the woods!” Dr. J. W. Pinkham, St. Petersburg, Fla. 


Al Foss Pork Rind Minnows 


are proving their worth in all parts of the country. One 
angler says—“If I can’t get them on Foss lures I just go 
home and start playing with my radio—’cause the fish just 
ain't bitin’.”” Insist on seeing the name of the originator 
and patentee on every lure box and pork rind bottle you 
buy !—Al Foss. 


JAZZ 
WIGGLER 
‘gf Tied with the follow- 


s In 

SMW YO ZZ  yF ing flies: 
bs GY fIELEE Es BUCKTAILS 
pe ep LES. “lea 
iy Nips 2 LES pile White, Red, 

“YZ tig F > 





with Flies 1, 3 os & Hook 


oz 


A ra / i3 No. 9 
MY dt Ef 5s oz. °5 Hook Only 










we” Se Brown, 

5g Yellow, Orange, and 
we Black 
FEATHERS 

Solid Red, Solid Yellow, 

Black with White Streamer 

Very effective, with small pork 

Strip attached to curve of hook 











“Never a back-lash—every cast 
perfect—simply uncanny!” 
So says an angler who used one of these reels on a two- 


weeks’ fishing trip. 

This snarl-proof casting reel has a simple centrifugal device 
revolving within the reel arbor—a little policeman who raises his 
hand at the proper moment and stops a snarl from stepping in. 

Make this test at your dealer’s:—Have him rig up this reel with line and if there 
is not room for you to actually cast, just hold the reel in one hand with thumb off 
of line. and with the other give the end of line a hard jerk. You will see that 
while the line will unwind and apparently snarl, it can be readily stripped off, 
rewound and ready for another demonstration. Then try this with any other reel 
and see what happens. 

Like all other reels, the Al Foss Easy Control Bait-Casting Reel will ‘‘back-tash’”’ 
under careless handling. But the line will not become snarled, it will readily strip 
from the spool for rewinding and continued casting. 

aler will not supply you, send $25.90, and try reel 30 days. Then, if you 
want to worry along with your other reels, send it back, and money will be returned. 


AL FOSS 


Originator, Patentee and Manufacturer of the Pork Rind Minnow. 


9514 Quincy Avenue Cleveland, Ohio 
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SHIMMY 
WIGGLER 
14 or 54 0z., $1.00 


JAZZ 
WIGGLER 
1% or % o7z., 500 






f/ ORIENTAL 
, WIGGLER 
Y% or %% OZ, 
$1.00. All Red, 
All White, or 
Redand White 





45e—Tass, Musky 
and Fly Spinner 
sizes 
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«Junior Line 
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BB This Set of “Gold Medal” 
i. JUNIOR Folding Furniture 


To Every Contestant in Our Window Display Contest 


Use It in 
Your Window 





Last year’s Gold Medal Window Display 
Contest was one of the Outstanding Mer- 
chandising Sensations of the year. Over 
500 dealers entered. Practically every 
state and every size of town and city was 
represented. 


This year’s Contest is even bigger and bet- 
ter. We offer FREE to every entrant each 
item in the Junior Line:—a cot, a table, a 
chair, and a stool. This Junior Line is a 
fast seller. It is not Toy Furniture. Cot 
measures 54” x 2114” x 1234” —large 
enough to sleep comfortably a ten year old 
boy; the chair and stool are big enough for 


i. tt ti i i i te i te i hi i i he he i i i i i i 
lll i i i hi hi i i i he Me he he he he he he he 





“Gold Medal’’ has 
been nationally adver- 
tised for 30 years. It 
is sold only thru Le- 
gitimate Jobbers and 
Dealers. 
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thenSELL IT FOR *112 


a 10 year old and as strong and durable in 
proportion to size as the No. 1 cot, the 35 
chair and No. 5 Stool. 


Without exception every dealer that wrote us 
about their sales stated that their window dis- 
play materially increased sales of Gold Medal 
and other Outdoor equipment. 


You may use either regular size or Junior Gold 
Medal in your display and still compete for the 
cash prizes, as well as get a Free merchandise 
prize of a Junior Set or $6.84 in cash (dealer’s 
price of Junior Set). 


In addition we furnish other attractive window 
trim material Free. 


“GOLD MEDAL 


Trade Mark Reg. 


For 34 Years the Recognized Standard 
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"350% in CASH PRL 


In addition to the merchandise prize, con- 
sisting of a Set of “Gold Medal” Junior 
Folding Furniture, we are giving 20 Cash 
Prizes ranging from the Grand Prize at 
$100 to the 10 honorable mention prizes 
ef $5 each. 





| FREE—$11.50 Worth of 
Salable Merchandise 


Retail 
Value 


A. “Gold Medal” Junior Cot $3.75 
B. “Gold Medal” Junior Chair 3.75 





C. “Gold Medal” Junior Stool By 
D. “Gold Medal” Junior Table 3.25 
$11.50 


When sold complete in carton set $10.95 
FREE 
Window Trim Material 


1—Special 7 foot “Gold Medal” Back- 
ground 
1— Window Strip 614” x 32” 
1—“Gold Medal” Counter Card | 
Supply New Junior Line and Standard 
“Gold Medal” Folders 


$390.00 in CASH PRIZES 





Grand Prize $100.00 
Second Prize 75.00 
Third Prize 35.00 
Fourth Prize 25.00 
Fifth Prize 15.00 
Sixth Prize 10.00 
Seventh Prize 10.00 
Eighth Prize 10.00 
Ninth Prize 10.00 
Tenth Prize 10.00 
7 300.00 

10 Honorable Mention Prizes to receive 
$5 each 50.00 
$350.00 





HARDWARE AGE 





No matter how small or large your window 


may be, you have an excellent chance to 


win acash prize. The Junior Set can be used 
in a small window. Some of last year’s 
winners were small displays. As for size 
of town, you all have an equal chance. 
Three of the winners last year were in 
towns under 5000—one was under 2500. 


But don’t overlook the real purpose of a 
window display—to sell goods, and this 
window display does just that. 


Enter Early 


Write at once for full details. Get all the 
facts immediately. Get lined up to get that 
$100 prize. In case of a tie, each tying con- 
testant will receive the entire amount of the 
prize involved. Remember we furnish 
FREE a Set of “Gold Medal” Junior Fold- 
ing Furniture and Window Trim Material, 
including 


SPECIAL 7 FOOT 
2 Color Window Background 


Contest starts April lst—closes August 15th. 
Gold Medal advertising is now appearing in 
The Saturday Evening Post and 8 Outdoor 
Magazines, reaching 3,200,000 of America’s best 


families. 


Remember, contestants may submit photos of 
more than one display, and many will, because 
they will want to put in a “Gold Medal” Win- 
dow again, once they see how it sells outdoor 
merchandise. 


To Get Entry Card and Rules of Contest 
FILL OUT and MAIL the COUPON NOY 
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1 GOLD MEDAL CAMP FURNITURE MEG. CO. : 

; 1706 Packard Ave., Racine, Wis. . | 
: Gentlemen: Please send me complete information and Entry : | 
O : DIN < ' : Blank for your Window Display Contest. . . 
i ‘ 
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—and you 

name developments 

that will enable you to 

sell more Ammunition 
because 


Shooters Want Them!! 


Super-X, Xpert, Lubaloy, and on through the /ine 
Lubaloy it’s a list of ammunition developments well known 

to shooters everywhere. Ammunition improve- 
ments that shooters want. . . . All of them 
W estern. 


Open-point They are outstanding exclusive developments 


Expandin that enable you to make more money out of am- 
4 munition by selling more ammunition at a good 
profit. } 


Western, the World’s Champion Ammunition, 


30-30 High outsells because it outshoots. . . . See your jobber 


: or the Western representative. Get your share of 
Velocity this year’s biggest Western demand tn history. 


WESTERN CARTRIDGE COMPANY 
450 Broadway, East Alton, Ill. 


38 S. & W. 
and the 





Y YY 


Marksman 


L. R. .22 





AMMUNITION 
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| Canaan ene . 
No. TR 
8, and 942 Ft. 

















VIM 
4, 5, 6, 7, 8 D9 Ft. 


Yes, Indeed, We Have Noticed It. 
But Is It Not Natural? 
The Moment You Speak of 


STEEL F SHIN G RODS 
FLY AND CASTING REELS 


Our Name Comes to Mind 
Because We Have Made 
A Remarkable Success 
In So Many Lines 





No. 75 No. 150, Nickel Plated. No. 15042, Black. 
Double Multiplying. Capacity 60 Yds. Capacity 60 Yds. 





REG. U. S. PAT. OFF. 
TORRINGTON, CONN., U. S. A. 


uyels 
"| aslog NEW YORK OFFICE, 151 CHAMBERS STREET 


Established Incorporated 1864 
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olls-Royce or Ford? 


have them both 


The Burnham line of coasters and 
scooters is complete, from KELLEY 
KAR, “The Rolls-Royce of Coaster 
Wagons,” to RED TOP, the new disc- 
wheel low-cost wagon of big value, and 
SKEEZIX, the play wagons and bar- 
rows for little tots. 


Stock the whole Burnham line! Each 
item in it is the biggest value for the 
money. And it is varied enough to fill 
your every requirement. 





. Send for Circulars! 


KELLEY KAR is the coaster wagon ~- \ 
eer ama — BURNHAM 


It is built of the very best materials, 
Sal “had Manufacturing Company 


and with finest workmanship of any 
Charles City, 


coaster on the market. 
lowa 








It offers the most advanced design 
and popular features. 


It has oversize semi-pneumatic bal- 
loon cord tires, extremely easy-running 
ball-bearing wheels, rubber ruller brake, 
and individually numbered license- 
plates. 


No two of these numbers are alike. They can be 
registered by the owners with us. This assures owner 
of prompt, accurate servicing of his Kar right from 
the factory, if he ever requires it. The individual 
numbering and registering protects against theft. 
And this idea appeals mighty powerfully to the boys! 


KELLEY KAR 


“The Rolls-Royce of Coaster Wagons ”’ 














Red Top 


The biggest value low cost dsc- 
wheel coaster wagon. 



















The QUALITY Scooter 
Skip-o-long 


Fast, ball-bearing rubber tired disc 






23 














wheels. Sturdy steel frame. A dressy 
black rubber floor mat. Brightly finished 
with varnish and red and green enamels. 
Has a rubber-roller brake that is ap- 
plied to the REAR wheel, which every boy 
appreciates is where a_e practical brake 






should be applied. 














Disc wheels, speedy tires. Channel-steel 

frame. Trimmed in snappy bright red enamel. 
The sides of the box can be removed, making 

this a ‘‘buckboard’’ coaster whenever the boy 

wishes. A very popular feature. 

You can sell RED TOPS like hot-cakes! 









Sell Skip-o-longs? 
They sell themselves! 
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Two W ays 
To Profit 


Louisville Slugger Bats and 
Grand Slam Golf Clubs are 
made in separate factories by 
the same manufacturer. Both 
are made to standards of 
quality that insure salability ; 
and to further increase the 
demand for them, while also 
increasing your profit, each 
line is nationally advertised. 
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These Clubs 
Offer Decided Advantages 
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& ALABILITY: The Grand Slam 
~~” idea of affording a complete set of 
standardized golf clubs, matched in 
balance and graded for distance, is 
the new and sound principle on 
which these clubs are made. 
TURNOVER: The Grand Slam set 
consists of only thirteen clubs. Less 
stock keeping; smaller ratio of invest- 
ment to sales; faster turnover. 


ADVERTISING: The Saturday Even- 
ing Post, issue of March 6th, carried the 
first of a series of striking advertise- 
ments on Grand Slam Golf Clubs, to 
run through the spring and summer 
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Not Alone for the Player 
For the Dealer 
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months, Pages in color are also appear- 
ing monthly in The Golfer's Magazine. 
RESPONSIBILITY: Grand Slam Golf 
Clubs are backed by the §o-year old 
reputation of their makers extending 
into every part of the world of sport. 
OPPORTUNITY: Golf is the fastest 
growing sport. No sporting goods de- 
partment today is complete without 
golfing equipment. Grand Slam Clubs 
offer an opportunity for new business 
and added profits. 

Write your jobber or address factory 
direct. Hillerich & Bradsby Company, 
Incorporated, Louisville, Kentucky. 





Clubs 
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KAMPKOOK No. 8 


Latest addition to the Kampkook line. Has 
a fine built-in oven that bakes, broils, roasts 
or toasts. Unequalled for heating the camp 
home in cool or damp weather. Used as a 
windshield it affords protection for all four 
sides and top, making Kampkook No. 8 ac- 
tually wind-proof. Retails at only $11.00 
(in the U. S.). 


HARDWARE 
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» You Ari Wile 
6 4arve ber 





Kampkook advertising never stops. Through the fall and 
winter months when thousands of motorists plan their next 
motor camping vacation, Kampkook advertising in leading 
outdoor magazines has constantly reminded these buyers that 
Kampkook, America’s favorite camp stove, is necessary to the 
comfort and enjoyment of every outing. 


Kampkook advertising for the 1926 season appearing in the 
Saturday Evening Post, American Magazine, National Geo- 
graphic Magazine and many popular outdoor publications will 
continue to dominate the field. 


A big line of attractive sales helps which make Kampkook ad- 
vertising even more effective is available to Kampkook dealers 


on request. 
More Kampkooks will be sold in 1926 than in any previous 
year. Every dealer who sells sporting goods should write at 


once for full particulars and prices on the entire line and name 
of nearest distributer. Address nearest office. 


AMERICAN GAS MACHINE COMPANY, INC. 
Albert Lea, Minn. New York, N. Y. 


’ 
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True Temper Rods are 

guaranteed to give your 

customers satisfactory 
service. 


| ‘Fishing Season Is On 


ZEALOUS few have wet their lines, but millions 

of others are still planning the purchases they will 

make for the season’s sport. These are the ones who 

gaze into your windows and cases to admire the tackle 
on display there. They are going to buy! 


Display a complete assortment of True Temper Fishing 
Rods. Flex one of them like the rod shown in this 


advertisement to show its uniform curve. The same 
solid steel, one-piece tip that has made True Temper 
Rods famous for their wonderful casting “action” is 
used in every rod. Five styles of grips, with choice of 
finish, mountings and covers, make a variety from 
which to select. 


Order the styles you do not have on hand, from your 
jobber at once. Make your assortment complete. 


THE AMERICAN FORK & HOE CoO. 
Sporting Goods Division 
General Offices: Cleveland, Ohio 


_ “Toledo” ‘*Trophy” “Trophy” “Pennant” “Pennant” 
Offset Reel Seat Double Grip Single Grip Cork Grip Rubber Grip 





TRUE TEMPER FISHING Roos We 
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OES Scooters Toy Barrows 
AY ne pee Knee Scooters 5 STREON 
an ars Doll Carriages NINE 
R Velocipedes Juvenile Autos 
Coaster Wagons 
| | (steel or wood) Express Wagons 
S Toy Auto Trucks 





(Indestructible) 
Cycle Velocipedes 


Aik 





















Five up-to-the-minute race 
cycles, a new high speed tubu- 
lar velocipede, an automatic 
drive scooter, disc wheel ex- 
press wagons and the popular 
Toledo Blue Streak Steel 
Coaster Wagon 
are among the 
leading numbers 
of the 1926 line 
that are having a 
large sale in all 
parts of the coun- 


try. 


Ask your jobber or 
write for 1926 cata- 
log, now ready. 


. She TOLEDO METALWHEEL CO. Yoledo. i 


Dy ‘Makers of Dependable Wheel Goods since 1887" 
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Y 
Yy OVER 5,000.000 
HAPPY OWNERS 


MINIATURE ELECTRIC 
& MECHANICAL R.R. 
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. AAMERICAN FLYER" FACTORY 


IN THE HEART 
OF CHICAGO 


THE GREATEST 
RAILROAD CENTER 
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The American Flyer Mig. Co. 


Extends to the Toy Buyers of America a Cordial Invitation to Visit 
Chicago—The Railroad Center of the World—and the “American 
Flyer” Factory in the Heart of Chicago. 


The “President’s Special’—a new Wide Gauge Train—The 
“All American’”—the Wide Gauge “Feature” Train and a 
full line of “American Flyer” Electric and Mechanical 
Trains will all be shown during the 1926 


Down Town Headquarters: CHICAGO i QO y FAIR FACTORY SHOWROOMS 
2219-39 S. Halsted St. 


The Morrison Hotel, Room 432 


The Mack Bros. in charge APRIL 5 to 24 See Us Make and Test Trains 
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enlarged 
STAINLESS STEEL 


many 
T’S the famous enamelled silk line that doesn’t kink—or 
{ | i } B S crack. That’s the reason why it is an ever-growing favor- 
ite everywhere with fly casters—and other anglers. 


times 
Write for this sample. Examine it. Note its uniform 
braided surface. Test its strength and snaky smoothness. 


1c — te And if you’re even half a fisherman yourself, you'll fairly 
[’ S the day of the big drive” on = rand “— to get Ee ~ . reel ne try it out. ‘i ' 
; ; omes in vd. carded lengths, in boxes of four lengths 
Burke Stainless Steel Clubs - connected—100 yds. in all. 14 Ib. 18 Ib. and 24 Ib. sizes. A 
page advertisement in the Saturday Evening typical Abbey & Imbrie ready seller. 


. Write for our complete 1926 Catalog and Dealer Discounts. 
Post, an elaborate and compelling set of pie g 


display material, and a series of clubs that Abbey & Imbrie 
will fascinate any golfer—these are the si tieiatainns thine: 04 
reasons why, with a little cooperation, you New York City 


can, on May 22nd, get off to a flying start so ioheiag Vachle that. Jit far Srohur4m. 


far as this season’s profits are concerned. 








Full details of the new Burke 
Stainless Steel Clubs, which have 
taken golfdom by storm, prices, 
etc., will be sent on request. 





HE big season of roller skates is 
here, stronger than ever! If we 
are not badly mistaken, it will be 


THE BURKE GOLF CO., NEWARK, OHIO a record-breaking year. 


Se now is the time to stock KoKoMoS! 
They have always been “Young America’s 
First Choice,” and the new Lightning model, 
embodying the best master skate builders 
can put in it, is stepping to the forefront 
to the tune of swelling profits for dealers. 
Nationally advertised. WRITE TODAY for 
more details. 








Burke Stainless Steel 
Mashie No. 5. One of the 
line of ten Stainless Steel 
Clubs. They don’t rust, 
corrode, or tarnish, and 
are four times more dur- 
able than ordinary steel. 











KOKOMO 


STtamPep Meta Co. 
KOKOMO, INDIANA 
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Falls City Minnow Buckets, Tackle Boxes 
and Bait Boxes 


Are the choice of bred-in-the-bone-fishermen wherever a bite 
is to be found. Our excellent workmanship and highly 
standardized materials are constantly being supplemented by 
new models especially adapted to the various types of angling. 
The new “Wade-In” is a typical addition. Designed to be 
carried under the arm by means of a strap or rope through 
the side loops, it is an ideal bait carrier for the trout fisherman 
or wader who requires absolute freedom of movement. The 
Falls City line offers you the most approved types of minnow 
bucket equipment, accepted by all leading jobbers as the stand- 
ard of sportsmen and because of its selling qualities. 





We are always glad to furnish you with 


a LLS city any information concerning our products. 


Manufactured by 


STRATTON & TERSTEGGE CO., Ine. 


Louisville, Kentucky 


L. K. GRUNDY, Sales Representative 
Eastern Office, 725 South Preston Street, Louisville, Kentucky Western Office, 215 Opera House Building, Los Angeles, Calif. 





SANDY ANDY TOYS AND GAMES 





Be Sure and See These New 
All-Metal Full Toys 


























No. 108 Beautifully No. 109 


“Sandy Andy” Merry-Go-Round Decorated “Sandy Andy” Trick Animals 
Base 10-in. long. Merry-Go-Round turns in circle and “aN 1 Base 10-in. long. Polar Bear rings the bell while the 
bell rings in base of toy. Rubber tire wheels. in atura Trained Seal bounces the ball up and down on his nose. 
Colors Rubber tire wheels. 


See Our Chicago Toy Fair Exhibit 


Our entire line will be shown at the Palmer House, Chicago, April I2th to 24th. Write for our 
New 1926 Catalog containing our full line shown in actual colors. 


WOLVERINE SUPPLY & MFG. CO. 


Factory at Pittsburgh, Pa. 
Room 406 New York Office: THE TOY CENTER, 200 Fifth Avenue Gramercy 3453 
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To Clean That Gun 
‘*‘Clean’’ Recommend 


HOPPE’S 


Nitro Powder 
Solvent No. 9 


It is not enough to only clean the 
bore of a weapon, because many a 
gzun whose bore is bright , 

is not “‘clean.’’ A “clean” 
gun is one in which every 
atom of primer and powder 
residue ( potassium - 
chloride — salts), the 
cause of RUST, and 
after corrosion, is removed. Hoppe’s 
gg makes guns clean and prevents 
rust. 


HOPPE’S Lubricating Oil 


€é 

Never Gums” 
for Working Parte of Shot Guns, Rifles 
an@ firearms of all kinds, fishing reels, 
and for all household purposes. Cleans 
and preserves exposed metal surfaces. Pre- 
vents RUST. 






HOPPE’ 


LUBRICATING 








HOPPE’S Gun Grease Keeps 
Firearms Free From RUST 


Keeps all bright metal parts clean and like new 
indefinitely. Every rifleman, every marksman will 
want it. Basy to apply. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 


2314-K N. 8th St., Philadelphia, Pa. 
Representatives: 

Edw. W. Simon (Co., Inec., 258 Broadway, New York City 

H. L. Bowlds, 217 Mason Opera House Bidg., Los Angeles 
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New Model Just Out 
THE BETTER SKATE 


Like ana- 
tional brand 
tire to mo- 
torists, this 
famous rub- 
ber CHI- 
CAGO Roller 
Skate tire is fa- 
miliar to buyers, 
made known in 
magazines skaters 
read. An outstand- 
ing advantage that 
clinches sales for 
CHICAGOS. 
lor extra skate business, put 


across this bia selling feature. 
From your jobber, or write us. 





CHICAGO ROLLER SKATE CO. 
4456 W. Lake St., Chicago 
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NGI ex: TAYLOR-TOT 
ear fod. 10 COMBINATION 
> PRa , BABY-WALKER, GO-CART 
e. AND COASTER-CAR 


There is only one TAYLOR-TOT—in construction—in ser- 
vice to mother and baby— in profits to the dealer—and backed 
by consistent national advertising it has become the biggest 
selling juvenile vehicle on the market. 


There’s a world of meaning behind such a record, and if you 
are not already handling this famous “Baby Specialist” we 
urge you to write for details today—or better still, mail a 
sample order and the details will accompany our acknowl- 


edgment. 
THE FRANK F. TAYLOR CO. 


Norwood, Cincinnati, Ohio 
Manufacturers of TAYLOR-TOT and other TAYLOR Developing TOYS 


Northland ‘Skis 


possess every requirement to 
make them “winners” over 
the counter as well as on the 
snow. 










NORTHLAND SKI. MFG. CO. 


World’s Largest Ski Manufacturers 


22 Merriam Park St. Paul, Minn. 











—— 


Bells and Bell Toys 
For 


‘s HARDWARE, SADDLERY 
, and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 
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Ps e Bigger Sales Value! 
= 2 STOVER “Red-Spindle’ 


Trade-Mark 


DAMPERS 


REVERSIBLE 
Cup, Nickel Ploted BLADES 


Good as they have always been, Stover Dampers have 
been further radically improved. They are now made 
with reversible blades and can be easily identified by the 
“Red-Spindle” trade-mark. Yet they cost no more than 
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ee any good damper. It will pay you to carry the best. 
c a Note These 
cS Outstanding 

Buil ler 8 al e Gooc eee 





GRIPS: Either 


P coiled nickel plated 

stomers “Glass | #!.""5 
enameled wood. 

SPINDLE: One- 
piece steel with end Style “B”’ Wood Grip 


| HEREVER building operations sare ° “SPRING. “Hammer Proof” 
RoE nace re tn | am REE: than mat dampers, LUGS; Form, pt 
opportunity for some hardware store ive locking device w i 
to ‘sell glass. It takes no effort at all | Secemehacius' Sempre, te.erwed Some 
to sell glass to the builder—he needs iT tas coe ae ee De: 


particularly desirable. Stock them now and prepare for 


it as he does brick and lumber and an unusual demand. Made in 3 to 12-in. sizes with 
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the chances are that the store that round blades; 5% to 8-in sizes with oval blades. 
serves him with glass will get other Ask Your Jobber! 


business from him. 





S¢ 


a Ree, Bh obec y hase 
On oe tret RY SOC RGS tae ke 


Rianne Chae 


- STOVER 
“ RED-HEAD” 


Trade-Mark 


MOP- STICKS 


For over 30 years Stover Mop- 
Sticks have been famous. Our new 
“Red-Head” Mop-Stick will be even 
more so. It is absolutely rustless. 
Comes in standard domestic size 
with a fine waxed hardwood handle. 


Our advertising in building papers tells 
builders all about 


They know it is stronger, perfectly 
flat, freer from defects and beautiful 
in appearance. Naturally the store 
that carries it has their confidence 







Rustless! 


right at the start. pane ae oil Packed one dozen in a_ sealed 
Waxed shipping — rs reach the —— 
in an undamaged condition. ext 
SOLD AND DISTRIBUTED BY LEAD- Handle time you order, specify Stover 
ING JOBBERS IN THE PRINCIPAL “Red-Head” Mop-Sticks! 


CITIES OF THE UNITED STATES 


If Your Jobber Hasn’t Them, Write To: 


Stover Mfg. & Engine Co. 


HARDWARE DIVISION 


802 East Street FREEPORT, ILL. 
AMERICAN WIN DOW GLASS CC CO. Also makers of Waffle lrons, Hinges, Andirons and other 


ardware S pecialties. 
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HYATT ROLLER BEARINGS 

















Tie up to the Coldwell Complete, Dependable 
Line of Lawn Mowers—Added Profits 


iLe | 
Fmu—/ 





The Coldwell Electric Lawn Mower 

For city and suburban homes. Plugs 
in any light socket—cuts a 21 inch 
swath. Coldwell Mower—General 
Electric Motor—Timken Tapered 
Roller Bearings. As easy to operate 
as a vacuum cleaner—all the operator 
has to do is steer it. 





The Coldwell Model “L” 
Motor Lawn Mower and Roller 
Mows and rolls’ simultaneously. 

Cuts a 60 inch swath (with detachable 
gang units)—10 acres a day on 1 gal- 5 
lon of gasoline. 5 





HE Coldwell Electric Lawn Mower 

is meeting with favor all over the 
country. Have you ordered and asked 
about our special proposition on this new 
lawn mower development? 


On the regular line, remember it’s the 
carly bird that reaps the benefit. Early dis- 
play of seasonal items results in early sales, 
a longer season and increased profits. If 
you do not already have our window trimn— 
write for it. 


COLDWELL 


DEPENDABLE LAWN (MOWERS 


Hand - Horse - Gasoline - Electric 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y., U. S. A. 


62 East Lake Street 


319 South West Fifth Street | FACTORY } 
CHICAGO. ILLINOIS 
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4 We knew 
2 we hada good 
: product. But 
a before giving 

eS it final approv- 
| al we wanted a 



















is what they 
think of 
doors that 
slam shut 
‘with a spring. 
Put the free dem- 





thousand or so tested 
in actual use. 

To our great surprise the ori- 
ginal thousand were sold almost 
instantly and re-orders flocked 
in. It was not until late in the 
season that we caught up with 
the flood of orders. = 
| Trial proved un- 
E necessary. Its opera- 
tion was perfect from 
the start. 

That is the way 
the public received 
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This Counter Demonstrator which we supply Free to our 
t h e R O S e S Cc r e e n dealers is a wonderful pe ane A miniature door with 
e 


check attached. One swing tells more than a hundred 
Door Check. That 7 o/descrition 
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onstrator on your 
counter. It is a wonderful sales 
stimulator. A miniature door 
with Rose Check attached. Tells 
the story better than words. 
The price, $2.00, exactly suits 
the average man. ‘There is a 
good margin of profit 
in each sale. 
Thousands of deal- 
ers will sell Rose 
Checks this year. Ask 
your jobber about 
them, or write us. 


Frank Rose Mig. Co. 
Hastings, Nebr. 
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CHECK 
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Millers Falls 
Ratchet Brace No. 1772 


Improved chuck with rectangular 
opening; holds bit shanks, round 

om '¢” to 4” and No. 1 Morse 
or shanks. Ball bearing head, 
full steel clad. Cocobolo head 
and handle. Handle has inserted 
metal rings. Exposed metal parts 
nickel-plated and buffed. Made 
with sweeps 8” to 16”—No. 1772 
has 10” sweep. Note the octag- 
onal shell—new feature. Also 
furnished in all sweeps corre 
sponding to 872 series. 









° 








A new brace with a new 


display to help you sell it 






\ At ILLERS Falls Braces have the kind of reputation 
\-Y 4 that makes it profitable to display them. 


Especially when you have something new to offer, as 
in this No. 1772 Ratchet Brace. It has all the merits 
of No. 772 (one of the finest and most popular of our 
whole line) plus the feature of an octagonal shell. 
Good looking, comfortable to grip — this new advan- 
tage should make No. 1772 sell even better than its 
older brother No. 772. 

Thousands of mechanics and other more casual tool 
users know and respect Millers Falls tools. Display 
this new number — and watch results. The display is 
free when you order two of the braces. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 
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Known Quality 
Means Easy Sales 


“W & B” Screw Wrenches 
have been known to the 
trade for a generation. 





They sell with a minimum of 
effort because their reputation 
as dependable tools is widely 
established. 


And by the same token, they 


assure steady profits just be- 
cause they do move from the 
shelves so readily. 


There is no_ hocus- pocus 
about them—they are exactly 
what they look—sturdy, well- 
made wrenches that all mechan- 
ics and lovers of good tools ap- 
preciate—and buy. 


They offer sure profits to you. 
Literature? 





AGRICULTURAL 





J.H. WILLIAMS & CO. 


»‘The Wrench People”’ 
BUFFALO 
New York Chicago 
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Electrical Advertising 


Costs Less Than Many Think 


lo feature your name and business on a Flexlume that—both by day and by 
night—will emblazon your message a long distance up and down the street. means 
but a modest investment in dollars. 





Spread over the years of its service, the original cost for a Flexume Electric 
Sign becomes almost negligible. 


Operating expense also is low—because a Flexlume, in spite of unusual bril- 
liancy, uses fewer lamps all of which are inside the sign, protected from breakage 
and _€xposure. 

There is no obligation in letting us submit a design and 
figures for a sign that will prove as profitable for you as it has 


for others. Write for photoprints and literature. 


Ike also build exposed lamp and other 
types of electric signs for those who # * 















* 





prefer or require them. 


Flexlume Corporation 
1230 Military Road, Buffalo, N. Y. 


Phone ‘‘Flexlume’’—aAll Principal Cities. 


A 
Ads 


Factories also at Detroit, Los Angeles, 
Oakland, Calif. and Toronto, Can. 
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$2000 
REWARD 
for This 


Man’s Name 
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. | r H* is the man who kicks about 
f | Bi g News razor blades not being as good 
& | as they used to be, yet when you ask 
&§ | him why he doesn’t strop them says, 
i. | You can now buy “Why should I bother to do that?” 
\ te | Twinplex Stroppers He has been told a thousand times | 
P | at a price which that a Twinplex Stropper will improve | 
: E | will enable new. blades 100%, yet he hasn’t gump- | 
E | you to tion enough to try it. | 
: | — Here is the greatest money-making | 
3 | contest you ever heard of. | 
$ e | an d It will send a million men into retail 
a | still stores all over the land to have a new 
fy | sel] blade stropped on Twinplex. This 
, | them simple act is the only condition of en- 
a | at as tering the contest. 
L | low a ; 
a | price as anybody Ask your jobber about the special | 
a | Twinplex Contest Assortment pack- | 
E Here are the new prices effective April 1, 1926 nnipeaynah epedenang — wl 
4 nei ae need to make money out of this con- | 
; So me Be ne «=| lOO 
ih 
3 ween” eS eee Costs $10.00. )$16.91 Minimum 
i (Export Model). 2.00 350 43% 298 33% Sells for $19.60 Maximum 
SINGLE EpGE Mopets 2.00 3.00 3344% 289 31% 
The above prices are subject to 2% cash 10 days. If you Here is a special opportunity for you to 
discount your bills your profits will be 2% greater than thos- ; : 
shown above. get started on Twinplex at a bargain. 
TWINPLEX SALES CO. 
1527 Locust Street, St. Louis, Mo. 
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SUNBEAM 
Profit Pointers 


The Sunbeam Cabinet Heater is a whole-home 
heater, not a stove, but a full-fledged heating plant in 
successful use in many thousands of homes, stores, 
churches, garages, and other buildings. 

The Sunbeam circulates warm air, properly moist- 
ened for health, to every room in the house. Replaces 
two or three stoves; burns coal or wood; greatly re- 
duces fuel bills. 

All heating parts of Sunbeametal, developed by the 
world’s largest maker of heating plants. Double inner 
casing. Only two joints, both permanently smoke- 
and gas-tight. 

Outside casing olive green or walnut grained 
vitreous enamel on Armco Iron. Only two feet square. 
Attractive as a fine piece of furniture. Comes 
complete, carefully crated, ready to install. 

Strongly advertised in home magazines of greatest 
selling value in your territory. Complete workable 
merchandising plans. Popularly priced — and offer- 
ing a convenient time-payment plan that you can 
incorporate into your selling. 


Investigate the Sunbeam 
Cabinet Heater Proposition 


Tie up to the Sunbeam selling plan, 
now. Let this big national organiza- 
tion—the largest manufacturer of 
warm air heating plants in the world 
—help you make money replacing 
stoves with Sunbeam Cabinet Heaters. 





CABINET 


AR peer 


MADE BY THE LARGEST MAKERS OF HEATING 
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It means the one best product and sell- 
ing proposition — from among the many 
heaters on the market today. It means 
profits from a large ready-made market. 


It means reputation, too. The Sun- 
beam Cabinet Heater is designed and 
built to give permanent satisfaction. It 
has succeeded. That’s why responsible 
dealers everywhere have chosen to sell 


Sunbeams. 


The Sunbeam Market is There 


Have you ever checked the stove-heated 
homes and buildings in your locality? The num- 
ber would surprise you. Sunbeam has made a 
census in hundreds of towns and cities. More 
than half of all homes are stove-heated. Think 
what that means. 

Every stove-heated home — every new home 
wuilt without a basement — is a prospect for a 


HARDWARE AGE 


Sieapacaioe Dealer 


Sunbeam Cabinet Heater. Feeding two or three 
old-fashioned stoves — crowding the family into 
a few poorly heated, unhealthful rooms — 
doesn’t match up with modern ideas of home 
comfort. 


Helping You Sell Sunbeams 

Add Sunbeam merchandising plans to the 
many sales advantages of Sunbeam Cabinet 
Heaters, and you can turn a proven market 
opportunity into actual sales. No guesswork 
about it. 

Selling ideas proven by experience. Extensive 
magazine advertising that reaches the stove- 
heated homes in your community. Advertising 
material you can use. Sales helps. And facts on 
which to base your selling plan. 


Don’t Wait Until Fall 
Sunbeam selling is year-round selling. There’s 
a Summer Selling Plan packed full of action and 
profits. Use the coupon to send for complete 
proposition. 


THE FOX FURNACE COMPANY 


Largest Makers of Heating Equipment 
ELYRIA, OHIO 
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Overwhelmingly the 


Of the 920 advertisers who used one 
or more of the hardware publications 
of national distribution in 1925— 





684 557 


used 


Advertisers HARDWARE AGE 
used Exclusively 


ue V.0:99)\'7.0:8 WnG Do 





684 or 74% 357 or 39% 
used Hardware Age used Hardware Age 
exclusively 
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Hardware Age— 
239 West 39th Street 
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The Leadership of Hardware Age is so outstanding that 
instead of making comparison with the total number of 
advertisers in Hardware Age we illustrate below the 
comparison between the number who used Hardware Age 
exclusively and the total number using each of the other 


publications of national distribution. 











Exclusive Total Total Total 
Advertisers Advertisers Advertisers Advertisers 
Hardware Age 2nd Paper 3rd Paper 4th Paper 





Only by rendering a complete and consistently sound business service to its 
readers can a publication win the reader interest, confidence and respect that 
have made possible the position of outstanding leadership that HARDWARE 


AGE enjoys. 
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“The World’s Greatest Hardware Pape 
New York, N. Y. 
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The New 
FOSTER 400 
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The fire-pot in the ordinary warm air cir- 
culator is smaller in diameter at the bottom 
than at the top. This causes the fine dead 
ashes to collect on the sides thus forming 
an insulation which obstructs the radiation 
of heat into the air circulating passage and 
forces an extra amount of it to rise on the 
inside of the combustion chamber, pass out 
through the stove pipe into the chimney and 
escape into the open air a total loss. 


The Foster saves the greater part of this 
waste heat because it has a self-cleaning fire- 
pot which is largest at the bottom. This 
causes the ashes to drop away from the 
sides and always leaves a clean surface to 
quickly absorb the heat and radiate it into 
the air circulating passage. This is both 
efficiency and economy as it is a positive 


THE FOSTER STOVE CO. 
Makers of ‘“The Foster Line’”’ 


Parlor Furnaces, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 





’ 


A Real 


Home Heater 


guarantee of the maximum amount of heat 
from the fuel consumed. 


Another Foster advantage is in the air cir- 
culating passage which is smaller at the 
bottom where the cold air is admitted and 
larger at the top where it is discharged. 
This permits the air to expand freely, rise 
unhindered and quickly pass out through the 
top warmed and moistened, thus increasing 
efficiency by promoting more rapid circula- 
tion. 


Seeing the stove in actual use is far more 
convincing than whole volumes of sales talk. 


Order your sample now, test it in operation 
and secure the agency before it is taken. 


Ironton, Ohio 
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More Profit With Less Effort 
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Merchandising Plan 


HE best salesman you can hire could not increase 
your paint sales and paint profits as quickly and 
surely as the Kitch-n-Tint merchandising plan. 





There isn’t an item in your present line on which you 
do as big a business and make as big a profit as you can 
make with Kitch-n-Tint, the new subdued gloss finish for 
all walls and woodwork. 














Quit selling outside paint . — — 
: Stop trying to sell expensive high gloss fur- 
K itch: Ht T int niture enamels for wall surfaces. 
Cle. cee Kitch-n-Tint is the right product at the 
right price—and the merchandising plan is a 
knock-out. 


Write for facts and figures. 


THE OHIO VARNISH CO 
9001 Kinsman Road 


Cleveland, Ohio 
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Ready for your 





66 Spri | 99 , 
pring clean-up” on . 
a . 
wire cloth and fencing r 
Spring offers a great opportunity to cash in on 
the demand for guaranteed wire cloth and “Buffalo” Galvanized Hardware 
wire products. “BUFFALO” WIRE with its a eee Bee 
clean, fresh, brightly galvanized finish invites and screening purposes of all kinds, 
“Gite; , , . , : heavier grades for heavy duty ser- 
inspection and insures lasting satisfaction. vice. You can meet any require- 
There is a grade and type for every purpose, nee anne a 
. . Also manufacturers of many other 
each the best of its particular class. gendes af. wien chet ta Geet, Gel- 
vanized, Brass, Bronze, Monel 
: ms me ; Metal and many other metals. 
All sizes of “Buffalo” Wire Cloth, down to and ; 
: | ; ; Wire work such as Window 
including 8 mesh, are galvanized after weaving. Guards, Tool Room and Switch- 
: : board Enclosures, Wire Baskets, 
Every piece is made from the finest annealed Folding Gates, etc. 
steel wire and woven on improved power 
This Yellow 


looms, assuring even mesh and perfect work- : 
5 - Tag is on Every 


manship. Roll or Piece 
of Genuine 
. an - “Buffalo” 
Display “BUFFALO” WIRE products Wie.<Cloth 
You Buy 


/ NN These spring staples will liberally 
MARY repay the space you give them in 
your window along with other 
spring suggestions. In the mean- 


WW | 
time be sure your stock is complete. + 


Send for our general catalog No. 
8-AB today. It’s free. Buffalo 
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Buffalo Wire Works Co. Wire 


inc. Cloth 


Formerly Scheeler’s Sons, Est. 1869 BUFFALO WIRE WORKS CO. 


MADE IN 


518 Terrace Buffalo, N. Y. BUFFALO, U.S.A. 


BMLOUTBE 


acknowledged leader 
since 1869 



































Trade Mark—Reg U. 3S. Pat. off 
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The Official Boy Scout 
Sharpening Stone is 


CARBORUNDUM 





IEverY Boy Scout in your town will want one of the Carborundum Boy Scout Sharpening Stones. 


He will want it because he needs it. 
It will put a keen, smooth edge on his Scout knife. 
It will give his hand axe a real edge so that he can make the chips fly. 


He can use it to sharpen up his mess kit knives—for any job of sharpening that comes to the Scout 


The Scouts’ Stone cuts quick and clean—just like every other Carborundum Stone. 
[t is put up in a real leather belt case, bearing the official Scout Emblem. 
Another chance to pair up your sales! 


When you sell a Scout a knife, or a hand axe or any edge tool for his outfit, sell him the 


officially adopted Carborundum Boy Scout Stone to keep it sharp. 


RETAILS FOR 65 CENTS IN U.S. A. EACH COMPLETE IN CASE. 
ORDER A DOZEN PUT UP ON THE ATTRACTIVE DISPLAY. 
FROM YOUR JOBBER—OR USE THE COUPON 


Please send 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


NAME 















Niagara Falls, N. Y. 





Boy Scout Stones and Display 









CANADIAN CARBORUNDUM COMPANY, LTp., NIAGARA FALLS, ONT. 


BRANCH WAREHOUSES STREET 





New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, 
Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 








MY JOBBER IS__ 
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Mr. HAPPY MAN 
SAYS— 


“For no other reason than 
the intrinsic worth it stands 
for does the name 


“SILVER STEED’ 


stand out as the hall-mark 
of the best saw that the 
genius of man has yet de- 
veloped.”’ 


Atkins Says: 


Atkins Saws are popular, 
easy to sell, and pay a 
Legitimate Profit. Why 
not stock them? 


—_——— a ee, ee 


E.C.ATKINS & CO. 


ESTABLISHED 1657 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS,INDIANA 


Mechna bat Fectry Lancaster NX. Atkins Always Ahead 


Branches Carrying Complete Stocks In The Following Cities: 


CT: et tt iti sei 
“ 


Atianta San Francisco 
Memphis ——, ag City Seattle 
Chicago Portiand.Ore. Paris, France 


Vancouver, B.C. 


ATKINS 


SILVER 
STEEL 


Minneapolis 


LOC, “ett tt ttt 








SAWS 








Founded 1855 
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$333,000,000 for 
Auto Accessories ! 


This is our Automobile Accessories 
Number. In it we tell you how pro- 
gressive hardware merchants in all 
sections of the country have succeed- 
ed in stopping the dollars that roll 
past their doors. 

We have given much thought to 
the preparation of these articles. 
They are all based on the actual ex- 
periences of merchants who have 
demonstrated that the hardware store 
is a pre-eminently logical medium for 
sale of this profit-making line. 





What Readers Say 
About Us 


“We consider HARDWARB AGp the finest 
production of its kind that we have ever 
seen.,’’ 

(Signed) M. MULLOY & SONS, 
Westport (Mayo), Ireland. 


“Enjoy your magazine very much and 
want to brush up on prices.” 
(Signed) R. L. DOAK, 
Fresno, Ohio. 


“The writer takes this opportunity to 
mention that reading your magazine is a 
recreation for him.” 

(Signed) ALBERT J. LA LIBERTE, 
Springfield, Mass. 
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A lucrative business is 


% 





brought to legitimate hard: 
ware channels by the advent 
of McKinney Forged Iron 
Hardware. McKinney has 


taken a division of the hard- 





ware industry and so handled 
it that the fruits of distributing 
it are to be gathered by the 


hardware trade. 


Forge Division 


McKInnEY MANUFACTURING Co. 
PITTSBURGH PENNSYLVANIA 


McKINNEY 
FORGED IRON 





McKinney Products include: Wrought Steel and Bronze Butt-Hinges—Strap and Tee Hinges 
Forged Iron Hardware-——Garage Door Hardware, including Complete Sets— Door Hang: 
ers and Track—Door Bolts and Latches—Sash and Screen Hardware—Shelf Brackets. 
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BY LLEW S. SOULE 








The Fallacy of 
Something for 
Nothing 


Don’t Be 
Technical 


Two Kinds of 
“Restraint” 


AMP WILLIAMS struck at the roots of modern conditions when he said: 
“Everybody is looking for the best of it. Half of the people are trying to 
get something for nothing; the other half are trying to give nothing for some- 
thing.” 
The consumer today is figuring costs. He knows prices. He is trying to 
get all he can for his money. Likewise the manufacturer, the wholesaler and 
the merchant are each trying to get as much money for their merchandise as 
they can. 

The attitude on the part of consumer, producer and distributor naturally 
breeds competition; competition cuts margins, with the result that sales 
volume and turnover have to be increased. That's why it is more difficult to 
merchandise today than it was twenty years ago. Thats why it requires more 
training and better systems to be a successful merchant. That's why stores 
must have salesmen instead of mere clerks. 

And—that’s another case where too many merchants and too many 
employees are looking for the best of it. The merchant must learn to pay a 
reasonable price for efficiency, and the man behind the counter must determine 
to give a dollars worth of efficient labor for every hundred cents that goes 
into his pay envelope. 

With efficient, well managed stores, the competition problem will be a lot 
less difficult. 


HE hardware business is not a technical business. Its foundation is “‘mer- 
chandising. Whenever we attempt to inject the ‘technical’ into a store, 
we lose in sales. 

That's why some hardware dealers have failed to successfully handle radio. 
They have tried to sell from a technical rather than a common sense mer- 
chandising basis. 

The people who buy radio want results with a minimum of annoyance 
and effort. They want good reception. If they get it they are satisfied. There- 
fore the merchant's problem is to find the kind of equipment which fulfills 
these requirements, and then bend his efforts to sales. Leave the technical 
part of radio to the manufacturer. Thats his business. Then sell the sets 
just as you would sell a tool chest, a washing machine, a percolator, or a vacuum 
cleaner. Be a merchandiser—that's your business. 


CCORDING to the newspapers, the Producing Managers Association 

and the Dramatists Guild have come to an agreement whereby the 
theatrical producers will buy only plays which have been written by members 
of the Guild. 

One prominent producer is quoted as saying that the clause referred to 
forbids the managers to buy a play from authors outside of the Guild. In 
other words, the play writer must join, or he cant sell his works. 

Sounds a lot like restraint of trade to a hardware man on the side lines. 
We have an opinion that if the Retail Hardware Association should make an 
agreement to buy nothing except from the members of a certain manufactu- 
rers association, there would be something doing immediately. Before the 
ink was dry on the agreement record, the woods would be full of Government 
inspectors looking for evidence and searching for hardware culprits. 

Perhaps this “Restraint of Trade’ thing refers to merchandise and mer- 


chandisers only. 
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This two-reel show 

is of actual photo- 

graphs in actual 
hardware stores 
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$333,000,000 for Motor Access 


UTOMOBILE owners of the country will spend 

A, 332,000,000 for accessories this year. Are 

you going to sell your share? Has the recent 

swing in the accessory trade strengthened or weak- 
ened your position as to this merchandise? 

Tires and parts are not included in the $333,000,000. 
The figure is forecast by James H. Collins of the 
Chilton-Class Journal Co., whose trade estimates com- 
mand the respect of the automotive industry. Mr. 
Collins says that he has not included in this sum the 
accessories put on new cars by the factory, but that 
the $333,000,000 will be sold by retailers of all classes 
to car owners. 

This comprises an emphatic answer to the comment 
so often heard these days that the complete equip- 
ment of cars by the manufacturers has destroyeJ 
the retail accessory business. 

There are many who believe that the equipping of 
cars with accessories by the manufacturers has really 
been a boon to the retail accessory trade. Prior to 
the time that manufacturers equipped cars with bump- 
ers, windshield cleaners, cigar lighters and similar ar- 
ticles, it required much salesmanship to sell such ar- 
ticles to most car owners. 

After a dozen or so new model cars, so equipped, 
had been received in a neighborhood, owners of last 
vear’s and older cars soon began buying these acces- 
sories. It is human nature to want to be up to date. 

Bumpers might be left off of many cars as a safety 
means, but they will not be left off when they mark 





Tires, tools, rims 
and rings are found 
in ample stocks, as 
the motorist knows 


the car as an earlier one than Neighbor Brown’s is. 

It has always been a much disputed point as to how 
extensively the hardware dealer is a factor in the 
accessory retailing. There is no question that prior to 
1920 the hardware dealer was a considerable factor 
on a percentage of distribution. 

Prior to the happenings of 1920 and 21, the car 
dealer declined to “fool with accessories.” He re- 
garded bumpers and other articles of that sort as 
“small change.” His job was selling cars. Before 
1921 the independent service or repair man had not 
attempted to sell accessories. 

When the automotive trade organizations began 
their “back to normal” campaigns, they gave much 
attention to merchandising and as a result there were 
direct appeals to the trade to get on a better basis. 
The car dealer was urged to make himself a “trans- 
portation merchant” and to sell in his place not only 
cars but repairs and accessories-—everything that be- 
longs to the car. 

To many dealers it was astonishing to learn that 
there was a profit in repairs and that an accessory 
department could be organized and run by his help 
when not busy with car sales and delivery. Also a 
distinct effort was made to bring the independent 
service man in the merchandising picture by persuad- 
int him to sell accessories. The “Ask ’em to buy” 
campaign was organized and accomplished much in 
awakening interest in the merchandising of acces- 
sories. 
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ories—What is 


The result has been that the car dealer got inter- 
ested in this business and he found that the income 
from accessories helps materially toward a “5 per 
cent net,” which is the coal of automobile dealers. 
He also has found that if the factory does not com- 
pletely equip the car that he sells, that he can add 
many accessories and sell the “car complete” as easily 
as he can sell the car as it comes from the factory. 

Another new factor in the accessory field is the 
former exclusive tire store. When tires became so 
cheap a few years ago that it did not pay to repair 
them, this store was hard put to it to live and many 
did not survive. 

Those that did survive became tire merchandisers 
with repairs as a sideline. Next came the great im- 
provement in the quality of tires, which lessened the 
number of sales, and, of course, opportunities for 
profit. This dealer soon found that he must have 
other lines to maintain a sufficient volume. So he has 
taken on batteries, gas and oil, with the tires. These 
three items gave him the necessities of the automo- 
bile, to which in most cases he has added accessories. 

This sort of a store is increasing in the larger 
towns but in towns of less than 10,000 there does not 
seem to be a place for it. 

To return for a moment to Mr. Collins’ estimate of 
the accessory merchandise volume for 1926. Mr. Col- 
lins says that 55 per cent of the cars are sold in towns 
of less than 10,000. If these cars are sold in these 
communities and the rural districts around the smal- 
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Practically every 

section of the coun- 

try is represented 
in these views 


Your Share? 


ler cities, the owners must buy the accessories. 

Consequently 55 per cent of the car owners or ac- 
cessory buyers must use these smaller cities as their 
trading places. It is a matter of common knowledge 
that the small city car dealer has not been as active 
in the sale of accessories as the larger city dealer. 

Also that the independent repair shop man in the 
smaller cities has not equaled the effort of the large 
town repair man. 

There is a very obvious reason, in that the smaller 
organization of the small city dealer cannot absorb 
the work of the accessory departments so easily, and | 
the owner has more detailed duties and cannot look : 
after it himself. The trade does not justify an ac- 
cessory manager. 

Also it is pretty well established that the hardware 
dealers who have “kept what they had in 1920 and 
added to it” are those who had a farm or rural trade. 
The farmer, as a rule, has continued to buy his auto- 
motive supplies from the hardware dealer, chiefly : 
because it was his trading place and he asks little or 
no service. 

So it seems that it is in this town under 10,000, 
where the greatest part of the accessory trade is 
waiting, is where the hardware dealer is the strongest. 
Just to what extent the hardware dealer has figured 
in this trade has been a question. It was also a 
question as to whether he has been strengthened or 
weakened by the changes in the merchandising 

(Continued on page 122) 





The mechanic nat- 
urally turns to the 
hardware store 
when he seeks his 
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“Cafeteria” Display and Price 


Tagging Sell Accessories for Jennison 


Complete and Diversified Stock Assortment Has Made the Jennison Hard- 
ware Co., Bay City, Mich., the Shopping Center for Car Owners 


are largely dependent on turnover and if one 

is to make up his mind beforehand that acces- 
sories can’t be sold, stick his rather depleted stock 
back in some obscure corner of his store and spend 
his time growling about it, the chances are that he 
is absolutely right—they won’t be sold. 

However, the dealers who are selling accessories, are 
invariably the ones who are carrying a complete and 
diversified stock displayed in a prominent place in the 
store and who tell the passerby about it through fre- 
quent window displays. As an example of the possi- 
bilities of maintaining a profitable accessory depart- 
ment is the record of the Jennison Hardware Co., Bay 
City, Mich. 

The department in this store is located just to the 
left of the front entrance, occupying about 40 feet each 
of wall cases and floor cases with display racks of 
tires, robes and bumpers on the floor in front. In 


| IKE in everything else profits in auto accessories 


addition to these three items, the stock consists of 
everything in the way of auxiliary equipment—spot 
lights, motor meters, horns, tire chains, and the like 
—and some of the mcre common replacement parts 
such as spark plugs and lamps. Specialty tools like 
jacks, tire gauges, socket wrenches and hydrometers 
are all big selling items as are soaps, greases, grind- 
ing compound, engine enamel, gasket shellac and patch- 
ing cement. Flashlight batteries, flashlights and hot- 
shot batteries are also included in the department 
and add materially to the total sales volume. 

Undoubtedly much of the success in the sale of auto 
accessories in the Jennison store is due to the practice 
of displaying as many different items as possible. The 
location of the department is such that no one can 
fail to see it as he enters or leaves the store. All 
articles are marked with the selling price in plain 
figures which results in many customers selling them- 
selves “cafeteria style.” 
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Twenty Years of Success 
With Auto Accessories 


bile would reach its present popularity and use, 

and when about that time Joseph Woodwell Co., 
Pittsburgh, started in the automobile accessories busi- 
ness, it probably was with no idea that the business 
would have assumed proportions that its conduct would 
require approximately 30,000 sq. ft. of floor area. But 
these things have come to pass and in spite of the 
growing tendency on the part of the motor car build- 
ers to include as standard equipment many things 
that in former years were classed as extras, there have 
been very few years in these 20 years when the com- 
pany has not gone the previous year better in point 
of turnover of goods and in money returns. For au- 
tomobile parts and extras do wear out before the car 
owner wants to sell the car and there is where the 
accessories dealer comes in. If there ever was incen- 
tive to invent anything, the automobile certainly has 
provided it and in handling these things that have been 
offered to make automobiling a little more comfortable 
and more pleasant the accessories man has profited. 


I T took vision 20 years ago to see that the automo- 


New Six-Story Addition 


Joseph Woodwell Co., claims to be the oldest ac- 
cessories house west of the Alleghenies and that claim 
has not been disputed. With the completion of a six- 
story addition to the building in which its accessories 
department was quartered and the new building de- 
voted exclusively to accessories, it probably now can 
make the claim without danger of question that it has 
more floor space given to accessories than any other 


house in the same area. The accompanying illustra- 
tion shows in the center foreground the latest addi- 
tion to the company’s store, which now fronts on three 
streets and provides unusual opportunities for win- 
dow displays. The company now has entrances and 
windows on Wood Street, Third Avenue and Second 
Avenue (Boulevard of the Allies). 

As was recounted in a story published in HARDWARE 
AGE two years ago, this company is still on the same 
site on which it started business 77 years before. In 
seeking the reasons for the success the company has 
enjoyed in the sale of accessories, it might be pointed 
out that 77 years is a long time- for a company, hard- 
ware or other, to be in business unless in the mean- 
time it has gathered a reputation for service and fair 
dealing. Such a reputation the company had earned 
and making no deviation from such a policy in ven- 
turing into a new line of activity, it was rather to be 
expected that success would attend the effort. 


Separate Departments 

But there was another and a very important step 
that was helpful. After giving the matter plenty of 
consideration, the company decided that success, in 
the handling of accessories, was only to be found by 
setting up a separate department and this is credited 
as the move that has given the company its standing 
in the accessories business. 

The company now has three separate buildings all 
interconnecting, but devoted to its separate activities. 
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The accessories that sell 
rapidly enough to carry a 
profit today are those which 
are an aid in the use of the 
car. They are, in the main, 
items that manufacturers 
have educated the people to 
use. 
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“The Average Car Owner Has Quit Making His Car a 
Display Rack for Somebody's Brilliant Ideas. He Buys 
Only What Is Useful and Worth While’ 


HAT’S the tendency in au- 
\ \ tomobile accessories? What 

kinds of accessories are 
being sold in 1926? 

We put these questions to the 
manager of the auto accessories de- 
partment of a large wholesale hard- 
ware house. 

He smiled. 

“I can tell. you one sure thing 
right off the bat” he said. “The 
average car owner has quit making 
his car a display rack for some- 
body’s brilliant ideas. He’s through 
dolling up his auto with funny stuff. 
He buys only what is really useful 
and worth while. The modern ac- 
cessories stock looks vastly different 
from that or ten or fifteen years 
ago.” 

“How about the equipment fur- 
nished by the car manufacturers?” 
we queried. 

“The competition between car 
builders is getting so keen” he re- 
plied, “that the makers are cutting 
down on the accessories furnished 
with the car. That means that the 
average new car is an immediate 
prospect for at least $100 worth of 
accessories.” 

“Can the hardware merchant get 
this business?” we asked. 

“That depends” was his answer. 
“In the large places where the car 
dealer is progressive, he equips each 
car sold with accessories, and sells 
it, not at the list price, but at a 
price equipped and delivered. In 
those places the hardware merchant 
will in all probability get only the 
repeat orders on the type of acces- 
sories referred to. The list is usual- 
ly about as follows: 


Motometer Rear signal 
Bumper Spotlight 
Shock absorbers Extra tube and 
Windshield tire 

cleaner Tire rack 
Sun visor Tool kit 
Mirror 

“Occasionally other items are 


added or some of those mentioned 
are omitted. 

“In the smaller towns and cities 
the car dealer more often sells the 
car at the regular price, and allows 
the purchaser to buy his equipment 
wherever he chooses. In such cases 
the wide awake hardware merchant 
has a wonderful opportunity to cash 
in on the new car business. 

“At any rate, every sale of a new 
car, fully equipped, influences the 
owner of an old car to bring his 
equipment up to date by new pur- 
chases. If the hardware merchant 
doesn’t get his share of this busi- 
ness, he’s asleep on the job, that’s 
all.” 

“How about a sample list of the 
accessories is demand in 1926— 
could you help me pick out a good 
representative list that would run 
true to form?” we requested. 

“Sure” he replied. “Glad _ to 
help.” 

So we took his catalog and went 
through it, setting down the items 
which his experience proved were 
“sellers” in hardware stores today. 


Here is the list. It probably is 
not complete—it is not intended to 
be. It is a “sample” to show the 
kind of accessories the hardware 
dealer can reasonably expect to sell 
on a profitable basis in this day and 
age. 


Tires and tubes Rectifiers 
Tire cases Carbureters 
Patches Luggage carriers 
Tire flaps Trunks 
Tire patching Motometers 
material Speedometers 
Rim parts, lugs, Horns 
etc. Radiator caps 
Chains (locking ) 
Tire locks Steering wheels 
Chain pliers Bumpers 
Tire carriers Springs 
Hand pump Pedal pads 
(emergency ) Step plates 
Tire gages Brake lining 
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Top dressings 

Chemical prod- 
ucts 

Radiator liquids 

Oils and greases 

Grease guns 

Oilers 

Valve grinding 
compounds 

Polishes 

Dusters 

Sponges 

Cleaning cloths 

Terminals 
(battery ) 

Spark plugs 

Creepers 

Tow lines 

Fire extin- 
guishers 

Glass replacement 
lights 

Mirrors 

Lenses 

High pressure 
cord and _ bal- 
loon jacks 

Tail lamps 

Combination stop 
and tail lights 

Parking lights 

Dash lamps and 
sockets 
Fuses 

Switches 

Flash lights and 
unit cells 

Replacement 
lamps 

Storage batteries 

Hydrometers 


25 | That SELL Today 


“Every Sale of a New Car, Fully Equipped, Influences 
the Owner of an Old Car to Bring His Equipment Up to 
Date by Purchases of Accessories” 


Ford transmis- 
sion 

Brake shoes 

Sheet celluloid 

Waste 

Packing 

Windshield 
cleaners 

Visors 

Deflectors 

Dot fasteners for 
curtains 

Piston rings 

Piston ring ex- 
panders 

Washers 

Gaskets 

Fan belts 

Radiator covers 
and shutters 

Seat covers and 
pads 

Auto vases 

Heaters 

Hose 

Valve lifters 

Valve grinders 

Tools and tool 
kits 

Wrenches 

Drills 

Tire tools 

Coil files 

Carbon and bear- 
ing scrapers 

Padlocks 

Gas tank caps 

Wheel pullers 

Ford timers 

Parts for Ford 
cars 


I think you will agree with the 





editor, that this business-like list 
doesn’t look a great deal like the 
job lots of novelties to be found in 
hardware stocks in the old days. 

The accessories line is a staple 
line now, with staple profits. 

It should be sold just as other 
staple merchandise is sold. That 
means that it should be displayed to 
advantage, both inside the store 
proper, and in the sales windows. 
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The only difference between dis- 
plays of today and those of the past 
is that today the progressive mer- 


chant takes advantage of the season 


and puts in a practical display of 
useful accessories, so arranged as to 
suggest use. In the old days the 
general plan was to show part of a 
car dolled up like a village belle, and 
then clutter up the rest of the win- 
dow with all kinds of ornamental, 
but useless jimcracks. 

Being a staple and thoroughly 
practical line, the accessories stock 
shold naturally be gathered to- 
gether into a department. People 
are not impressed with a stock that 
is scattered from one end of the 
store to the other. They are im- 
pressed with an assortment of stock 
grouped together in a department. 
It is difficult to get people to regard 
seriously your claim to be a dis- 
tributor of automobile accessories, 
unless you take the matter seriously 
yourself and create such a depart- 
ment. 

But, while the tendency is toward 
practical staple accessories, it does 
not mean that the merchant should 
depend upon people to come in and 
ask for the various articles. <A 
great many of the accessories are 
sold because the prospective cus- 
tomer sees them and visualizes a 
need for them, 

Every time a merchant puts in a 
sensible, need-suggesting display his 
sales of accessories will jump. Every 
time he tells his customers through 
newspaper advertising, circulars, or 
word of mouth, that he has a stock 
of useful, worth while accessories, 
he builds business. 

His problem is to get the right 
kind of accessories, tools and equip- 
ment and then merchandise the stock 
he carries. This is no time to try 
to sell the jimcracks and fol-de-rols 
of 1910. It is decidedly the time to 
interest your customers in the prac- 
tical, staple automobile merchandise 
of 1926. 





There is not much that is 
seasonal in accessories. Cars 
need chains on wet roads in 
summer as well as winter; 
springs break at all seasons 
and wrenches, tool chests, 
flash lights and lenses are 
always useful and imperative. 
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View of the concentrated accessories table and the 
typical hardware store background in the Knapp store 


: N J AVERLY, a town of 5000 population, is lo- 
cated in southern New York State, at the 
Pennsylvania border line. Across the line 
is the town of Sayre with the large car and main- 
tenance shops of the Lehigh Valley Railroad. These 
shops claim about 600 workers, who live in Waverly. 
Many of these workers drive their own cars to work. 
Wages are good, roads are fair, so this little town 
has its full quota of motorists. 

J. W. Knapp, Jr., hardware merchant, fulfills 
faithfully his obligations as a community purchas- 
ing agent. He feels that one of these obligations is 
to serve the motorist’s needs. His $2,500 stock of 
auto accessories is attractively displayed on an open 
table near the front of the store. Most items are 
clearly price marked. Mr. Knapp turns this stock 
over about six times a year and turns over his $2,500 
tire stock completely three times a year. On Ford 
tire sizes he has a six-time stock turn, as Ford sizes 
represent 40 per cent in volume and 20 per cent in 
money invested on tires. 

Knapp has been in the hardware business fifteen 
years but has handled auto accessories only six 
years. He put in these lines when he realized that 
mail-order houses and Elmira stores were getting 
Waverly business which belonged to him. This 
business belonged to him, as motorists came to the 
Knapp store to buy auto enamels in the paint depart- 
ment. They wanted tools, bolts, screws, wire, pol- 
ishes, dusters, chamois and other general hardware 
items for their cars. 

This store sells about $2,000 in auto enamels every 
year. Mr. Knapp tells us that practically every one 
of his regular customers owns a car. Many are me- 
chanics and all are handy with tools and with the 
paint brush. This has made it fairly easy going 
when selling auto enamels. Knapp shows the car 
owner that $3 invested in paint, sandpaper and a 
good brush will paint a Ford at a saving of about 
$20. An investment of from $5 to $7 will paint a 
bigger car with a saving of approximately $40. 

’ 
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Turns $2,500 Accessory 
Stock'6 Times in 
5000 ‘Town 


Waverly, N. Y., Hardware Merchant 
Sells $2,000 in Auto Enamels—Turns 
$2,500 Tire Stock, 3 Times—Sells 60 


Dozen Tubes 


March, April, May and June are the heaviest sales 
months on auto enamels and, of course, the general 
auto accessory and tire trade begins to assume vol- 
ume the middle of March and continues well into the 
fall. Winter sales on skid chains, radiator covers, 
alcohol, robes and kindred cold weather items are 
good also, as long as the roads are open. 

Every tire sale means a tube sale, and in many in- 
stances an extra tube is sold on the basis of pre- 
caution for an emergency. The Knapp auto tube 
stock runs from 10 to 12 dozen all the time and en- 
joys a complete six-time stock turn. The turnover 
on the Ford size is, of course, much greater. Knapp 
prices the tire and tube separately, but always man- 
ages to sell them both at the same time. 

Commenting on his experiences with auto accesso- 
ries, tires, tubes and auto enamels he says, “Every 
motorist must have a flashlight, extra flashlight bat- 
tery and bulb. He must have the miniature bulbs 
for his car and carry a spare set. I find my concen- 
trated open table display on these lines helps sell 
the motorist. My windows always contain some item 
from the accessory stock, and I can frankly say that 
each year for six years I have found this department 
showing a definite improvement. I believe it grows 
faster than some of my other departments. 

“Of course in a town of this size there is consid- 
erable mail order competition, but mail order houses 
frequently feature unknown brands and their ware- 
houses being located in a distant city necessitates a 
delay in shipment, which in the case of tires and 
other accessories is very undesirable. The folks in 
this section want their tires over the counter the 
same day they decide to buy. I call their attention 
to this immediate service, and to the high quality of 
the lines I carry. 

“Should there be an adjustment necessary I have 
the edge on any foreign company. I am here to see 
the unsatisfactory item, talk to the customer and 
make an immediate adjustment or explanation. If 
dealers remember these advantages they need not 
fear the mail order house competition on acces- 
sories.” 

Mr. Knapp’s thoughts are worth remembering. He 
has had a successful record with auto accessories, 
auto enamels and tires. 
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Why the Hardware Store is a Logical 
Medium for Accessories 


of tires and automobile accessories? 

Frank M. Abel, head of the tire and automobile 
accessories division of Herr & Co., Lancaster, Pa., says, 
“YES” emphatically and his opinion is backed up by 
the experiences of thousands of progressive hardware 
merchants throughout the country. 

Under the direction of Mr. Abel, the wholesale and 


T the hardware store a logical medium for the sale 


tially a salesman, and has in addition a mechanical 
background that gives him weight. Further, the public 
knows that he has a reputation for reliability and 
square dealing to maintain, and that consequently he 
cannot afford to handle inferior merchandise. 
“Service means increased sales and profits. In the 
average progressive hardware store a high degree of 
service is maintained, which is not the case with the 
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retail business in tires and 
automobile accessories of 
Herr & Co. has developed 
from a very small begin- 
ning to a point where the 
department is now housed 
in a separate building and 
sales run into hundreds of 
thousands yearly. There- 
fore when a man like Mr. 
Abel has something to say 
on the subject, what he has 
to say is usually worth 
listening to. 

“The hardware $store,” 
explained Mr. Abel, “is 
without any question a 
logical medium for the 
sale of automobile acces- 
sories and tires for the fol- 
lowing reasons: In _ the 
first place, the hardware 
man’s training  pre-emi- 
nently suits him for the 
successful merchandising 


of this line. He is essen- 








Why Automobile Accessories 


. Remember, when considering the advisability of 


adding automobile accessories, that you already 
have nearly forty per cent of the average acces- 
sories stock—in the way of wrenches, tools, etc.— 
already on your shelves. 


. The average hardware man’s training preemi- 


nently suits him for the handling of automobile 
accessories, the successful merchandising of auto- 
mobile accessories. He is not only a salesman, 
but he has a background of mechanical knowledge 
that gives the necessary authority to his argu- 
ments. 


. The public knows that the hardware merchant has 


a reputation for reliability and square dealing to 
maintain, and that consequently he cannot afford 
to handle inferior merchandise. This cannot be 
said of the average garage and exclusive acces- 
sories store—and is a- decided factor in favor of 
the hardware man. 

Automobile accessories are not only profitable in 
themselves but are important leaders in the sale 
of regular hardware and housefurnishing items. 
Every hardware merchant who has handled auto 
accessories will vouch for the truth of the state- 
ment that car owners are as a rule liberal spend- 
ers, and that the greater part of them are fond 
of the out of doors and are consequently good 
prospects for the sale of picnicking and camping 
supplies. 








average garage and exclu- 
sive accessories store. The 
purpose of the garage is car 
storage and repair and the 
sale of accessories is purely 
incidental. Consequently, 
the man who sells the ac- 
cessories item called for is 
usually a mechanic not a 
salesman, and the prospec- 
tive customer wanting to 
make a purchase will usu- 
ally find him, in overalls, 
repairing a car.” 
“Suppose,” we asked Mr. 
Abel, “that a hardware 
merchant who did not carry 
automobile accessories, but 
was contemplating the addi- 
tion of this line, should 
come to you for advice, 
what would you tell him?” 
“Well,” replied Mr. Abel 
meditatively, “in the first 
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Millions for Auto Camping Equipment 


MERICA has aptly been described as a nation 
of sports lovers. Camping and picnicking has 
always been a diversion that has _ boasted 

hundreds of thousands of followers, and the advent 
of the automobile—bringing as it has mile after mile 
of otherwise inaccessible countryside almost to the 
front door—has given tremendous impetus to this 
diversion—making it, in fact, the National Pastime. 

Spring is here at last and with it has come a de- 
mand for picnicking and camping equipment. The 
automobile camper is a liberal spender and an ever 
ready buyer not only of accessories, tires, and tools 
but for all the equipment that comprises the well 
regulated automobile camp. He is a man well worth 
cultivating, and it’s up to the hardware man to see 
that he is cultivated. 

In order for his camping excursion to be a success, 
his equipment must not only be serviceable but light 
in weight, for the auto camper seldom has excess room 
in his car. In the matter of cooking utensils it is a 
splendid idea to get up a kit comprising all the essen- 
tials and feature it prominently in the window and 
store interior. 

A very efficient kit for example, could consist of a 


fry pan of durable weight, a stew pan and a fork 
’ 


and spoon with long handles. The camper will also 
want a coffee pot, plates, cups, knives and forks for 
both cooking and table use. 

A, small sized cook stove should also be featured as 
well as folding camp furniture and tables. Do not 
forget to display in connection with these items a 
thermos bottle and flashlight, two items which every 
automobile owner should possess. 

These out-of-doors chaps are surely worth catering 
to and their purchases amount to many dollars in 
every town. There are plenty of them right in your 
own town, and you should cultivate their acquaint- 
ance and make them feel at home in your hardware 
stores. 

The family week-end outing, or the half-day family 
picnic has come to be a big thing in this country, and 
these little trips are made more pleasant and con- 
venient through the purchase of a small, permanent 
outfit of an auto blanket, a basket refrigerator, a set 
of wood fiber or papier mache plates and cups, a set 
of inexpensive knives, forks and spoons, and perhaps 
a kodak. 

The popularity of these picnics in your locality 
will furnish your own best criterion for pushing this 
class of goods. 
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On the Trail of the Auto Camper 


Spring is here at 
last and with it 
has come a de- 
mand for camp- 
ing and picnick- 
ing equipment. 
Why not culti- 
vate the auto 
camper with 
advertising ideas, 
adequate stock 
and sales pep? 








Why not feature in your window a 
camping kit for the auto tourist, 
containing everything to make his 
vacation a success? 










Folding camp furniture is an im- 
portant part of the well-equipped 
camper’s outfit. Make the out-of- 
doors folks in your own town feel 
at home in your hardware store 
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This is a view of the auto accessories department of the F. Hersh Hardware Co., Allentown, Pa., of which the 
writer of this article, shown in the insert, is the manager. Note the complete stock of standard piston rings dis- 
° played on the shelving at the right 


Automobile Accessories for the 
Hardware Dealer 


By Walter C. Lawrie 
Manager, Auto Accessory Dept., F. Hersh Hardware Co., Allentown, Pa. 


somewhat neglected by some hardware deal- 

ers, although many have recognized the de- 
mand for this class of merchandise and are handling 
same very successfully. Today, practically every- 
body that goes into the hardware store is a buyer 
of automobile accessories, and as the hardware dealer 
is recognized as a good merchandiser, there is no 
reason why he cannot make this a very profitable end 
of his business. 

To do so requires a small investment and an 
initial stock should be confined to those items that 
are known principally as replacements. Among a 
few of these items are tire valve parts, spark plugs, 


’ 


A somewhat accessories seem to have been 


fan belts, blow-out patches, tubes, automobile bulbs, 
etc. 

Hardware dealers, who have made a success of this 
business, have established an Automobile Department 
in their store, placed the accessories in one part of 
the store in charge of a man who is well posted in 
the automobile line. There are many items in the 
hardware dealer’s stock that should be placed with 
the automobile accessories, and which the automobile 
owner buys. A few of these items are screw drivers, 
pliers, wrenches, assorted cotter pins and _ lock 
washers and many other items that are now in the 
hardware dealer’s stock. 

If the hardware dealer will give the automobile 
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accessory line careful consideration and consult with 
his jobber as to just what lines he should put in on 
an initial stock, he will find that a very satisfactory 
business can be built with same and that his turn- 
over and profit will be very satisfactory. 

There are a great number of lines in the auto- 
mobile accessory line today that are standardized 
and are just as standard in demand with the public 
as saws, hammers and nails. 

There is also another source of customers to be 
had by the hardware dealers and that is the small 
repair man or garage, who at the present time, makes 
many purchases from the hardware dealer, such as: 
nuts, bolts, cap screws, etc. This brings this class 
of trade into the hardware dealer’s store, and if he 
has an accessory department, he will sell this trade 
many items that they have to pick up hurriedly, and 
would be in a position to give this trade a discount 
on the merchandise they buy to permit them to make 
a profit. 

As a guide for hardware merchants, I offer here 
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a suggested stock assortment showing an investment 
of $300, and an additional investment of $200 for a 
total investment of $500 in auto accessories. All of 
these items have a quick turn over and are called 
for every day. 

Either of these stocks would be the nucleus of a 
good start for any retail hardware dealer as there 
are no dead items and are all fast movers. Prob- 
ably the majority of customers coming into hard- 
ware stores are consumers of this material. As the 
dealer would feel his way in the business, he, no 
doubt, would have to bring these stocks up to a 
higher level, not so much in quantity, as he would 
have to add additional lines, in sufficient quantity to 
warrant him carrying them in stock, according to 
the demand. There would also have to be added, when 
the fall season came on, winter items, such as chains, 
alcohol, car heaters, gloves, robes, etc. 

You will also note that the margin of profit is 
very good and practically shows the dealer a profit 
of 40 per cent on his selling price. 








Add to $302.57 for $500 Stock 


EERE AE DS POE TE CS SE 
Ne eededes 


Transmission Lining for Fords.................... 
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$300 Stock of Automobile Accessories for Hardware Dealers 
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Wrenches (display board of assorted)............. 











Quantity Cost Retail 
50 $16.00 $22.50 
12 19.80 32.40 
33 16.83 25.40 
17 3.93 6.00 

6 sets 5.52 8.14 
100 17.28 28.80 
500 ft. 14.10 30.00 

1 doz. .60 1.20 
1% doz 6.30 10.50 

20 pr. 2.00 4.00 

1 doz 1.74 3.60 
Asst 29.70 55.00 
Asst 10.20 17.00 
Asst. 19.35 32.50 

3 2.01 3.00 

2 sets .48 80 

2 1.20 2.00 
Asst. 29.40 49.50 

2 2.34 3.50 

50 26.20 45.00 
8 5.00 7.50 
12 3.60 6.00 
18.95 33.35 

23.50 35.70 

4 3.60 6.00 
27 ft. 8.04 14.10 

2 doz. 2.40 4,20 

2 2.30 3.00 

1 doz. boxes 6.60 9.03 

6 3.60 6.00 

$302.57 $505.69 

150 ft. $50.50 $126.25 
Asst. 40.41 100.00 
Asst. 5.00 10.00 
10 41.60 64.00 
54.00 90.00 

$494.08 $895.94 

















84 HARDWARE AGE 


Know Sports 


fo 


Sell Sportsmen 


PERSON visiting Easton, Pa., for the first 
A time is impressed by the extent to which sport- 

ing and athletic goods are represented in the 
window and interior displays of the numerous hard- 
ware stores in that thriving city. But this is not to 
be wondered at when it is considered that the finest 
trout streams and big game haunts in the East are to 
be found in Warren, McKean, Northampton, Pike and 
Potter Counties, Pennsylvania. 

. The city of Easton is situated in the center of this 
hunter’s mecca, and has an historical background that 
lends much romance to its present day outdoor 
activities. It was here that Phillipi developed the 
modern fishing rod, made in two pieces—a short butt 
and a long tip. English sportsmen visiting this 
country carried the idea back home and it was in 
England that the first standard rod—made in three 
pieces—was developed. 

Here, also, Thaddeus P. Miller first perfected the 
fly for trout fishing, and descendants of that enter- 
prising pioneer today hold forth in one of Easton’s 
most progressive hardware stores—that of J. M. 
Kiefer, concerning which this story has been written. 


Turns $20,000 Athletic Stock Three Times 


The company’s stock of athletic goods is valued at 
from $15,000 to $20,000, and this is turned three 
times yearly. William Dull is the manager of the 
Athletic Goods department, and through the intensive 
cultivation of the nearby schools and colleges, he has 
more than tripled the sale of basket ball equipment. 
When, for example, one of the high schools is sched- 
uled to hold a meet, Mr. Dull will arrange in advance 
a display of samples on tables and then be very much 
on hand himself to demonstrate the merits of the 
various articles on display. In this way he sells a 
team its entire equipment at one time. 

During the course of this demonstration, he will 
learn the names of the opposing teams which the 
school plans to play during the season, and will then 
cultivate the principals of the schools they represent. 

As a result of these displays, many “Extra Sales” 
are made to the pupils themselves. Frequently, for 
example, pupils will want to purchase special equip- 
ment, and when enough orders of this kind are 
received, the purchasers are given the benefit of the 
lower prices which obtain in the case of bulk orders. 

Mr. Dull also makes extensive use of direct-by-mail 
circularizing, and has found that the results ensuing 
from this method of promotion justify many times 
over the slight expense entailed. He has also found 
it advisable to include with bills and statements, the 
circulars and other dealer’s helps prepared by the 
manufacturers. “The makers of an article,” says Mr. 
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The City of Easton, Pa., is situated in the center of 

a hunter’s and angler’s mecca. It was here that 

Phillippi developed the modern fishing rod and 

Thaddeus P. Miller made the first fly for trout 
fishing 


Dull, “have given a great deal of time and thought to 
the presentation of the outstanding merits of their 
product in an attractive way. They know their 
product better than the dealer possibly can and for 
this reason it is intelligent to make the fullest use of 
whatever circular or publicity matter they issue.” 

The company’s gun stock is valued at from $7,000 
to $8,000, and that of tackle at approximately 
$4,000. “A real, personal interest in everything per- 
taining to hunting and fishing is, in my opinion, the 
basis of our great success with this line,” Robert 
Imel, of the sporting goods department, told us, “and 
enables us to turn our stock more than three times 
yearly.” 

“Our sporting goods salesmen,” Mr. Imel continued, 
“know a large proportion of the hunters and fisher- 
men in this territory personally. We know where the 
best trout streams are situated, and where the man 
after big game is sure to find deer and big bear. 
Consequently, when a prospective customer comes in 
we are able to give him really worthwhile advice 
respecting the type of gun or fishing tackle he should 
select for whatever type of game he has in mind. We 
are also able to suggest the right ammunition or kind 
of bait to use. In this way we not only increase our 
sales substantially but also build good will, and elimi- 
nate the possibility of dissatisfaction. Of course, a 
gun or fishing rod may prove defective, but the cus- 
tomer knows that it is not our fault. 
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The A. B. C. of Colds 


By Saunders Norvell 


article. The first and most important is that lI 

believe it will do some good. The second is that 
I have received many requests to write on this subject 
since I recently referred to colds in one of my weekly 
letters. Having colds is the great American indoor 
sport. <A cold is supposed to be catching. It goes 
right through a family or an office or a factory. Sala- 
ries are “docked.” Time is lost. It is inconvenient, a 
nuisance, even if it does not develop into pneumonia 
and prove fatal, and, worst of all, colds are unneces- 
sary. A pamphlet should be written on the subject of 
colds and supplied to every member of your family, 
to every employee in your shop, office or factory. It 
should be distributed about. Jan. 1. 


*% * * 


Colds are the result of carelessness and ignorance. 
In a brief article such as this, I can only touch upon 
certain high spots. If you wish further information, 
I refer you to a book called: “KEEPING FIT,” by 
Bernarr Macfadden, Published by the Macfadden 
Publications, Inc., 1926 Broadway, New York City. 

Another interesting book on this subject is: “PER- 
FECT HEALTH,” published by The National Health 
Bernard Macfadden, published by the Macfadden 

Another is: “YOUR HEALTH,” published by The 
Public Health Service, Suite 702-1658 Broadway, New 
York City. 

I fully realize it is exceedingly dangerous to anyone 
to become a health authority. The other day I met 
a minister and when I asked him how he was, he re- 
plied—“I am in a very dangerous condition. I feel 
very well.” “How is that?”—lI inquired. ‘‘Well’’—he 
answered—“have you ever noticed that when a man 
dies, it is always stated the day before his demise 
that he was feeling his best?” Just about the time I 
be¢ame interested in the writings of Walter Camp 
of the celebrated Daily Dozen, he suddenly died. In 
London I met Sandow. He was a wonderful physical 
specimen. Then he attempted to pick up an automo- 
hile, strained himself and passed out. However, one 
of the joys of living is to live dangerously. Therefore, 
notwithstanding the danger that I may catch a cold 
writing on the subject of colds, here goes: 


* * * 


When I lived in the West and from time to time 
made trips to New York, I noticed that I almost in- 
variably returned home with a severe cold. Often 
here in New York I meet friends from various parts of 
the country and after they have been here a week or 
ten days, they develop kad colds. Almost invariably 
when a bride and groom come here on their honey- 
moon, they both have colds. Recently we entertained a 
bride and groom. I remarked—‘Now note, they will 
have bad colds.” I was laughed at, but sure enough, 
when they arrived for dinner, they were both using 
their handkerchiefs and apologized for having such 


| HAVE two apologies to make for writing this 


terrible colds. Under my breath I remarked—‘‘I told 
you so.” If you have studied colds, you will have 
noticed that during or immediately following the 
Christmas holidays, there is always an epidemic of 
colds or influenza. You have also noticed of course 
that colds are more common in the winter time and 
especially during a period of snowstorms or very bad 
weather. That is where they get their name of “colds.”’ 
The cold is the principal asset of the drug business. 
Practically all of the drug business—that is—on drugs, 
is done in the winter time. A druggist would starve 
to death on his drug business in the summer. That 
is why he has developed into a general store. Cathartics 
sell only in the winter. In the summer months, the 
laxative business is dead. Manufacturers of patent 
medicine laxatives know this and do not even adver- 
tise in the summer time. _ 
- & * * 

Bill Smith gets rich, builds a fine house with up- 
to-date, modern plumbing and raises a family that 
takes hot baths every day. Then he wonders, as he 
motors downtown through the poorer districts of the 
city, why the children of the poor people playing in 
the streets look so much healthier than his own chil- 
dren. He leaves his family snuffling with colds. He 
sniffles himself. However, the traffic cop who salutes 
him as he passes, although exposed to all the bad 
weather, never has a cold. 

¥ * * 

Now, let us study the A. B. C.s of these phenomena. 
First of all, let us examine your skin. In addition to 
being your outside envelope, what are the two great 
functions of the skin? They are first, to regulate the 
heat of your body, and second, to assist in elimination. 
If you will examine your skin under a microscope, you 
will see it is composed of millions of minute little 
valves. When nature wishes to keep the heat in the 
body, she automatically closes these valves. If she 
wishes to reduce your temperature, to cool off your 
body, she opens these valves and lets the heat out. If 
these valves, by reason of your good general health, 
are in first-class working order, they have a lot of pep 
and snap. If a cold draft strikes you on the back of 
the neck while you are warm with the valves open, the 
valves immediately close and protect you from this 
draft. 

However, if you are in bad condition, these valves 
are sluggish. They do not close quickly and you catch 
cold. The other function of the skin is to help the 
kidneys and other organs of the body in eliminating 
waste matter. If you are in good condition, your skin 
helps get rid of this waste. If you are in bad con- 
dition; if your pores are clogged up, the skin does not 
do its part and an extra burden of elimination is put 
on your other organs. 

* * * 

A cold, as a matter of fact, is not caused by heat or 

cold. A cold is caused by the poisons in your system. 
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A cold is nothing but an effort on the part of nature 
to eliminate these poisons through the mucous mem- 
branes when, by reason of your bad condition, of the 
excess of poison and of the sluggishness of your other 
organs of elimination, your body cannot get rid of 
the poisons in a natural way. A cold may be called an 
“unnatural effort” on the part of nature to clean out 
your system. 
% * * 

Now we reach the curious part of our story. The 
main cause of colds is constipation and the main cause 
cf constipation is over-eating. That is why, when I 
formerly came to New York, I returned home with a 
cold. I ate too much in New York. I did not sleep 
enough. I loaded up my system with food. I reduced 
my powers of healthy elimination by lack of sleep, lack 


of fresh air and lack of exercise. Hence, a cold. 
* * %* 


Take the case of the bride and groom—the wedding 
party, dinners, the honeymoon, food, food, food—no 
exercise and no fresh air. Result: Influenza. Take 
the holidays—elebrations, food, eating, stuffing, rich 
foods, no exercise, no elimination, system full of poi- 
son. Result: An epidemic of influenza. Why do we 
have colds in the winter time? Because of more parties, 
more eating, meat diet, rich food, cold weather mak- 
ing it disagreeable to go out, no exercise, hot rooms, 
the body full of poison, no exercise for the skin so 
the valves of the skin stop working. Result: Colds, 
influenza. 

* * * 

I knew a man who regularly every winter, just after 
the holidays, had a terrific cold. He caught it regu- 
larly every year. He was a hearty eater. He was in- 
creasing in weight, so he decided in order to reduce 
his weight simply to stop eating luncheon. He did not 
reduce his weight very much but he has never had a 
cold since he stopped lunch. That lunch was the added 
burden of food that poisoned his system. 

I know another man who is now 97 years old. He 
suffered with terrible sick headaches. He was treated 
in vain by leading physicians in London, Paris and 
New York. Finally, some 40 years ago, one New York 
physician said—“Try going without lunch.” He did 
and he has never had a sick headache since, enjoying 
wonderful health. 

* * + 

Why do we see so many anaemic, weak-looking chil- 
dren in rich families? Too much coddling, too many 
baths, not enough action and reaction for their skins 
by being subject to heat and cold, too much rich food, 
too much eating between meals, never really being 
hungry, full of poison, catching cold all the time. Not 
enough walking—too much automobile! 

* * %* 


Some of us when we were young lived on farms. 
Do you remember how they dressed us—heavy red 
flannel underclothes, heavy woolen socks, rooms always 
hot and hermetically sealed against fresh air night 
and day? Do you remember that all of us had colds 
from early fall until the spring? Do you know that 
the farmer today, notwithstanding his fresh air life, 
has more ailments than the man who lives in the city? 
Did you ever study a farmer when he dresses up to 
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motor to town? You would think from the amount 
of clothing he puts on that he proposed to take a trip 
to the North Pole—hat with earmuffs, sometimes fur, 
woolen scarf around his neck, fur coat, woolen socks, 
high shoes, high arctics over his shoes. Queer, but 
he catches cold, too. 

* * *% 

Did you ever hear this? “Well, sir, I had a bad 
cold but I just went out and drank about a dozen gin 
cocktails made of 50 per cent gin and 50 per cent 
orange juice, danced till 4 o’clock in the morning, went 
to bed, got up the next day at noon and can you believe 
it, my cold was gone?” This lady or gentleman did 
one of the best things to cure a cold. They took ex- 
ercise. The gin made them hot. The heat forced open 
the pores from the inside. They perspired profusely. 
Then, being exhausted, they went to bed and slept 
for several hours. No doubt they got up, took a warm 
bath and washed off the poison that nature had forced 
out through the pores with the gin on the surface of 
the skin. 

* * % 

What is the best thing to do when you catch a cold? 
Open the pores. Perspire. Immediately take a great 
big old fashioned dose of castor oil. Start Cleaning 
Up your system. Start elimination. Open the pores. 
Drink lemon juice and water while in the bath. Get 
out, go to bed and cover up well with blankets. The 
more you perspire, the better. Stop eating. Starve 
the cold. Drink hot water. Stay in bed. Rest. 


*% % % 


Once I asked a doctor why one rested so much bet- 
ter lying down. Why do all animals lie down when 
they are ill? The answer is simple. Lying down 
gives the heart a rest. The heart is nothing but a 
pump. When you are standing, the heart must pump 
the blood up and down the body. When you are lying 
down, the heart does not have to work so hard. Modern 
man sits up. The ancients and savages spent a large 
part of their time lying down. The Romans even ate 
their meals reclining. One summer I spent most of 
my time with a lot of athletes in training. When 
these men were not boxing, wrestling, running or 
swimming, they were lying down. That is where the 
expression “Too athletic to work” comes from. 

* *% * 


Why are there practically no colds in summer? It 
is not on account of the weather. Arctic explorers 
never have colds. In summer we live largely on a diet 
of fruit and vegetables. We are not constipated. We 
live outdoors. We exercise. We perspire. We drink a 
lot of water. We live as nature intended we should 
live. Hence, therefore and consequently, no colds. 

7 * * 


One of the best methods of keeping the skin in good 
condition, even in the winter time, is to rub the skin 
hard every morning from head to foot with a rough 
bath towel. In the coldest weather, open the window 
of your room when you do this rubbing. You will never 
feel the cold. If you have a good circulation and if 
your skin is in working order, you can walk naked 
in the snow and never catch cold. It is not necessary 





(Continued no page 125) 
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On the Pacific Coast— 





Information booth, Kimball-Upson Co., Sacramento, built of redwood slabs with glass top counters for maps of all 
highways in California 


3000 Sq. Ft. of Floor Space for 


Automotive Equipment 


How Sacramento Firm Maintains Large Sales in Auto Accessories 
—Special Displays for New Goods 


of automobile accessories and tires in Cali- 

fornia is the Kimball-Upson Co., Sacramento. 
This firm specializes in outdoor hardware and sport- 
ing goods of all kinds. Automotive equipment is one 
of the largest and most profitable lines handled by 
this firm. There are several reasons for this, among 
which may be mentioned the fact that it maintains 
an information bureau for campers, hunters, fishers 
and tourists. Moreover this firm does extensive ad- 
vertising, devotes a large part of its store to the dis- 
play of auto accessories and tires, holds demonstra- 
tions and exhibits, and follows the policy of having its 
salesmen instructed by factory representatives so that 
they are able to sell intelligently. 

In order to convey to the reader, as quickly as pos- 
sible, some of the things that this company does to 
stimulate sales, we shall explain, as briefly as possible, 
that in 1923 the Kimball-Upson Co. moved into its 
new store, that is, the one which it now occupies at 
607-11 K Street. It did not simply move into its new 


()-« of the largest individual retail distributors 


quarters. It held a great exhibition. Now, as this 
story is devoted primarily to an attempt to explain 
how the Kimball-Upson Co. merchandises its automo- 
tive equipment, we shall confine ourselves to that end 
only. A general story on “How they brought the 
mountains to Sacramento” appeared in an issue of 
HARDWARE AGE during the early summer of 1924. 
However, at the “opening exhibition’”’ the Kimball- 
Upson Co. devoted over 3000 sq. ft. of floor space to 
automotive equipment displays. Moving electrical 
exhibits of lubricating, ignition and lighting systems 
constituted one of the main features of this display. 
A motorist could see some of the best known systems 
in actual operation, and he could also receive informa- 
tion and practical demonstrations and instructions 
from the salesmen and factory experts in charge of 
the demonstrations. A motorist could also see the 
course of construction of various accessories from 
the raw material to the finished product. Factory 
representatives from San Francisco, Los Angeles, 
(Continued on page 132) 
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Automobiles Increase 12.7 Per Cent 


that the number of prospects for the sale of 
accessories and automotive supplies increased 
12.7 per cent during 1925. 

In other words, 12.7 per cent more vehicles were 
registered for use during 1925 than during 1924. A 
study of the registration and production figures over 
a period of years would indicate that this is about the 
normal increase and it is probably about the percent- 
age of increase that will continue to serve the increas- 
ing population and the added uses of the automotive 
vehicle. 

The table on the accompanying page gives the regis- 
tration by states as compiled by Automotive Indus- 
tries. Another table shows the increase in registra- 
tion by states. The idea in presenting these figures 
is to show the extent of this industry. The 1925 reg- 
istration indicates that there is one automotive vehicle 
for each 5.7 persons in this country, which makes the 
automotive interest practically universal. 

Figures recently compiled by the Bureau of Indus- 
trial Technology show that the automotive industry is 
the country’s leading industry, involving an annual 
turnover of more than $14,000,000,000. The bureau 
gives these figures to show where the “automobile 


dollar” goes: 


FR tis: ena of automotive vehicles shows 





Dost of Gee: GRUUUUOTEOS. .. oc cccccccessess $3,750,000,000 
I, ik sn caus hé ee eee eh eae 300,000,000 
MERE. 06. ov Fen we oheceewese ov eos 2,600,000,000 
EOEED oc dcv cs snub dyes 600 4ss ese oy 0% 2,500,000,000 
ten sgn gest dees hee acne baween nee 618,000,000 
ORCC TPCT ECT EE COE TCC TCT 900,000,000 
apes om Repeetenent.. .cavcccccscvesses 500,000,000 
SE FET Tee ee 1,200,000,000 
NS ee eee 1,600,000,000 
DE ti ceadeuend kenbus decane see eedewbausks 300,000,000 
i ie Die ek el acini ad aula aie ai 625,000,000 
pee Seen Serre Me eeereny $14,293,000,000 


In years past there has been a great deal of discus- 
sion as to what would happen when the automobile 
reached the “saturation point” and many were the pre- 
dictions of a collapse of this industry. When the pas- 
senger car figures of recent years are noted, it is 
found that the “saturation point” has probably been 
reached and that for three years at least manufactur- 
ing has been for replacements and normal increase of 
population. The passenger production figures for four 
years are: 


Year Number Wholesale Value 
eee 2,406,396 $1,567,003,041 
i ak ones 3,694,237 2,276,399,270 
eee ee 3,248,285 2,011,038,288 
RE EE 3,817,638 2,480,000,000 


Apparently the passenger car has found its normal 
place in the scheme of business and will rise and fall 
only with the natural increases or depressions of busi- 
ness. It is noted that the percentage of difference in 
the last three years has been very small. 

The truck production figures tell a different story. 
The rate of increase is going steadily forward, chiefly 
because the truck is finding a wider place in freight 

’ 


and passenger transportation. The development of the 
motorbus is, of course, a feature of this phase of the 
manufacturing. The four year record for trucks is: 


Year Number Wholesale Value 
ERE 252,668 $222,635,324 
I A ce ne eek 392,760 311,144,434 
IEE epee <r 374,317 317,027,716 
RS ES STE 496,998 440,000,000 


Wihiie these figures will not supply a base for the 
hardware dealer to measure his business possibilities, 
they do show that the automotive industry has reached 


- a practically normal basis and it must be reckoned 


with on such a basis. As explained elsewhere, there 
have been changes in the merchandising structure in 
the accessory market that would seem to bring the 
hardware dealer into a better position to become a 
more important cog in this wheel. 

One purpose these figures will serve is for the hard- 
ware dealer to check up on his business and see if his 
sales in the automotive department have increased in 
keeping with those of the industry in the country, or 
more particularly in his state. 

Of much greater value to the merchant are the 
figures of his own county. These are easily obtainable 
in the form of lists of owners of all cars or certain 
makes of cars for the county. 

Such lists not only form a mailing list of the car 
owners of the county but they constitute a buyers’ 
guide; as from these lists a buyer for the automotive 
department can ascertain exactly what kinds of cars 
are owned in the county but what year. He can then 
apportion his buying of accessories to these makes 
of cars. 

It is not at all an unusual circumstance to find one 
make of car very popular in one county and practically 
none at all in an adjoining county. This usually fol- 
lows the ability of the dealer for this make of car and 
it should be remembered that only a few of the many 
makes of cars have a really national distribution. 

One cause of heavy losses to dealers in accessories 
and parts has been buying supplies for which there 
was no market in the community. In this case the 
dealer had not studied the list of cars owned in his 
community. Another factor is whether or not the car 
dealer seeks to sell accessories to the owners of his 
car. 

There may be twice as many A cars in a county as 
B cars, but the A car dealer may be an agressive ac- 
cessory merchant and may follow up all owners of A 
cars to retain them as his customers. The dealer in 
B cars may be one of those car dealers who pays no 
attention to the accessories. In that case, the oppor- 
tunity for the hardware accessory dealer would be 
much greater with accessories for the B car than with 
the A car. 

The accessory merchant should know these things 
and regulate his buying accordingly. The data as to 
year of manufacture also are important to the buyer 
as the changes from year to year often change spark- 
plug sizes, bumper mountings and tire sizes. 
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Motor Vehicle Registration Statistics 





Passenger 
’ Cars 


171,387 
58,948 
159,511 
1,224,887 
207,263 
211,057 
32,925 


190,257 
530,131 
42,548 








State Total 
ETE NE ee ee 194,580 
Ee 68,029 
i ai a a a i aid 183,764 
i Oa a on die wi ke 1,439,463 
ee eas wig be aide 226,118 
EEE ae 248,474 
TREES Ser eee 40,681 
District of Columbia......... 93,612 

ee kaae when ea 4 een ee 260,720 
Bh te se wale ew dae oe ois 244,871 
Eke de nah oe wd ede 81,484 
ERY RE Cn 1,263,177 
I os ie as ae wb whee 6's 725,410 
EERIE SS Pa eae 657,567 
as che 6a de debuted a 457,033 
I hae ing hb esa abd 260,754 
EN as cin he eek tee oak as 207,000 
ee ae 140,134 
EE dis din a why oks's ve tw ant 230,684 
Massachusetts .............2. 654,338 
EERE Sr ene 990,709 
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2,526,579 








Motor- Registration Gasoline 
cycles Fees Tax 
524 $1,946,010 $2,024,816 
359 402,404 860,000* 
263 3,150,000 3,500,000 
10,997 7,186,620 13,737,892 
1,832 1,453,721 1,953,784 
4,034 4,399,218 1,694,418 
375 680,700 350,580 
1,344 171,218 890,000 
966 3,712,763 4,920,000* 
994 3,010,885 4,081,297 
593 1,184,002 642,000* 
6,603 13,000,000 None 
4,525 4,649,663 7,514,181 
2,289 9,472,984 232,154 
1,434 4,500,000 2,682,133 
691 3,732,676 2,560,779 
500 3,343,049 2,340,410 
1,265 2,160,066 1,264,533 
3,208 2,705,123 @ 2,022,986 
10,333 9,268,654 None 
3,392 14,526,002 8,019,084 
2,923 9,757,641 3,538,113 
86 - 1,500,000 2,433,535 
1,980 7,350,000 4,800,000 
252 916,000 735,000 
1,207 3,936,458 1,991,884 
125 208,401 318,217 
1,575 1,500,000 670,005 
7,725 10,516,674 None 
210 448,298 537,356 
19,816 25,480,807 None 
863 5,034,932 3,324,911 
443 1,083,573 546,000* 
11,000 13,500,000 8,250,000 
1,000 4,529,356 5,374,859 
2,545 5,365,241 3,065,099 
15,649 21,926,972 11,245,816 
1,400 1,728,742 None 
400 1,779,848 2,280,000* 
355 2,500,000 1,425,000* 
672 3,056,954 2,911,214 
2,760 13,534,658 4,580,056 
719 546,519 1,009,966 
718 1,497,146 262,000* 
1,590 4,257,149 3,515,876 
2,879 4,980,026 3,000,000 
1,432 3,954,247 2,046,172 
3,350 | 7,896,210 None 
220 482,857 432,952 
140,415 $244,353,823 $126,709,932 


Percentage Gains in Registrations Jan. 1, 1925, to Jan. 1, 1926 
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In the Flower City— 


& 


* 





PRANA WEE ih 


B a ih. i bie , i hee (gisele at a: 
4 ie 


— oa 
Ga" in 


enna, 
— ~ 


a a ae 
ane? *, E tn 


—— 


- = 


Truck Tire Sales—$65,000 Annually 


The Cook Iron Stores Co., Rochester, N. Y., Turns Its $12,000 Stock of 
Truck Tires Eight Times a Year Through Personal Solicitation 


2,526,579 automobile trucks were registered 
in the United States. 

The annual expenditure in 1925 for equipping these 
trucks with solid and pneumatic tires amounted to 
millions of dollars. 

Yet comparatively few hardware merchants handling 
automobile accessories and tires have made any inten- 
sive effort to secure their share of this business, 
despite the fact that this field opens up a highly 
lucrative avenue of profit as has been proved by mer- 
chants exploring its possibilities. 

The Cook Iron Stores Co. of Rochester, N. Y., is a 
progressive hardware organization. Its tire business 
is confined, for the most part, to the sale of tires to 
truck and bus owners, and its sales amount to $65,000 
yearly. According to A. H. Hall, the stock of tires is 
valued at about $12,000, and a turnover of eight times 
yearly is attained through intensive cultivation of the 
field. 

The greater part of this business is secured through 
personal solicitation, and Mr. Hall tells us that two 
men are constantly employed in visiting fleet owners, 
including bakeries, dairies, department stores, fac- 
tories, express companies, etc. Despite the fact that 
no special effort has been made to develop the sale of 
tires to pleasure car owners, sales in this direction 
amount to $2,000 yearly. 

“While personal solicitation is the basis of our 
success in the sale of truck tires,” Mr. Hall explained, 
“we do not by any means underestimate the value 
of direct-by-mail circularizing, and have also made 
use of this means of building sales with very satisfac- 
tory results. A letter is an effective means of paving 
the way for a personal call by one of our representa- 
tives, and also serves to preserve contact with pros- 


pective customers. Many direct sales, some of them 
’ 


1): you know that up to Jan. 1, 1926, more than 


quite substantial, may also be attributed to these 
letters.” 

We are indebted to James & Hawkins of Richmond 
Hill, N. Y., for the truck inspection slips illustrated 
on this page. These are used by the company in con- 
nection with its own fleet of trucks, but there is an 
idea in them that could easily be utilized in building 
tire and accessories sales. Why not prepare similar 
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Truck inspection slips of this type bearing the name 
of your store and distributed gratis to truck owners 
should result in materially helping sales 


slips and present them with your compliments to 
truck owners? Here is a real service that would be 
appreciated, it would not only create good-will but 
lead to many additional sales. 
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In the Southern Tier of New York— 
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“Fix Up—Paint Up—Doll Up” Slogan 


Turns Accessories Stock Five Times 


Elmira, N. Y., has conducted a successful auto 

accessory department. It is located on the main 
sales floor to the left of the front entrance. James 
K. Wilkes is the present manager, assisted by three 
good salesmen, all of whom study their lines, watch 
the stock and offer genuine merchandising service to 
the motorists of Elmira and environs. With this 
company accessories are sold strictly as merchandise 
over the counter or delivered to the customer’s door. 
No installations are made. 

The company’s selling campaign may easily be 
divided into three thoughts—‘‘fix up—paint up—doll 
up.” When Mr. Wilkes says fix up he means the sale 
of fan belts, spark plugs, piston rings, tools, gaskets 
and other replacement parts necessary for efficient 
operation of the customer’s car. 

When he says paint up, he is selling auto enamels, 
good paint brushes, chamois, sponges and sandpaper. 
Under doll up he has in mind the selling of bumpers, 
mirrors, spot lights, tail lights, cigar lighters, ash 
trays, windshield wings, windshield cleaners and 
kindred items which improve a car’s appearance, add 
to its value and comfort and enable the driver to 
derive greater enjoyment from the use of his car. 


fs: ten years the Barker, Rose & Clinton Co., 


Turns Stock Five Times 


Not including the auto enamels or brushes, this 
firm’s retail stock of auto accessories is valued at 
about $7,000. Mr. Wilkes and his assistants turn this 
stock over about five times per year and add consider- 
ably to the total sales of the paint department by 
developing sales for the auto enamels. 

There is a practical paint man in the paint depart- 
ment. Consequently the customer who needs advice 
or information on painting his car is referred to this 
expert. The auto enamels are sold from the paint 
stock but are of course displayed prominently in the 
accessories department. Should a customer know 
exactly what he needs for painting his car the sale 
can easily be completed by the accessory salesman. 


These men always stress the importance of cleaning 
a car thoroughly before applying paint. You will note 
in one of the photos a complete showcase devoted to 
chamois and sponges. These two items are in con- 
stant demand. Every car owner is a prospect for one 
or both whether he has a new or old car. When 
Kenneth Levegood, the store decorator, works up a 
window display on auto accessories he never forgets 
sponges, chamois or the auto enamels. When Director 
of Publicity Roy Terwilliger works up an advertise- 
ment, circular letter or other publicity campaign he 
includes these items and polishes for they are all live 
sellers with this store. 

The replacement parts, such as fan belts, spark 
plugs, horn buttons, piston rings, gaskets, valves, 
valve fittings, tire valve parts, tires and tubes, are the 
biggest sellers in this department. Speaking of auto 
enamels, a paint manufacturer’s salesman told us that 
Barker, Rose & Clinton Co. sell more auto enamels 
than the rest of Elnmiira dealers put together, so we 
can quickly appreciate the importance of this line. 


Service Feature 


As a service feature to car owners the auto acces- 
sory stock includes not only trouble lamps but regular 
size electric light bulbs for use in the garage. Fre- 
quently a motorist will buy replacement parts and say 
he is going to work on his car nights. The salesman 
asks if his garage is properly lighted. This question 
leads to many sales of bulbs. The sale of miniature 
bulbs for the car lighting system is very heavy. 

When selling polishes the salesman always suggests 
a new sponge and a new piece of chamois. He tells 
the car owner to wash the car with the sponge and 
auto soap, dry the body with the chamois, apply the 
polish, then shine her up. 

An interesting sales help has been used to help this 
firm sell auto enamels. An old rusty car fender was 
secured. One half was sandpapered smooth and cov- 
ered carefully with auto enamel. The other half was 
left alone, to offer a direct contrast between the rusted 
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it will be noticed that in the accessories department of the Barker, Rose & Clinton Co., Elmira, N. Y., which has 
handled this line successfully for ten years, the wrapping counter is strategically located and many “extra” sales 
are made to customers waiting for change 


car and the nicely painted car. The effect is really 
quite surprising to many motorists. They are natur- 
ally attracted by this fender display and many volun- 
tarily bring up the subject of car painting. The 
salesman comments of the simplicity of car painting 
at home and tells the customer he will save about $20 
on a Ford car or about $40 on a large car if he does 
the job himself. 

Measuring cans with and without oil pouring 
spouts, rim parts, rim tools, tire tools, tool kits, indi- 
vidual tools, greases, oils, lubricating systems and 
replacement parts for the same, horn buttons, funnels, 
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tires, tubes, socket wrenches, flower vases, radiator 
caps, ornaments, motor meters, radiator hose, gas 
filters, oil gages, gas gages, hub caps, stop lights, 
spot lights, mirrors, springs, bumpers, tire locks, tire 
racks, rims, tire straps, skid chains, dusters, speed- 
ometers, luggage carriers, fire extinguishers, flash- 
lights, storage batteries and many other items are 
carried in the regular auto accessory stock of Barker, 
Rose & Clinton Co. 

Officers of this company are S. Edward Rose, presi- 
dent; Howard H. Kimball, vice-president and secre- 
tary, and Chas. Brand, treasurer. 
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The sale of auto enamels and brushes is an important part of the accessories business of the Barker, Rose & Clin- 
ton Co., Elmira, N. Y. This line is featured prominently in the window and interior displays 
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In Southern Ohio— 


Selling the Car Owner 
With a Modest Income 


Main Street Merchandising Meth- 
ods Enable Duwell to Secure Large 
Profits from Small Cash Investment 


vestment is the aim of every retail hardware 

dealer. This achievement has been realized by 
Fred Duwell, proprietor of the Duwell Hardware Co., 
2151 West Eighth Street, Cincinnati, in the manage- 
ment of his automobile accessory business. 

In surveying the possibilities for automobile acces- 
sory sales in the neighborhood of his store, Mr. Duwell 
observed that most of the car owners were people with 
a very modest income who lived in a small apartment 
—probably on the second floor over a business estab- 
lishment—rented an unpretentious alley garage and 
possessed a Ford. Furthermore, they had a half- 
holiday on Saturdays and spent the time in repairing, 
oiling and greasing their own cars. 

Therefore, Mr. Duwell decided to feature “automo- 
bile necessities,” or those articles which are in com- 
mon use on every Ford and for which there is a ready 
market at all times. The items included gaskets, spark 
plugs, cap and set screws, fender bolts and nuts, 
speedometer lugs, fuse plugs, switches and sockets for 
lamps, transmission and cup grease and horn but- 
tons. 

The sale of tires and tubes was utilized to increase 
the trade in “automobile necessities” or “repair ac- 
cessories,” as Mr. Duwell sometimes calls it. Regular 
customers, whose names were on the company’s books 
or who had become familiar to the clerks because of 
their steady patronage, were offered a cooperative plan 


Ts obtain a large profit from a small cash in- 
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The Anderson Hardware Co., York, Pa., is a firm 
believer in the efficacy of the price tag and has sub- 


stantially increased its sales in auto accessories 
through this means 
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Open top display tables of the type employed by 

department and chain stores have proved an effec- 

tive means of stimulating auto accessories sales for 

the Anderson Hardware Co., York, Pa. It will be 

noticed that glass partitions are used as well as 
visible price cards on all lines 


whereby they could buy tires and tubes at a substantial 
saving, provided that they paid cash. The price was 
made sufficiently low to attract the car owner and 
sufficiently high to enable the company to realize a 
profit of approximately 10 per cent. While the margin 
of profit was narrow, Mr. Duwell estimated that every 
sale made a friend who generally remained to pur- 
chase other automobile accessories as well as other 
merchandise. 

The fact that the store features automobile acces- 
sories is impressed upon customers and prospective 
customers by means of the company’s catalogue and 
by means of advertising used on statements sent out 
to credit customers. Every purchaser is attracted to 
the sample board at one side of the store to look over 
the diversified line of automobile accessory products 
displayed there. 

Results of concentrating selling effort upon ‘“auto- 
mobile necessities” instead of automobile accessories 
as a whole may be summed up as follows: 2, 

1. The stock is turned over Seven times a year. 

2. The space devoted to accessories occupies only 
a small portion of the store, but, nevertheless, the 
volume of business is large. 

3. The capital investment is small, yet the variety 
of items and the range of sizes are large. 

4. The suburban retailer is enabled to hold his 
neighborhood business, which rightfully belongs to 
him, rather than see it go to downtown stores devoted. 
exclusively to the sale of automobile accessories. 

5. It is a real accommodation to the car owners in 
the neighborhood for the hardware dealer to carry a 
complete line of “automobile necessities,” because of- ' 
ten the operation of a car will depend upon an appar- 
ently insignificant part which costs a trifling sum. 
Prompt service in such instances makes permanent 
boosters out of old customers and new customers out 
of mere prospects. 
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‘Garage Owner Your Customer 





Co., Easton, Pa., is the merchandiser who sug- 

gested this head. He has been in the hardware 
business for 34 years and surely can distinguish 
customer from competitor. In the smaller towns the 
truth of this thought is particularly true and very 
noticeable, says Mr. Evans. In such towns, he says, 
the garage operator and his mechanics depend daily 
upon the hardware dealer for bolts, nuts, wire, cap 
screws, machine screws, hand tools, emery cloth, sand- 
paper, portable drills, taps, dies, skid chains, brake 
lining, socket wrench sets, vises, bench equipment, 
twist drills, chain blocks, chain hoists and many items 
of heavy hardware. 

With this start Mr. Evans finds the hardware 
dealer in an advantageous position to sell the garage 
man his axles, springs, piston rings, gaskets, heavy 
duty jacks, wheel pullers, heavy duty vises, grinders, 

~ 


{ L. EVANS, secretary and manager, Losey & 


Not Your Competitor’’ 


buffers, presses, drills, work benches, and various 
other items which come under the classification of 
garage equipment. There is also a good market for 
this class of equipment, among private owners who 
are handy at car repairing and to companies operating 
their own repairs shops for their fleet of cars or 
trucks. 

The smaller items in this list should be carried in 
the dealer’s regular stock. The heavier pieces of shop 
equipment could be sold by catalog. Today, we are 
informed, manufacturers of this class of equipment 
give wholesale hardware distributors very good 
territorial protection. The jobbers in turn are anx- 
ious to increase their volume through the retail hard- 
ware merchants. 

Of course, if the size of the dealer’s territory and 
equipment market warrants doing so, he would be 
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(Continued on page 126) 
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‘Tourists Accommodated”’ Means 
Profits to the Hardware Merchants 


By Charles J. Heale 


sign along America’s highways and country 

roads. You see it on neat little cottages and 
on large farm houses. Motorists have taken to this 
idea of having a good night’s sleep in a homelike bed- 
room of an attractive house. But the house must be 
attractive, well painted, well illuminated and ade- 
quately furnished. 

Your natural selling area includes several homes 
where tourists are accommodated over night and sold 
a good breakfast in the morning. The folks who act 
as “‘Mine host” may be your regular customers. They 
certainly should be. They need paint each year, must 
have complete bathroom fixtures with the necessary 
soap dishes, towel racks, clothes hooks, shower with 
curtain and other bath accessories. They will need at 
least one electric washer and one power iron because 
the large amount of bed and table linen could now be 
washed with an electric machine. 

An electric vacuum cleaner will also be on the 
absolutely necessary list as motorists will track in 
plenty of mud, dirt and dust. The woodwork and 
floors will be scratched and otherwise mutilated, 
consequently there will be a good market for wax 
floor polish. The furniture will be marked up, ne- 
cessitating furniture polish. 

In the warmer months all doors and windows 
will need screens. This will mean the sale either 
of ready made screens or of screen wire, nails, 
frames and hand tools to do the necessary installa- 
tion work. The doors will need door checks and 


Osten son ACCOMMODATED?” is a familiar 


catches. 

In the cooler months each bedroom window will 
require a ventilator to provide air without draft or 
dust. You must remember that the tourist’s haven 
competes with hotels for the patronage of the motor- 
ist and must therefore be modern and convenient. 


Most of the items mentioned are necessary for the 
upkeep of a “tourist accommodated” house. The own- 
ers of such an establishment will be equally as good 
customers for regular hardware lines needed for 
their own convenience and use. 

Should your store be located in an historical sec- 
tion or near some unusual scenic wonder you should 
enjoy a gocd souvenir trade among visiting motor- 
ists. In this event it would be well to mention some- 
thing about souvenirs on your mileage advertising 
eard. The L. E. Wolf Hardware Co., Mt. Clemens, 
Mich., sell many motorists a souvenir plate with the 
gold inscription, “Mt. Clemens, Mich.,” attractively 
scrolled across the rim. Other dealers in Niagara 
Falls, Gettysburg and: other points of interest have 
had the same experience. 

To serve breakfast promptly and efficiently in the 
morning requires an extra set of dishes, extra table 
ware, large coffee percolator, large skillet, large frying 
pan, large tea kettle, complete kitchen cutlery set with 
heavy duty knives, two or three toasters, muffin pans, 
a large, efficient cooking range, hot plates and many 
other kitchen necessities. 

Each room will need a numeral, a door bolt, or hook 
and eye. The keys to the rim locks will be lost regu- 
larly. There will be a heavy demand for extra keys. 
The bath room will need a door plate reading “Bath 
Room.” Each room will need a lamp. Each socket 
in the house must be filled with a bulb. A box of 
spare bulbs must be carried for emergencies. 

The larger houses will have one or two rooms with 


private baths. These will need complete bathroom in- 


stallations with the necessary accessories. 

The garages in the rear of the house will need indi- 
vidual padlocks. Some will prefer a master system. 
Extra keys will be necessary for each lock as there will 
be a constant loss of keys. Some houses will want a 
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bell system connected to all rooms. You can sell the 
equipment and a handy man can make the installation. 

Make up a list of these items, price them and circu- 
larize the homes where tourists are accommodated. 
Visit the housewives who pick up a little extra money 
this way. They realize their need. The tourists must 
be made to feel at home. The hosts are waiting for 
you to call so they may obtain the equipment and ex- 
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tras necessary to properly operate a tourist’s haven. 

The tourists who stop at these homes are prospects 
for gasoline, oils, replacement auto parts, a spare tire, 
spare tube, tube repair kits, rim parts, set of spark 
plugs, mirror, new fan belt, bolts, nuts, screws, or 
some other item in your regular auto accessory stock. 
You can advertise your services to these strangers by 
printing and distributing souvenir mileage cards. On 
one side these should have a list of cities and points 
of interest accessible from your town, and with each 
place give the mileage from your town. Such cards 
should cover a radius of 300 to 400 miles. On the 
reverse side have your regular business card appeal, 
calling particular attention to your ability and desire 
to furnish necessary auto equipment. 

Put your phone number and address on these cards. 
Offer to deliver any needed items. Furnish and offer 
free air. Such a card would prove mighty useful to 
the tourist. He would appreciate it and the advertis- 
ing appeal would bring additional sales to your acces- 
sory department from transients who might otherwise 
overlook you and delay their purchases until reaching 
the next town. 

Furnish each tourist’s haven with a generous supply 
of these cards and ask the owners to place them in 
rooms, in the hallway and to give one to each motorist. 
You could even provide a blank space for the rubber 
stamp imprint of the host’s name and address, thus 
giving him an incentive to distribute the cards. These 
cards, made up in the same way, should also be sup- 
plied to loca] hotels, restaurants, service stations, gas 
stations, information bureaus, auto clubs, chambers of 
commerce, the Lions, Rotary, Kiwanis clubs, parking 
stations, police officers and boarding houses. ; 
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To advertise your auto accessory department to local 
motorists you could with the cooperation of the police 
authorities get up a card containing complete parking 
data and traffic rules. These could be hung in all pub- 
lic garages, hotel lobbies, private garages, in tourist 
havens, auto clubs and could be given to visitors who 
may plan a prolonged stay in your town. These cards 
should bear your imprint and suggest your accessory 
department as a good place for auto equipment. The 
police will gladly cooperate in the distribution of such 
cards. You could give out both types of cards to reg- 
ular customers. Have them handy in the store, where 
interested parties could help themselves. 

For your guidance we have reproduced a sug- 
gested type of mileage card and one traffic rules 
card. The latter is published through the courtesy of 
Edward Denecke, sales manager, James & Hawkins, 
Inc., Jamaica, N. Y. It was used very successfully by 
the company’s branch store in Bay Shore, L. I. The 
mileage cards are suggested cards and are not to 
the best of our knowledge used by any hardware firms 
in the cities mentioned, nor do we know of any stores 
bearing these names. These cards should be printed 
on a stiff paper, Bristol board or some other substan- 
tial material. It will help if the edges are rounded, as 
rounded edges do not break as easily as square points. 


At the left—Suggested mileage advertising card for the 
hardware merchant to distribute. Both sides of the card 
are shown for your guidance. At the bottom—Parking 
laws for Bay Shore, L.I., printed on a card by the Bay Shore 
branch store of James & Hawkins, Inc., Jamaica, L. I. 
This was distributed through the cooperation of the local 
police department, auto clubs, garages and others 





Hang this in your garage 


PARKING LAWS 
FOR 
BAY SHORE 


These laws apply to the Montauk Highway or Main Street 
between the westerly side of Clinton Ave. and the east side of 
First Ave, 

Effective August 6, 1923 





No motor or other vehicle shall be parked for more than 
20 minutes at any spot after the duration of which time it shall be 
moved move than 100 ft. before again parking. 

The above shall be enforced between the hours of 8:00 A M 


and 7:00 P M. 

Between the hours of 7:00 P M_ and 8:00 A. M. no vehicle 
shall be parked for more than 20 minutes in ficnt of any public 
building theatre, church or place of business that is open for business. 

No vehicle shall be brought to a standstill unless both the front 
and reat wheels are at least within 6 inches of the curt and not within 


15 ft, ofthe curb of an intersecting street 

No vehicle shall be brought to a standsti!! ot any intersecting street 
within 40 ft. of the curb on the Montauk Highway or Mam street 

No vehicle shall be brought to a standstill in front of the Fire 
Headquarters located on the south side of Main Strect or on the opposite 
side withis: a Ime 15 ft. cach way from the continuation of the property 
lines of the said Fire Headquarters. 

No vehicle shall be brought to a standstill in front of any driveway 


Any person violating any of the provisions of the foregoing laws 
shail be deemed guilty of a misdemeanor, punishable by a fine not 
exceeding $50.00. 
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BRUNSWICK JANES 2A g HAWKINS AUTO 
TIRES PAINT SUPPLIES 
Eight Storcs on Long Icland 
MAIN STREET BAY SHORE 
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Pyramid table display of cast iron toys. A table of this type is easily obtained or made and permits the 
display of a wide assortment of items giving equal and adequate prominence to all models. Cut used 
through the courtesy of Arcade Mfg. Co., Freeport, Ill. 


Why Hardware Merchants 
Should Sell Toys 


By Thomas B. Bartlett 
Manager Toy Department, The Williams Hardware Company, Clarksburg, W.Va. 


terested in the toy line? A few words about 

the toy business and the rapid increase made in 
the last twenty years will enlighten them of the 
possibilities with this line. Few manufacturing in- 
dustries in the United States have shown increases 
that compare with the toy production in the past 
twenty years. According to data collected by the 
Department of Commerce in 1924 for the year 1923 
on the factories engaged primarily in the manufac- 
ture of toys we have these figures: 

Factories reported, 511. Wages, $21,499,781. 
Wholesale value, $90,239,408. Retail value, 
$144,383,052. 

This is ten times the business in 1904 or about 
905 per cent increase. There has been a big increase 
since 1914 for in that year there were 382 factories 
reported. Wages, $6,679,571. Wholesale _ value, 
$25,508,371. Retail value, $40,813,393. This is quite 
a gain for the past ten years. 

Every once in a while some one remarks about the 
shortage of good toys from the other side. The 
toy industry has learned something since Wilhelm 
was overthrown, and today the United States is by 
far the world’s greatest toy market and it is growing 
all the time. The following figures for 1918, 1923 
and 1924 on the imported toys will give an idea how 
the imports have fallen off: 


Jie why should the hardware merchant be in- 


From Other 
Year From Germany From Japan Countries Total 
1918... $137,752 $1,081,680 $79,711 $1,299,143 
1923... 7,423,725 
1924... 4,332,065 


348,048 59,664 8,362,437 
202,058 713,826 5,247,949 


In 1904 our toy purchases from Germany were al- 
most equal to the total of the United States produc- 
tion. In 1914 Germany supplied about 56 per cent 
of our total toy production and in 1923 the toys sup- 
plied by Germany amounted to only 13 per cent of 
our total production. 

The United States in the eleven months of the past 
fiscal year ended May 31, 1925, exported toys and 
dolls valued at $2,928,104. Of these $190,114 were 
dolls and parts, $117,420 were mechanical toys, 
$1,132,895 rubber toys and balls and $1,487,675 other 
toys. 

The imports of toys and dolls in the same eleven 
months totaled $4,328,108, of which $709,577 were 
dolls and parts and $3,618,531, é6ther toys. These 
figures compare with $5,535,206 in the corresponding 
eleven months ended May 31, 1924, of which $1,222,004 
were dolls and parts and $4,313,203 other toys. 

After looking over these figures the hardware mer- 
chant should see for himself the possibilities with 
toy lines. I have gone into a merchant’s store and 
asked if he carried toys and he would say, “My 
lord, no,” and maybe I would see all sorts of: toys 
on his shelf. 

There is not everything in the toy line that a 
hardware merchant should carry. Of course his lo- 
cation, trade, floor space, and help is a deciding fac- 
tor in the amount of items he should carry. If he 
has a good location and plenty of space to display 
his goods I would say get the best and most varied 
assortment he could from dolls to wheel goods. 

If the hardware merchant hasn’t all these advan- 
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For getting attention it would be difficult to work out a more inviting display than this model rural com- 

munity complete with background furnished to dealers by Arcade Mfg. Co., Freeport, Iil., manufacturers 

of the pieces used in this display. Each piece in this display is a regular toy department item for the 

hardware dealer. He may use them in this display not only to sell toys but also to interest farmers and 

others in spring goods. Appropriate spring goods cards could be added to this display, in accordance with 
. space and lines handled by the individual dealer 






















tages he should stick to the lines suitable for a 
hardware _ store. Wheel goods which includes 
velocipedes, scooters, kiddie kars, autos, tot bikes, toy 
wheelbarrows, etc., have always been hardware items. 
The hardware merchant should not be afraid of these 
for they sell the year around. Now for the holidays 
proper he should add furniture such as children’s 
tables and chairs, carpet sweepers, laundry sets, toy 
irons, aluminum tea sets, and this aluminum may be 
a miniature of the line he carries in stock. Then to 
make the list short we could name such lines as 
construction toys, wooden toys, iron toys, electric 
trains, mechanical trains, miniature trucks, har- 
monicas, toy blocks, carom boards, moviegraphs, 
Christmas tree holders, rubber balls, air rifles, cap 
pistols, hobby horses and probably a few more items. 
But from the above list which may seem many, it is 
only a start for a full line of holiday goods. A hard- 
ware merchant should be able to build up a nice busi- 
ness on these lines mentioned and if he should see 
his way clear for a complete line then take it on 
later. 

Many hardware merchants who have tried toys 
had a bad start some way or another and threw 
up their hands saying, “no more, too much bother 
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for what we got out of it.” We usually get out of 
anything what we put into it or what we look for. 
Of course the holiday toy business comes all at once, 
and the merchant has to be prepared for this last 
minute business. He should have his goods in early, 
all marked up and ready, and not wait until the last 
minute to go after this business. People do a lot of 
looking around before buying. 

It is a well known fact that everybody likes to look 
over a Christmas line and the children will see to 
it that the grown ups look ’em over. Then why isn’t 
a holiday goods line a drawing card for silverware, 
house furnishings, nickelware, etc. We find that we 
increase our lines of house furnishings, etc., by giv- 
ing one side of a display room to nickelware, pyrex 
and mountings, aluminumware, etc., and our business 
is 100 per cent wholesale. With the big department 
stores you will usually find this holiday goods line 
with house furnishings. This offers an opportunity 
to sell the items that run into volume. Aluminum- 
ware put up in Christmas boxes, casseroles, vacuum 
bottles, pyrex ware, copper ware, hot plates, percola- 
tors, brushes, vacuum cleaners and many others all 
of which are regular hardware items making the most 
acceptable gifts. 














Model kitchen window display composed of miniature pieces manufactured by Arcade Mfg. Co., Freeport, Ill. 
These models serve a double purpose for the hardware dealer. He may use them for making up a sample kitchen 
for advertising purposes, and may enjoy the sale of the pieces through his toy department 
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Buffalo Hardware Association Honors 
President Allen, of New York State Association 


Testimonial Dinner at Hotel Lafayette in Honor of George G. Allen, 
Newly Elected President of the New York State Retail Hard- 


ware Association and a Native Buffalonian 


NE hundred and fifty greeters, members of the Buffalo Hardware As- 

sociation, heads of manufacturing and jobbing houses in Buffalo, 
salesmen and the ladies of their families gathered at Lafayette Hotel on 
the evening of March 16 for a testimonial dinner to George G. Allen, na- 
tive Buffalonian and hardware man since boyhood: long a moving figure 
in local association activities, recently president of the Buffalo and 
Suburban Hardware Association and, by reason of the action of the 1926 
State convention, president of the New York State Retail Hardware 





Association. 


The Buffalo Association holds each year, in March, a social evening 
in anticipation of active work during the spring and summer months. 
This year it was decided to make the event a family affair and the 
ladies apparently approved the move because they were out in force. 


President J. L. Craig Wilson of the 
Buffalo association spoke briefly at the 
close of the dinner, outlining the work 
the city association plans for 1926 and 
even further years. He dwelt on the 
activities of the Allen family, now in 
its third generation operating the same 
establishment opened many years ago 
by George B. Allen, father of the pres- 








particularly were roundly approved by 
the merchants present at the banquet. 
He outlined several progressive plans 
he has in mind for extension of the 
influence of the State association. 
The principal speaker was A. S. 
Butler, president of McDougal-Butler 
Co. of Buffalo, who said he had known 








George G. Allen, pres- 
ident New York State 
Association 








J. L. Craig Wilson, 
president Buffalo Asso- 
ciation 
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ent State association president. Mr. 
Wilson paid his respects to the guest 
of the evening and to the hardware 
and paint trade, both of which were 
largely represented by manufacturing 
and jobbing houses. 

Secretary Foley of the State asso- 
ciation followed, speaking briefly of his 
recollections of the early days in the 
association movement and of the part 
the Allens father and son had taken 
in that rather trying period of organ- 
ization history. 

Mr. Allen responded feelingly when 
answering the several speakers whose 
reference to his activity in the trade 
and for the benefit of the retail division 





the guest of honor since the latter was 
a boy and whose advancement had been 
a source of real pleasure to the speaker. 
Mr. Butler then briefly described con- 
ditions in Florida as he observed them 
in a trip through that State he has 
just concluded. 

“Cooperation” was the text of Mr. 
Butler’s chief address. It was devoted 
to a recital of the progressive things 
accomplished in the paint trade by a 
close working arrangement between 
all branches of the business. The 
speaker indicated that not only paint, 
but hardware and other lines of en- 
deavor might well profit by a friendly 
cooperative spirit. 
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Clean Up and Paint Up Bureau 
Corrects Erroneous 
Impression 


An erroneous impression, which the 
National Clean Up and Paint Up Cam- 
paign Bureau, whose new national 
headquarters is at 243 West Thirty- 
ninth Street, New York, is endeavoring 
to eradicate is that the Clean Up and 
Paint Up Campaign is a “week.” The 
fact is that it is not a week and there 
is no special date set for its nation- 
wide inauguration. 

The Clean Up and Paint Up Cam- 
paign is launched at different dates in 
different communities, according to 
their geographical location and their 
climatic and other local conditions, and, 
when properly conducted, lasts long 
enough to do a thorough job of clean- 
ing up, beautifying, repairing and gen- 
eral rehabilitation. In most communi- 
ties, the intensive period for launching 
the campaign is at least, several weeks. 
In Charleston, S. C., the period is six 
months, while Utah already has had a 
campaign which has extended over the 
greater part of the year. 

The purpose of the campaign is: 

“Not only to ‘Clean Up,’ but to per- 
manently commit to cleanliness, attrac- 
tiveness and public respect, everything 
cleaned up. The mere cleaning is 
transient and futile without public 
commitment to the new order of things 


| —So they being ‘clothed in the garb of 


righteousness,’ as it were, and in its 
new dress of grass, or shrubbery, a 
thrift garden, or paint, the place will 
so inspire the respect of everybody 
that it will not be permitted to revert 
to its former disorderliness.” 





Pittsburgh Sheet Metal Men 


to Have “‘Jobbers’ Night’ 


Once each year the sheet metal job- 


' bers of Pittsburgh hold a meeting that 


is called “Jobbers’ Night.” This year 


| it is te be held in the Chamber of Com- 


merce of Pittsburgh auditorium on Fri- 
day evening, April 9, and an enjoyable 
time is promised. The committee in 
composed of Demmler Bros. 
Follansbee Bros. Co., McClure- 
Johnston Co., and the Steel City Sheet 
& Tin Plate Co., has arranged to pre- 
sent Capt. Irving O’ttay, as the spice 
of a program that includes music and 
other interesting features. The meet- 
ing is open to all those engaged in the 
sheet steel and metal business and their 
customers. 


Santucci Opens New Store in 


Paterson, N. J. 


A. Santucci, operating a_ general 
plumbing and heating establishment at 
21 Rockland St., Paterson, N. J., has 
established a general retail hardware, 
paint and glass store at 80 Market 
Street, that city. 

He requests catalogs and price lists 
on all hardware lines from jobbers and 
manufacturers. 
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Carl Baumgard Dies 





Was Vice-President and Director 


Markt & Hammacher Co., 
New York 


Carl Baumgard, vice-president and 
a director of the Markt & Hammacher 
Co., manufacturers’ export and import 
agents, New York, died recently at the 
Mountainside Hospital, Montclair, N. J., 
following an operation, at the age of 
fifty-six years, and was buried from 
his home in the same city. 

He was long in the hardware and 
tool business and was for many years 
identified with Burger & Baumgard, 


| 


Inc., New York, to which he subse- | 


qently succeeded his father, one of the 
founders of that company, as 
owner and executive head. 

Mr. Baumgard became a member 
of the Markt & Hammacher Co. 
1920 as vice-president and _ general 
manager, in which capacity he was ac- 
tively engaged at the company’s head 
office in New York up to a fortnight 
before his untimely death. 

Mr. Baumgard’s fine qualities and 


engaging personality endeared him to | 


everybody with whom he came in con- 
tact, and he enjoyed the friendship 
and respect of both friends and busi- 
ness associates alike. 





E. W. Christ Will Address 


Nutmeggers April 14 


E. W. Christ of the Stanley Works, 
New Britain, Conn., will be the prin- 


in | 


sole | 


eet 
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Carl Baumgard 


jects pertaining to the various uses of 
their products, to improve the useful- 
ness of these products and to promote 
a proper public intelligence as to arms 
and ammunition, and their safe use. 
The Institute will also provide a means 
of coordinating the talent and experi- 
ence of all those engaged in the manu- 
facture of arms and ammunition, not 
only that better efficiency may prevail 
in the industry, but also that the Gov- 
ernment may have available, at all 
times and particularly in time of war 
and its threatening, an expert organ- 
ization for effective cooperation and 
consultation on all subjects having to 
do with the industry, the importance 
of which to the nation was demon- 


cipal speaker at the monthly meeting | strated during the World War. 


of the Nutmeggers to be held Wednes- 
day, April 14, at the Hotel Burritt, 


New Britain, Conn. 


| 


Other objects of the Institute are 
to provide means for cooperation and 


The subject of | united action on the part of the In- 


Mr. Christ’s talk will be “Industrial | stitute with the Department of Com- 


Conditions in Europe.” Mr. Christ has 
recently returned from abroad. 
Nutmegger Mark Miller of Yale & 
Towne Mfg. Co. will give a little talk 
entitled “How to Pick a Lock.” Secre- 
tary Bill Bennett’s notice on this talk 
does not indicate whether Nutmegger 
Mark Miller’s talk is intended to help 
you select a lock or break it after 
someone else has selected it, bought it 
and had it in use. All Nutmeggers and 
friends wishing to learn which angle 
Mr. Miller has to offer must attend 


this meeting. 





Sporting Arms and Ammuni- 
tion Manufacturers’ Institute 
Organized 


Manufacturers of sporting arms and 
ammunition have formed a trade asso- 
ciation to be known as the Sporting 
Arms and Ammunition Manufacturers’ 
Institute. Its objects are to effect co- 
operation and efficiency in the design 
and manufacture of arms and ammuni- 
tion therefor, and to promote, as far 
as possible the standardization of de- 
sign, methods and manufacture. It 
aims also to collect and disseminate 
among members information on sub- 





merce, and in particular with its Divi- 
sion of Simplified Practice, and to 
cooperate with all organizations found- 
ed for the conservation of wild life, 
and with organizations interested in 
the development of rifle, practice and 
trapshooting. 





Buckeye Incubator Co. Ac- 
quires New Town Giant 
Plant in Virginia 


Purchase of the plant and holdings 
of the New Town Giant Incubator Co., 
Harrisonburg, Va., by the Buckeye 
Incubator Co., Springfield, Ohio, has 
been announced by the latter organ- 
ization. 

It is understood that more than a 
million dollars is involved in the deal. 
The Buckeye firm will assume charge 
of the Virginia company May 1, and 
plans to continue the manufacture of 
incubators and brooders. 

The transaction consolidates two of 
the leading organizations in the poultry 
field. Assets of the New Town com- 
pany have grown to more than a mil- 
lion dollars in seven years. The capi- 
talization of the New Town company 
is $300,000. 
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Boosters Plan 
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for Gala Event 


Beefsteak Party at Cavanaugh’s on 
April 28 Announced at Monthly 
Meeting Held March 27 


With a Beefsteak Party less than a 
month away it was pretty difficult for 
the Hardware Boosters to discuss any- 
thing else at the regular meeting held 
Saturday, March 27, in the Hardware 
Club, 253 Broadway, New York City. 
The Beefsteak Party is scheduled for 
Wednesday, April 28, at Cavanaugh’s 
Restaurant, 258 West Twenty-third 
Street, near Eighth Avenue. The time 
is 7:30 p. m. and reliable information 
at press time indicates that Cava- 
naugh’s is a real place for a real Beef- 
steak Party and that’s exactly what 





_the Boosters plan. 


The seating capacity is somewhat 


limited. No tickets will be sold at the 


door. Those desiring tickets must com- 
municate with Junior Booster Charles 
“Stanley” Pincus, 973 East Twenty- 
eighth Street, Brooklyn, N. Y. There 
will be plenty of beefsteak and plenty 
of other refreshment. The entertain- 
ment committee, the management of 
the restaurant, and the sentiment of 
the Boosters at the March meeting call 
for a strict adherence to the Volstead 
Act. Those in charge of the arrange- 
ments for the party were Chas. Pincus, 
Fred Hinchman, and Bert Connor. 
Entertainment will be furnished by the 
well known Clef Club. 

All these facts were brought out at 
the March meeting. The members wel- 
comed the return of Booster Robt. 
Taylor whose illness the previous 
month prevented his attendance. 

A short question box discussion un- 


der the direction of Fred Hinchman 


brought out many interesting ideas on 
prevailing conditions and merchandis- 
ing customs. 

Seymour N. Sears, past chief and 
founder, again gave evidence of the 
pulling power of HARDWARE AGE when 
he told of the great number of friends 
who read in that publication of his 
recent recovery from an operation, and 
who wished him further good health. 


McKinney Has Catalog Pages 
on Forged [ron Hardware 


Catalog pages on its line of forged 
iron hardware are now available from 
the McKinney Mfg. Co., Pittsburgh, 
Pa. Jobbers interested in using these 
pages in their own catalogs should com- 
municate with the Forge Division of 
McKinney Mfg. Co. The company has 
also issued a new brochure on this line 
which is furnished regularly in three 
distinct finishes known as dead black 
iron, relieved iron and rusty iron. 

Both the catalog pages and brochure 
are well illustrated and contain full de- 
scriptions on the patterns and pieces 
available. Both also contain suggested 
door trims, using the McKinney Forged 
Iron Hardware, inside and outside. 
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Pittsburgh Retailers 
Discuss Credits 


Monthly Meeting at General Forbes 
Hotel, March 26, Attracts Many 
Members—A. J. Bihler Speaker 


Holding out the warning that credit 
lines were being shortened, A. J. Bihler, 
James C. Lindsay Hardware Co., Pitts- 
burgh, who was the speaker at the reg- 
ular monthly meeting of the Pittsburgh 
Retail Hardware Dealers’ Association 
at the General Forbes Hotel, Pitts- 
burgh, Friday evening, March 26, 
urged the retailers to acquire the habit 
of discounting their bills, save the 2 
per cent allowed for payments in 10 
days and avoid the experiences of many 
of their predecessors of former days 
in the Pittsburgh retail hardware trade. 

Mr. Bihler gave a highly interesting 
talk, based on his own personal experi- 
ences and observations of more than 
40 years in the hardware business in 
this district. He went back to the 
period between 1883 and 1885 and men- 
tioned the fact that of the seven job- 
bing or wholesale hardware houses 
then in existence, only three were still 
in the business, while from a list of 
more than 100 retail dealers engaged 
in the business at that time, the list 
being drawn from the city directories 
of those years, only 22 had survived. 
Besides reading the list, Mr. Bihler re- 
counted many of the habits, practices 
and personal characteristics of many 
of the dealers with whom he had made 
the contact in his early days in the 
wholesale hardware business. The 
articles sold in hardware stores had 
changed vastly from his early days, 
when it was the common thing for 
hardware stores to carry a complete 
line of blacksmiths’ supplies, a line of 
goods for shoe factories and the big 
business done in horseshoes, saddlery 
hardware, brass coal hods, fenders and 
andirons. It was no trick for a jobber 
to sell as many as 50 kegs of horseshoes 
in a day. Then there were the sugar 
kettles and the fans that wound up like 
a clock in the days before electricity 
came into general use. It was certain- 
ly an interesting squint into a period 
that few now active in hardware can 
recall. 

The speaker said the heavy mortal- 
ity of retailers over 40 years in a gen- 
eral way was due to the lack of suffi- 
cient working capital, not infrequently 
due to the extraction from the business 
of money for some purpose outside the 
business. He pointed out that the 
“fancy” store was not always the most 
suecessful store and also decried those 
who were disposed to pass up the trade 
of the foreigners. Long time payments 
he said were a real evil and that ac- 
counts receivable today were from 15 
to 20 per cent greater than they should 
be. 

The chain stores discounted their 
bills and to stay in business it would 
be necessary for the individual hard- 
ware retailers to draw in their lines 
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Wallace Pond Defends Roger 
Williams’ Memory 


Wallace L. Pond, president Nicholson 
File Co., Providence, R. I., and also 
president of the Rhode Island State 
Baptist Convention, is among _ those 
who have recently defended the mem- 
ory of Roger Williams, founder of 
Providence and a religious martyr, 
protesting against the alleged criticism 
of Judge Claude C. Ball of Cranston. 

Judge Ball is quoted as saying Roger 
Williams drank rum, swindled the In- 
dians and was “no better or worse 
than his contemporaries.” Mr. Pond 
and others have maintained that such 
utterances have no basis in fact and 
are “the sort of propaganda that will 
destroy the traditions of this country.” 











even if they lost a customer occasion- 
ally, to stay in business and make 
money. Willingness of the jobbers to 
allow 2 per cent for the money for 
20 days each month meant that there 
was a gross saving of 36 per cent, as 
there were 18 such periods in a year 
and that was equal to at least 50 per 
cent in some cases the entire year’s 
rent of a good many retailers. 

R. J. Alexander, new Pasha field 
secretary for Western Pennsylvania, 
was a speaker. A “question box,” con- 





ducted by Hugh McKnight of the Sam-_ 
uel McKnight Hardware Co., was an 


interesting feature of the meeting and 
there was further discussion of the 
corporation store and purchasing agent 
problem, which disclosed that real 
progress has been made in bringing 
about a happier condition for the hard- 
ware retailers. 





Reading Hardware Corp. 
Absorbs Old Company 


A certificate of incorporation has 
been filed at Dover, Del., for the Read- 
ing Hardware Corp., Reading, Pa., 
authorizing it to acquire the property 
of the Reading Hardware Co., in that 
city. The new corporation is author- 
ized to issue 225,000 shares of capital 
stock with no par value. 
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Defends Wholesaler 
As a Business Unit 


Credit Man Says Wholesaler Is 
‘Fighting the Tide,’ but a 
Useful Distributor 


The wholesale merchant is not pass- 
ing, but is adjusting to new methods 
of distribution and assuming a more 
useful réle in commerce, according to 
a recent statement by J. H. Tregoe, 
Executive Manager of the National As- 
sociation of Credit Men. Answering 
the question whether the wholesaler is 
no longer an important cog in the 
chain of distribution, and if, therefore, 
his services increase costs to the ulti- 
mate consumer, Mr. Tregoe said: 

“Undoubtedly the wholesaler is fight- 
ing the tide. His problem has gone 
beyond the powers of some _ mer- 
chants to solve. I, however, cannot 
see the wholesaler’s position in our 
system of distribution as anything else 
than useful, and if the position of this 
middleman has been made too severe 
by the pressure of modern develop- 
ment, then I fear that the problem 
has not been given the valiant treat- 
ment it deserves. 

“The retail merchant has a pressing 
problem in meeting competition from 
large corporations of great purchasing 
power, which distribute goods through 
numerous outlets and offer values 
which at times strike terror into the 
hearts of the old-time merchant. Shall 
we agree that the middleman and the 
small retail concern are destined for 
obsolescence and that it would be wise 
to succumb to the inevitable? Or shall 
we recognize the situation as a mere 
problem which may be _ successfully 
dealt with? 

“I don’t believe the elimination of 
the wholesaler will tend, as many per- 
sons seem to think, to economy in dis- 
tribution and lower prices to the con- 
sumer. I don’t believe, either, that 
the elimination of the small retail con- 
cern by chain-store competition would 
prove economic or a benefit to the pub- 
lic at large.” 





Issues Brush Catalog 


The Flour City Brush Co., 422 S. 
4th St., Minneapolis, Minn., whose 
product is sold through hardware 


stores, has just issued an attractive 





catalog, listing and pricing well over 
100 different kinds of brushes and ac- 
cessories. One of the features of the 
book is a preface setting forth sales 
arguments and enumerating classes of 
prospective customers. The catalog 
will be mailed to customers upon re- 
quest. 





Fire Destroys Mass. Plant 


Fire, March 27, destroyed the plant 
and equipment of the Bay State Saw 
and Tool Co., Winchester, Mass., with 
a loss of $50,000. 
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Federal Trade Commissioner Issues Dissenting 
Opinion on “Open Price” 


Associations 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGB) 


liam E. Humphrey of the Federal Trade Commission has 


R ian E. Hum for its vigor and frankness, Commissioner Wil- 


issued a dissenting opinion which has the further merit of giv- 
ing assurance to trade associations which are being heckled by a 
questionnaire sent out by the Commission broadcast to all associa- 


tions it knows of in the United States. 


As has been pointed out 


previously by HARDWARE AGE this curious system was adopted by 
the Commission on the strength of a Senate resolution asking that 
the Commission investigate “open price” associations, which the 
author of the resolution charged “exert a large influence in main- 
taining prices at an exorbitant level, particularly in the case of 
manufacturing concerns the products of which are protected by a 


high tariff.” 


In his stinging statement Commis- 
sioner Humphrey has pointed out the 
palpably political purpose of the reso- 
lution and said that the Commission 
itself is practicing deception in not 
making it clear that legitimate trade 
associations do not have to reply to 
the questionnaire. The fact of the mat- 
ter is that, despite the insistence of the 
Commission in returning unanswered 
questionnaires for answer, trade asso- 
ciations which do not come under the 
category mentioned in the resolution 
are declining to reply. It remains to 
be seen whether the Commission will 
attempt to hale them into court to 
compel response. Commissioner Hum- 
phrey says bluntly they do not have to 
reply and it is evident these associa- 
tions are prepared to go to bat with 
the Commission if necessary. 

Mr. Humphrey rakes the majority 
fore and aft in sending out the ques- 
tionnaires to those who have not been 
accused of wrongdoing and says in this 
connection: 

“For the Commission to send a ques- 
tionnaire to a citizen who is under no 
obligation to answer the questions 
therein propounded, and where we 
have no legal way to compel him to 
do so, and where such answer depends 
entirely on his voluntary action, with- 
out plainly and specifically so stating, 
is not treating the citizen with the 
frankness and spirit of fair dealing 
that he has a right to expect from his 
government. A request by the Com- 
mission of any citizen for an answer 
to a questionnaire, from whom we have 
no legal right to demand such answer, 
without fully stating that fact, is in 
itself a species of coercion. 

“Such failure is to a degree not only 
to practice coercion but it is an attempt 








to obtain evidence by a method that 
has in it an element of fraud and false 
pretense. 

“The Commission is not a detective 
bureau, nor a secret service organiza- 
tion, and we cannot afford to attempt 
to obtain information by any method 
that contains an element of deception 
or coercion.” 

The statement of Mr. Humphrey 
shows plainly many associations have 
refused to answer the questionnaire, 
not so much because they have a legal 
right to decline, but rather because 
they realize the Commission has not 
dealt fairly. Mr. Humphrey pays trib- 
ute to the average business man as 
being highly intelligent and entirely 
human and states that when “he re- 
ceives such questionnaires, he knows 
that the Commission is not dealing 
frankly and openly with him.” 

“It has frequently been asserted that 
the Federal Trade Commission, con- 
trary to the intents and purposes for 
which it was created, and without any 
authority to do so, has persistently 
annoyed and irritated business institu- 
tions and put them to great trouble 
and expense by unauthorized and un- 
warranted requests and demands for 
information relative to the conduct of 
their business,” declared Mr. Hum- 
phrey. “Heretofore these complaints 
have been made where the Commission 
has proceeded against such parties as 
have been accused by someone of vio- 
lating the law; but we now propose 
to extend this inquisitorial system of 
prying into the private business of 
these who have not been accused— 
against those who are admitted to have 
done nothing wrong.” 

Commissioner Humphrey continues 
this bold stroke against his colleagues 





to some length. While he places him- 
self in the position of being unpopular 
with his fellow members, his words 
must be received by business as both 
a benediction and a benefaction. 





Possible advantages to makers, dis- 
tributors and users of steel sash doors 
and windows through the reduction 
of variations in sizes, dimensions, etc., 
are being considered as a result of a 
meeting held recently between manu- 
facturers and the National, Metals Util- 
izations Committee, Department of 
Commerce, W. Chattin Wetherhill, di- 
rector of the Committee presiding. 
The products of this industry are di- 
vided into three groups, designated as 
double hung windows, casement win- 
dows and solid section steel windows. 
Committees were appointed to consider 
these from the standpoint of simplifi- 
cation and standardization. 





Acting upon recommendation of its 
chief counsel, the Federal Trade Com- 
mission has dismissed its complaint 
against the Cleveland Metal Products 
Co., Cleveland, manufacturer of kero- 
sene stoves and heaters. A statement 
by the Commission said the case was 
dismissed because it appeared the prac- 
tice charged had been abandoned “as 
there were but two instances of resale 
price maintenance on the part of the 
respondent” after handing down of the 
decision by the Supreme Court in the 
Beech-Nut case. 





Hearings have been concluded on the 
metric bill and it is believed that the 
House Committee on Coinage, Weights 
and Measures will not report it out. 
Testimony against it was so strong that 
it undoubtedly changed the minds of 
some members of the committee who 
at first were in favor of the measure. 
A startling high light of the testimony 
was a statement by Nathan B. Wil- 
liams, associate counsel of the National 
Association of Manufacturers, that it 
would cost in excess of $10,000,000,000 
for American industry to change to 
the metric system. It was estimated 
that it would cost the American ma- 
chine tool industry alone not less than 
$87,500,000. The cost to the railroads 
was placed at $412,000,000. These fig- 
ures made some of the members of the 
committee gasp. 
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| General Market News 








Hardware Outlook Is Good for 


the Second Quarter— 
- Collections Are Fair 


HE outlook in the hardware business for the second quarter 
of the year may be considered encouraging. Prices, generally, 


are very firm. Some important lines may advance. 
hardware items have been selling consistently. 


Staple 
In view of the pres- 


ent light demand for strictly seasonal goods, distributors in impor- 
tant market centers predict a brisk fill-in or pick-up demand in 
April and May. This particular demand will come with the first 
consisent stretch of seasonal weather, these distributors say. 
Comparing the present situation with conditions at this time last 
year we find: futures placed last fall for March delivery were much 
heavier this year, orders for seasonal goods placed in March ran 
behind last year somewhat in most sections, but staple lines gener- 


ally maintained the 1925 level. 


Collections average fair throughout the country. 





Auto Accessory Trade Gains 


Continuing increase in the automo- 
tive parts and accessory business has 
been noted since January, and the re- 
port for March is expected to show a 
greater gain than did February’s. 
Wholesale sales in February were at 
an index figure of 154, as compared 
with 132 in January, according to the 
Motor & Accessory Manufacturers’ 
Association. 





High Level of Production and 
Trade, Says Bank 


The current statistics reflecting busi- 
ness activity continue to indicate a 
high level of production and trade, says 
the National City Bank, New York 
City, whose report continues: The 
volume of checks handled by banks is 
running higher than ever before at 
this season, and even eliminating New 
York City figures as influenced too 
much by financial and speculative trans- 
actions, the totals for the first three 
weeks of March foot up to 7 per cent 
above last year. Railway freight cars 
loaded between Jan. 1 and March 13, 
the latest available date, totaled 10,040,- 
546, or slightly more than a year ago, 
despite the decrease in coal traffic 
caused by the strike, and shipments of 
merchandise and miscellaneous freight, 
including largely manufactured prod- 
ucts, gained approximately 3 per cent. 
Nation-wide reports to the United 
States Department of Labor reflect the 
continuance of prosperity in practi- 
cally full employment in most sections, 
with at the same time little evidence 
of any serious labor shortage. What- 


ever may be said when the final reck- 
oning of the year is made, it is evi- 
dent that the first quarter has given a 
good account of itself. 

Despite this impressive showing for 
business generally, the decline in the 





stock market, the passing of the boom 
aspect of the real estate situation in 
Florida and elsewhere, and disappoint- 
ment over trade in certain individual 
lines, have awakened some misgivings 
as to the course of business during the 
remainder of the year. As to the stock 
market, while it is usually looked upon 
as registering the trend of business, it 
sometimes works the other way around. 
Just as rising security prices often 
foster more exaggerated hopes than can 
be realized, so declining prices may lead 
to undue pessimism. During the past 
year money has been unusually plenti- 
ful and, flowing readily into securities, 
contributed to an upbidding of prices, 
which while justified in its earlier 
stages, eventually carried prices far 
out of line with real values. The cor- 
rection of this need not endanger the 
business situation. Fluctuations in se- 
curities no longer have the same sig- 
nificance they had in the days before 
the Federal Reserve System when most 
of the surplus funds of the country 
were tied up in the market. While it 
is not unlikely that business may, and 
perhaps desirable that it should, fail 
to maintain the pace at which it has 
been traveling, particularly in those 
lines which have been most active, 
there seems no reason to anticipate any 
serious trouble. 





Pittsburgh Market Improving 
with Hardware Jobbers 


Pittsburgh hardware jobbers are 
finding business better, especially the 
spring items which usually begin to 
move pretty well before the real de- 
mand actually arrives. Weather condi- 
tions still are very uncertain and con- 
tinue to be a factor in retarding spring 
work and in turn the demand for sev- 
eral articles associated with outdoor 
activities. The week has brought out 
no important price changes. Collec- 
tions in this area are fair. 





Satisfactory Tendencies 
Shown in Present Conditions 


Since the break in the stock market, 
business has been intently studying the 
question of whether a decline in trade 
is forecasted. A decline has actually 
taken place, but it is, in part at least, 
seasonal. After the lapse of a week 
or more since the break, business gen- 
erally, as seen by leaders, is showing 
satisfactory tendencies, says’ the 
Bache Review, which continues: But 
business is inclined to be optimistic 
under such circumstances, where braced 
up sentiment is apt to sell more goods. 
At any rate, an abnormal amount of 
conservatism has crept into the situa- 
tion and the hand is going even more 
deliberately to the mouth than here- 
tofore in the buying arena. 

As to actual existing facts, they are 
as follows: Wholesale commodity prices 
are still falling. They began to do so 
in the closing weeks of 1925 and have 
been steadily doing so since. Bank 
clearings in February declined sub- 
stantially. This is seasonable. They 
have declined in every February, but 
the decline this year is not as great. 
A gain of 3 per cent is shown over 
February a year ago. Failures are 
fewer than they were in January but 
slightly larger than in February a year 
ago. Freight car loadings were a shade 
smaller than in February, 1925. Em- 
ployment in manufactures is 2 to 3 per 
cent greater and wages a little higher. 





March Pig [ron Output 
Largest in One Year 


Pig iron output in March was the 
largest in twelve months, says The 
Ion, Age. Estimates by wire from 
furnace companies which produced 
92 per cent of the total in February 
indicate that approximately 3,430,000 
tons was made in March. This is at 
the rate of 110,640 tons a day and 
compares with 2,923,415 tons in Feb- 
ruary, or 104,408 tons a day. 

More blast furnaces went in in Feb- 
ruary and the number active on April 
1 is estimated at 236, against 226 on 
March 1, a gain of 10, of which 4 were 
Bethlehem Steel Co. furnaces. 

While March output of steel ingots 
may have established a new record, 
the March pig iron output, taken at 
the estimate of 3,430,000 tons, falls 
below that of March in each of the 
three preceding years, the total for 
March, 1925, being 3,564,247 tons, 
against 3,466,086 tons in 1924 and 
5,923,868 tons in 1923. 

The falling off this year, more than 
half of it in the Steel Corporation’s 
total, confirms what has been pointed 
out previously—that the overproduc- 
tion noticed in the first quarter of 1925, 
1924 and 1923 was not repeated this 
year. 

__The recent steadiness of most fin- 
ished steel prices has been noteworthy. 
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Active Demand for Staple Items— 
Chicago Prices Are Firm 


(Chicago office of HARDWARE AGE) 


RETURN of the inclement weather through the central west 
has again retarded business materially after the brief spurt 
occasioned last week by a few days of real spring. Retail 
sales have slowed down and are immediately reflected by a lull in 


wholesale orders. 


Spring and summer merchandise, such as lawn 


mowers, garden hose, oil stoves and the like, is showing the effect 


of the delayed season particularly 
light. 


and sales in these items are very 


There is, however, a rather active demand for staple items, no- 


ticeably so in builders’ hardware and tools. 


Prices are strong and 


there have been some advances in the tool line recorded this week. 

Building operations are showing a steady increase in activity 
and the total of permits issued so far this year is now running con- 
siderably ahead of the same period in 1924. The weather, however, 
is delaying somewhat actual construction work. 


While the large buyers of steel 


are not placing future orders to 


any extent, there is enough immediate business being placed to keep 


the Chicago mills operating at record capacity. 


tonnages set a record for all time 


In fact the March 
in this district. 


Collections are satisfactorily good. 


AUTOMOBILE ACCESSORIES. — 
There is a steady and satisfactory de- 


mand. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 5c. 
each; A. Titan, 58c. each; lots of 
190, 56c. <A. C. Special Ford, 44c 
each. 

Spot Light.—Anderson, No. 3280 
$6.50. 

Horn.—-A. A Electric (Ford), $4 
each 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps.—Kose, 14% -in. cylinder, 
$1.55. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 3%, oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each; gray inner tubes, 30 x 

$1.80 each: red inner tubes, 20 x 
si" $2.25 each 
BOLTS AND NUTS.—tThere is no 
change in prices and sales are fairly 
good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount: lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—The large 
amount of new buildings started and 
permits issued insure a good demand 
for some time to come. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 32% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 


CHAIN.—There is a good demand and 
prices are firm. 


We quote from 
f.o.b Chicago: 


stocks, 


jobbers’ 
coll 


%-in. proof 








chains, $8.50 per 100 Ilb.: Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-44% electric 
welded cow ties, $2.75 per doz. 
COPPER RIVETS AND BURRS.— 
Sales are in good volume and prices 


are unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 


| PIPE.—Sales are in fair volume. 
Prices are unchanged. 
We quote from jobbers’ stocks, 


28 gauge single bead 


f.o.b. Chicago: 
in., $4.50 per 100 


lap joint gutter, 5- 


ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 : plain ridge roll, 
1%,-in., $4.00 per 5 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 





ELECTRICAL AND RADIO MER- 


_CHANDISE.—tThe sale of radio batter- 


ies is holding up remarkably well. 
Prices are firm. 


We quote 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber-covered wire, $7.50 per 1000 
ft.; in 1000-ft. lots, $7.25; No. 18 
lamp cords, per 1000 ft.; in 
1000-ft. lots, ; &%-in. brush 
brass key 18c. each; two- 


from jobbers’ stocks, 


sockets, 
45c. each; 














way plugs, in lots of 10, 
each: attachment 
12¢. boxes of 

each: case lots, 


two-piece 
each: dry cells, 
less than 
26¢. each. 

Radio Supplies.—Radio B batteries, 
No. 766, 1.40 each; No. 767, $2.62 
each; No. 770, $3. 33 each: No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. net. 

Loud Speakers.—Western Electric, 


No. 522W, $9.50 list. Discount, 30 per 
cent. 
FIELD FENCE.—There is a _ heavy 


— and prices are unchanged. 


from jobbers’ stocks, 
$28.68 
62 per 


quote 
fol b » Chicane: 726-6-12% 
100 rods: 1848-6-14%4, $43. 
rods. 


FILES.—The demand is normal. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: American files, 60-10 


per 
100 








per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—It is still early 
for spring business, but indications are 
for an exceptionally heavy season. 


GALVANIZED WARE.—With manu- 


facturers’ prices held uniformly firm, 
jobbers’ prices are also holding up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.40; No. 2, 
$7.20; No. 3, $8.40; 10- ~qt. the xr 


20: 12- ae b: 


after made pails, $2 
14-qt., $2.75; 5-gal. 7B it 1 Me oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.— Prices remain unchanged 
and there is a good volume of busi- 
ness. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 124c. 
per ft.; %-in., 144%c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9%c. 
per ft.; -in., 114%c. per ft. Lawn 


sprinklers, Rain King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are 
little slack at present. Prices show 
change. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
Single strength A, 
25-in. bracket, 85 r cent discount; 
single strength A, 34 to 40-in bracket, 
82 per cent discount; singie strength 
A, all other brackets, 81 per cent 
discount; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb. commercial, 
$3.40 per 100 Ib. 


HATCHETS.—Sales are good at new 
prices effective March 15. 


We quote from jobbers’ stocks, 
f.o.b. Clilcaae: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.: 


medium quality hatchets, No. 2 
shingling, $8.00 z.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLED HAMMERS.—The demand 
is active. Prices are as follows, effec- 
tive March 15: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-0z. 
nail hammers, $12.00 doz.; Maydole, 
$12.60 doz.; 16-oz. machinist ham- 


mers, first quality, $9.20 doz.;: Com- 


from jobbers’ stocks, 


petitive grade, 16-oz. nail hammers, 
$6.00 to $8.00. 

HANDLES, AGRICULTURAL.—Busi- 

ness is good and there is no change in 

prices. 

We quote 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4'%4- 
ft. omg doz.; 5-ft., $5.50 doz.; XX, 
4%-f $4 doz.; 5-ft., $4.80 doz; X, 

$2.40 doz., 5-ft., $2.80 doz. 

a Fork Handles. —Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., Ry 50 he ph 4\4- 
ft., $5.75 , $4.5 
doz.: 5-ft., $5.§ bent. “i, 
ft., $3 doz.: 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.: 41%4-ft., $5.10 
a? xX bent, 4-ft., $4.15 doz.; 4%, - 

, $4.40 doz.; bent, '4-ft., $2.60 doz.; 
i‘ -ft., $2.95 do 

rden Hoe Handles. —XX, 4\%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handies.—XX, 5% - 

ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 
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agp ener —Regulng pattern, 
XX, 4% -ft., $5.90 doz.; X, 4%-ft., 
$3. 90 doz.; D. handle, best grade, $7. 95 
doz.; X grad e, $6 doz. 

Spade WHandies.—D handles best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are firm 


and there is a steady demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

_ Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—There is an active demand 


and ee are firm. 


ea from jobbers’ stocks, 
sone Chicago: Heavy strap hinges, 


in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
Prices are 


rather slow at this time. 
firm. 


We quote from 
wo" Chicago: 


jobbers’ stocks, 
White Mountain, 

t., $4.85 list; 2-qt., > 65 list; 3-qt., 
$6 5 list; 4-qt., $8.2 5 list; 6-qt., 
$13.50 list; 10-qt., 
12-qt., a list; 15-at., 
: , $33.20 list; 25-qt., 
. " 1-qt., $4 list, 2-qt., 

ist; rary 6. 

$8.60 list; 8- -qt., 1.10 list. 
All the above less per aaa dis- 
count, Alaska, 1-qt., $2.95 list; 2-qt., 


$3.45 list; 3-qt., $4.10 list; 4-qt., $3 
list; 6-qt., $6.30 list; 1320t" $8.20 list; 
10-qt., $10.75 list; et $14 a 
15-qt., $17 list; 20- sat $21. 50° list. 


discount of 20'and 10 per cent on an 
above prices. 


LAWN MOWERS.—tThere is very little 


spring buying as yet. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 1014-in. 
wheels, $10 each; 16-in.,.plain bear- 
ing, 4-kKnife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4- knife, 9-in. ‘wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. Wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—The demand 
Prices are unchanged. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 pér keg base. The extra for 
galvanized nails is now $2 for 1-in. 
-_ longer, $2.25 for shorter than 
-in. 


OIL STOVES.—Spring buying is un- 


developed as yet. 
Oil Cook Stoves 


PERFECTION— 
ES 2 ae 
a 2 we me... ccccscccone Be 
BuO, F464 & BUSMOTBi cc cccccccccsce 2B.00 
EUG... GO © DUPMOTB. -ccocscccccceds 0:00 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more: on 
less than 10, 30 per cent. 


ts hg (Improved Model)— 


NO. 42 2 DUFMOPS...ccccccccce ce Hh t.O0 
INO. 43 3 DURTIOTS..ccccccccccess 22.50 
INO. 44 4 DUPMOPB...ccccccccccce 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
TT +4 50 
Ue 
BOO. Sle BS DUPMOTB..ccccccccces 99°00 
Dea, eee &. WUINEG, oc cccecceecr 28.00 
No. 215 5 burmers............. 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only....... . 8.00 
No. 1105 high shelf only........ 


9.75 
With vitreous enameled stove tops 
and splash backs: 


Pes SO OS OUCMOTGs cc ccccccccers $35.50 
BO, Bee | WUPMOTR. oc ccccecceses 44.50 
Nesco dealers’ discount, 30 and 5 


per cent. 


is only fair. 
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Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 


Dealers’ discount, 30 and 5 per 

cent. 
Ovens 
PERFECTION— 

No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass "som el . 2.70 
No. 121G 1 burner glass door.. 4.90 
No. 112G 2 burners glass door... 6. 00 
EE cent cenit Code ah ake 6.15 

Dealers’ discount, on 10 or sco 


30 and 5 per cent; 


less than 10, 30 


per cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 
Dealers’ discount, 30 and 5 per 
cent. 
Water Heaters 
Prerteetsem FeO FBR. ck cscccccces $40.00 
Perfection No. 421.....ccccccce 80.00 
Perfection discount, 30 and 5 per 


cent in lots of 10 or more; 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. 


less than 


each. 


Perfection and Puritan, $4 per doz. 


and $48 per gross. 
Discounts same as on 
stoves, ovens and heaters. 


oil cook 


PAINTS AND OILS.—Prices are un- 


changed this week. 


We quote from 
f.o.b. Chicago: 

Linseed Oil.—Raw, 
per gal.; 5-barre! lots, 

Linseed Oil.—Boiled, 
a per gal.; 5-barrel lots, 


barrel 
S9ec. 


ga 
Turpentine.—Barrel lots, 
gal. 


jobbers’ 


stocks, 


92c. 
gal. 
lots, 
92c. per 


$1.17 per 


lots, 


Denatured Alcohol.—Barrel lots, 
45c. per gal.; steel drums extra $6, 
returnable. 

White Lead.—100-lb. kegs, $15.25 
500-1b. lots saa 10 per cent; 50-lb. 
kegs, $7.7 »-Ib. kegs $3.90; 
12% -lb. “Bh $2. 

Shellac. mer 7 1 Ib. cuts) white, $2.90 
per gal.; orange, $2.60 per gal. 

English Venetian Red.—lIn barrels, 


$3.50 to $6.75 per 100-lb. 
eet d Paste.—Barrel lots, 


PYREX WARE.—There 


7%c. per 


is a fair 


amount of business being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

ROLLER SKATES.—tThere is a stead- 
ily increasing demand and prices are 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Chlenme: Union roller skates 
for boys, $1.40 per pair, for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Sales show 
a seasonably increasing volume. Prices 


are unchanged. 


We quote 
f.o.b. Chicago: 


from jobbers’ 
Best grade slate sur- 


stocks, 


faced prepared roofing, 2.30 per 
square; best grade tale surfaced, 
2.65 ve square; medium talc sur- 
aced, o1.56° square; light tale sur- 
faced, per square; red rosin 
oe ay "S57 per ton. 
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ROPE.—tThere is a satisfactory de- 
mand. No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; No. 1 Manila Standard 
brands, 25\%c. per lb.; No. 2 Manila, 
241%4c. per Ib.; No. 1 Sisal, 
lb.; No. 2 Sisal, 16%4c. per 


SASH CORD.—Sales are normal and 
prices are unchanged. 


17%c. per 
b. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $8.45 per doz. hanks; No. 3, 


$9.65 per doz. hanks. 
SASH PULLEYS.—Prices are firm and 
_— are satisfactory. 


uote from jobbers’ stocks, 
f.o. — Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, '2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 


barrels, 4&c. doz. 
SCREEN DOORS AND WINDOW 
SCREENS.—The demand is only fair, 
as the season has hardly opened. 
Prices are somewhat lower than last 
year. 


We quote 
f.o.b. Chicago: 
266, 2-8 x 6-8, $20.35 doz.; 
x 6-8, $24.55 doz.; No. 311, 2-8 x 6-8, 
$29.20 doz. Window Screens: No. 1833, 
$4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—tThere is a fair volume of 
business. 


from jobbers’ stocks, 
Screen Doors: No. 
No. 296, 2-8 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 77%-20-10 per cent new list; 


round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 


cent new list; round head _ brass, 
7214-20-10 per cent new list. Jap- 
anned 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 


Sales are good and prices firm. 
stocks, 


We quote from _ jobbers’ 
f.o.b. Chicago: Warranted 50-50 
solder, $43 per 100 lb.; medium 45- 
55 solder, $42 per 100 Ib.; tinners’ 
40-60 solder, $41 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
$13 per 


standard No. 4 babbitt metal, 
100 Ib. 


STEEL SHEETS.—A steady trend of 
sales is reported. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ilb.; 28-gage black 
sheets, $4. 25 per 100 Ib. 


WIRE GOODS.—Business is fair and 
prices are unchanged. 


We quote from jobbers’ stocks, 

f.o.b. Chic ago; No. 8 black annealed 
wire, $3.06 per 100 Ib.; No. 9 gal- 
vanized plain wire, $3. 50 per 100 .: 
Catch weight spool galvanized c attle 
or hog wire, $3.85 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spool. Polished fence staples, $3.50 
per 100 Ib.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.;: 12-mesh galva- 
nized wire cloth, $2.00 per 100 sq. 
ft.: 14-mesh bronze wire cloth, $5.75 
per 100 sq. ft. 
Apex Wire Cloth.—Black, 12-mesh, 
$1.75 per 100 sq. ft.; galvanized, 12- 
mesh, $2.15 per 100 sq. ft.; 14-mesh, 
$2.55 per 100 sq. ft.; bronze, 14-mesh, 
$6 per 100 sq. ft.; 16-mesh, $6.60 per 
100 sq. ft. | 

Galvanized Poultry Netting.—57'!.-5 
per cent discount; galvanized after 
made poultry netting, 52%4-5 per cent 
discount. 


WRENCHES.—Prices are unchanged. 
Sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount: Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-14 
per cent discount. 

Snap-on Wrenches. — Radio and 


electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 


Set, $14. 85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver 
Set, $3. 40: No. 900 Square Socket 
Set, $3.70. All Snap-On Wrenches 


less 40 per cent, 
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Brisk Pick-Up Trade 
Expected in New York 
During April and May 


M 


along consistently. 


ARCH business in the New York wholesale hardware market 
was directly affected by unseasonal weather, with the result 


that sales fell off somewhat in spring lines. 
In view of the low volume on seasonal necessities 


Staple items moved 


in March, the trade expects a brisk pick-up demand during April and 


May. 
spring-like weather. 


It is said that this demand will begin with the first run of 


Collections have been about 10 per cent slower than for the same 
period of last year, but were showing some slight improvement at press 


time. 


Prices are fairly firm in most lines. Advances are predicted on gal- 
vanized sheets, nails, and it is said that when present wholesale stocks 
on garden hose are gone, the prices will advance. 


Good Demand Reported for 
Roller Skates 


There has been a good wholesale 
demand for roller skates in the New 
York market. Unsuitable weather has 
retarded retail sales somewhat, but 
the trade believes that a few more fine 


| 


ale 41%4c. each, less 5 per cent 


in dozen [Iots. 





Higher Prices Expected on 
Wire Nails 


It is generally understood that there 


may be higher base prices on wire 
nails, purchased in the second quarter. 


days will start the ball a-rolling on | 


roller skates. Prices are firm, and 


stocks adequate. 


JOBBERS’ QUOTATIONS Lh RE. 
TAILERS F.O.B. NEW YORK 

Roller skates, No. 5, boys, $1 42; 
No. 6, girls, $1.52 per pair 


All Hammers Now Higher, 
Announce N. Y. Jobbers 


The early part of January two or 
three hammer and hatchet companies 
announced higher prices. Since that 


time practically all of the leading man- | 
Last | 


ufacturers have followed suit. 
week hardware jobbers reported that 
all hammer prices show an approxi- 
mate 12% per cent advance over 1925 
prices. 


Rubber Hose Very Active— 
Contractors Are Buying 


for rubber garden hose throughout the 
metropolitan district. 


At press time the wholesale distribu- 
tors in New York were still quoting 
wire nails at $3.35 and brads at 70 and 
5 to 70 and 10 per cent off list. 





Galvanized Sheets Stronger 


Metropolitan distributors of sheets 
are quoting galvanized 28 gage at $5.65 
per 100 lb. and black sheets same gage 
at $4.50. Last week the galvanized 
sheet price was from $5.50 to $5.65 
with much of the business going at 
the lower figures. Today the $5.65 
price is holding firmly, according to 
information at press time. 





Battery Sales Very Heavy 
for Radio Use 


New York hardware jobbers report 


a very heavy demand for dry cell bat- 
_teries, particularly B batteries for radio 


, use. 


Dry cells have been very active, 


_and are still quoted at 28c. in this mar- 


This is believed | 


to have come largely from building | 


contractors and road repairing crews, 
both of whom use considerable rubber 
hose in their work. There has not been 
a very substantial consumer demand 
for garden purposes, due to unseason- 
able weather. When present stocks 
are sold, prices are expected to be 
higher as manufacturers raised the 
yrice Jan. 1, 1926. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS F.0.B. NEW YORK: 


Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 650 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11%4c., in 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 14%c. ft., in 60 ft. 
lengths, l4c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per 
ft., in 50 ft. lengths, 10c. per ft. 

Nozzles, Standard, heavy, $6 per 
doz., less 5 per cent. Competitive 


There has been a very active demand | ket, in spite of the oft reported pre- 
diction that the price would go to 32c. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 


Franco “A’”’ storage battery, 90 
ie $9.35 each; 120 amps., $10.65 
eac 


Batteries, No. 6, dry cells, ignition 


type, 28c. to 32c. each in standard 
package. 

Radio “B’’ batteries, unit package 
quantities. No. 766, $1.30 each: No. 
764, $1.14 each; No. 767, $2.44 each: 
No. 772, $2.44 each: No. 770, $3.09 

“C’’ batteries, No. 771, 39c. 


each: 





Demand Is Fair for Bolts. 
Nuts, Ete. 


There is a fair demand for bolts, 
nuts, lag screws and kindred staple 
items. Prices have been maintained, 
and there is very little talk of any price 
changes. 
factory. ; 

















Wholesale stocks are satis- | 
kept up fairly good. 


April 8, 1926 


JOBBERS’ aie Be ge TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Machine bolts, 3 by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, by 6 
and smaller, 40 off list, larger and 
longer, 40 off list. 

Stove bolts, 50 and 7% off list. 

Lag screws, 50 and 7% off list. 


Lawn Roller Sales Fair— 
Prices Are Firm 


There is a fair demand reported for 
waterweight lawn rollers. Prices are 
firm, and stocks apparently in good 
condition. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

2, 


Waterweight lawn rollers, No. 


$9 each; No. 4, $10.70 each: No. 5, 
$13.35 each; No. 7, $15.35 each: No. 
9, $17.35 each. 





Interest Is Fair for Ice Cream 
Freezers 


New York jobbers state the bulk of 
initial spring stock orders has been 
placed, and that until warmer weather 
stimulates consumer demand they do 
not expect heavy replacement orders. 
Prices have been firm generally. Whole- 
sale stocks are adequate. 

JOBBERS’ gl gee TO RE.- 

TAILERS, F.O.B. YORK: 

Alaska Freezers. ae i $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each: 

qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 


$3.35 each; 2 qt., $3.90 each; 8 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each: 8 aqt., $9.35 each; 10 at., 
$12.50 each. These are list prices 


which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$5 65 each; 3 qt., $6.75 each: 4 at., 
$8.25 each: 6 qt., $10.45 each: 8 qt., 
$13. 50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 

Auto-Vacuum 
$3.33 net: No. 2, 
net, and No. 4 These net 
prices to dealers show a discount of 
3314 per cent off list. 


Wire Cloth Prices Vary in 
New York Market 


There is one quarter cent variance 
on wire cloth prices in the New York 
market, particularly on copper and 
bronze. We are quoting for your guid- 
ance a range in prices in effect at press 
time. 


Freezers.—No. 
: No. 3, $5. 3 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS F.O.B. NEW YORK: 

teed cloth, ‘es ce 14 mesh, $5 to 
$5.25; 16 m $5.5 o $5.75. 

Bronze, ve rae "887 50 to $5.75; 16 
mesh, $6 to $6.25. 

Opal, 12 mesh, $2.30: 14 pam. $2.45 
to $2.60: and 16 mesh, $3.15. 

Apex, 12 $2.30: 


mesh, 14 mesh, 


$2. 50: and 16 mesh, $3.15. 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15¢e. per 100 sq. ft. 





Screw Demand Consistent in 
New York Market 


A consistent demand continues for 
screws, according to reports from New 
York wholesale hardware distributors. 
Reing a staple line, screw sales have 
Stocks are ample. 











April 8, 1926 


HARDWARE AGE 
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Consistent Demand in New EKngland— 


Weather Retards Sale of Spring Goods 


Me: year. 


February, this year. 


goods, rather than to hardware in general. 


(Boston office of HARDWARE AGE) 


ARCH sales by New England jobbers in general were equal 
to or slightly better than those for the corresponding month 
They were quite noticeably better than those for 
This showing is attributed to sales of spring 


Weather conditions are 


still against a free movement of spring goods out of retailers’ hands, 


however, the season being two or three weeks behind last year. 


It 


will be, under the most favorable conditions, another week at least 
before soil conditions in the lower half of New England are such 


that land can be worked to advantage. 


It will be longer than that 


for the northern half of these States because there still remains 
much snow and ice in Maine, New Hampshire and Vermont, and 
farmers and city gardeners are giving more thought to keeping 


warm than they are to planting. 


Jobbers report a further slowing up in collections. 


They also go 


on record with predictions that April business, unless conditions 


materially improve, will fall behind last year. 


Presumably because 


of business conditions, the recent drastic slump in security values 


has left its impress on the retail hardware trade. 


Already it has 


been brought to its attention that at least some people planning the 
construction of new homes this spring have indefinitely postponed 


action because of the slump in stock market values. 


The fact that 


painters and carpenters in greater Boston have been granted an in- 
crease in wages from around $1 to $1.25 per hour is unfavorably 
commented upon in hardware circles, the fear being expressed that 
the higher wage will check building. 


BALANCES. — 


somewhat better 


movement of balances out of stock is | 


reported by jobbers here. 
retail dealer is ordering: cautiously, 
however. 


We quote 

stocks: 
Spring Balances.—No. 3, $3 per 

oo. list; No. 51, $6; No. 81, $8; No. 
$16; No. 273, $30; No. 87, $84. 

a SB of 35 and 5 per cent. 


BOTTLES.—Local wholesale houses 
say Landers, Frary & Clark, New 
Britain, Conn., are out with new bottle 
lists, which, while showing no material 
change in prices, deal with a more at- 
tractive looking line of goods. 


BARN DOOR HANGERS.—Business in 
barn door hangers, while not brisk, is 
steady, and bookings by jobbers for 
March ran a little stronger than antici- 
pated. 


A quote from Boston jobbers’ 
stoc 

Barn Door Hangers.—Topping line, 
Storm King, $9.60 per doz. pair net; 
World’s Best, $17.28; Safety, $12; 
Tandem, $17.76. 


BICYCLES AND TIRES.—Although 
weather conditions have been against 
sales of bicycles and tires, it is rather 
surprising the number of bookings made 
in the wholesale market here recently. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s 20-in., $30.50 each 
net; 22-in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20-in., $32.75; boys’, 
18-in., $29 


from Boston jobbers’ 


Bicycle ‘Tires.—Guaranteed, $4 per 
pair net; Thomproof, $4.25. 


The average | 2Way at bits, 


BITS.—Retail 


dealers keep picking 
replenishing run out 


_ stocks, yet taking conservative amounts 


| 


| 





of merchandise. 


We quote from Boston jobbers’ 
stocks: 

Augur Bits.—Electric 10-16ths, $6.2 
per doz. net; 11-16ths, $6.60. Car aen- 
ters’, 8-16t hs $5.30; 9-16ths, 
10- 16ths, $6. 25; 12- 16ths, $7. 10. 
32% quarters, ‘in boxes, $7.40 the set, 


in canvas rolls, $7.50. 


BOQUET HOLDERS.—The pre-Memo- 


rial Day demand for boquet holders is 
running slightly heavier than a year 
ago. 
We quote from Boston 
stocks: 


jobbers’ 


Boquet WHolders.—Glass, No. 14, 
60c. each net; iron, tulip, No. 2, 
35c. each net; tin, No. 22, $1.40 per 


doz. net. 

BUILDERS’ HARDWARE.—tThe ad- 
vance in carpenters’ wages to $1.25 an 
hour will, it is feared by some of the 
hardware trade, retard at least a certain 
percentage of proposed construction this 
spring. Builders’ hardware, neverthe- 


less, is moving in seasonable quanti- 


ties. 


We 
stocks: 

Lock Sets.—Steel, 
inside sets, $5.50 


quote from Boston jobbers’ 
$6 per doz. net’ 
er doz.; steel bit 
front door sets, $1.50 each; bronze 
inside sets, $20 per doz.; bronze bit, 
front door sets, $2.50 each; bronze, 
cylinder front door, $6.50 each, 


CAN OPENERS.—Further encouraging | 
reports are given out by jobbers re- | 


garding the sale of can openers. 














We jobbers’ 
stocks: 

Can Openers.—Edlund line, —*" 
hold size, with bracket, $2.25 each 
list; hotel size, $5. cusehotd size 
with wall bracket, $2.25 each list, 
hotel size, $65. 

Discount, 33% per cent. 


CEMENTS.—Certain jobbers profess to 
see an improvement in the demand for 
all kinds of cements. Others give less 
optimistic reports. Generally, aggregate 
weekly sales are about on a par with 
those for 1925. 


We quote 
stocks: ; 
Stove Lining.—Rutland, No. 3, $2.16 
per doz.; No. 6, $3.60; No. 10, $5.04. 
Patching Plaster.—No. 3, $1.80 per 
doz.; No. 6, $3; No. 10, $4.20; No. 


15, 
Crack Filler.—No. $1.80 per doz.; 
No. 5, $6. 


No. 2, $3; No. 3, $4. 20: 

in 1-lb. 
cans, 9c. per I1b.; in 5-lb. cans, 7c. 
er lb. 

Roofing Cement.—In 1-lb. cans, 15c. 
per lb.; in 3-lb. cans, 138c. per Ib.; 
in 5-Ib. cans, 12c. per Ib. 

Iron Cement.—In 3%-o0z. packages, 
$14.40 per gross. 

Liquid Roof 
containers, $1.20. 

Pipe Joint Cement.—In 1-Ib. pack- 
ages, 20c. 


CHURNS.—Churns are selling a little 
better, yet there is no real snap to 
business. 


quote from Boston 


Boston jobbers’ 


from 


Furnace Cement. —Biack, 


Cement.—In_ gallon 


We quote from Boston jobbers’ 
stocks: 

Churns.—Glass, 2-qt., $14 per doz. 
net; 3-qt., $17.75: 4-qt., $23. Jars for 
churns, 2-qt., $5.15 per doz. net: 
3-qt., $7.25; 4-qt., $8.50. 

Metal Hand Churns. — One-gal., 
$2.30 each; 2-gal., $2.75; 3-gal., "$3.50: 
4-gal., $4.95: 6-gal., $5.25. 


CLAM DIGGERS.—Now that the snow 
and ice along New England shores has 
disappeared an improvement in the de- 
mand for clam diggers is noted. 


We quote from Boston jobbers’ 
stocks: 
Clam Diggers.—Six tine, 
handle, $14.10 per doz. net; 
extra heavy, 6-in. handle, 
soe pattern, four tine, riveted, 


COD LINES.—Quite a few retailers lo- 
cated at seaboard points are taking cod 
lines more freely. Indications are their 
carryover last year was smaller than 


usual. . 

quote from Boston jobbers’ 

stocks: 
Cod Lines.—Tarred, No. 2, $1.10 ner 

doz., net; No. 4, $2. 20; No. 6, $3. 


CROQUET SETS.—Jobbers phon a 
orders for croquet sets are not coming 
in as fast as desired. Weather condi- 
tions are held accountable. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets.—Standard makes, 5% 
in. mallet, 4-ball, No. .38 per set 
net; No. H, $2. 75: §- ball, No. B, $3.38; 
6-in. mallet, 8- ball, No. N, $4; 8-in. 
mallet. 4-ball, No. AA, $4. ‘56: No. 
AA, $5.75. 


-CULTIVATORS.—Belated buying of 


cultivators is in order. 


Current book- 


| ings, however, are much smaller than 


those placed with jobbers earlier in the 


year. 
We quote 
stocks 
Solieatere. 
per doz. net; 


from Boston jobbers’ 


—_— Three-prong. $6.72 


five-prong, $9.6 
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CUTLERY.—Boston jobbers say the 
Geneva Cutlery Corp. has discontinued 
the manufacture of Genco shears. 


EGG CARRIERS.—Metallic egg car- 
riers are enjoying a somewhat broader 
call, thanks to the growing activities 
of the New England hen. 


We quote from Boston jobbers’ 
stocks: 

Egg Carriers. — New model egg 
crates, metal, capacity 1% doz., 88c. 
each net; 2 doz., $1.05; 3 doz., $1.23; 
4 doz., $1.40; 6 doz., $1.75. Regal, ca- 
pacity 15 eggs, l4c. each net; 30 eggs, 
6c.; 50 eggs, 47c.; 100 eggs, 84c. 
Cases with fillers, capacity 15 doz., 
$1.95 each. Poultry shipping crates, 
$1.68 each. 


FLY PAPER.—Additional business has 
been placed with jobbers here. Accord- 
ing to the nature dopesters it is to be 
a big season for flies and other pests. 


We quote from Boston jobbers’ 
stocks: 

Fly Paper.—8&S x 14-in., $1.90 per 
carton, net; in case lots (five car- 
tons), $5. 


Spray.—\%-pts., $4 per doz. net: 
pints, $6; quarts, $10; gallons, $32. 

Sprayers.—Standard makes, $2.80 
per doz. net. 

Ribbon.—In case lots (four cartons) 
$3.30 net. In less than case lots, 92c. 
per carton. 

Tree Tanglefoot.—1-Ib. $4.80 
per doz.: 5-lb. can, $22 doz.: 
10-Ib., $42; 25-lb., $96. 


GARBAGE CANS.—Underground gar- 
bage cans are growing in popular favor, 
as is attested by the number being sold 
through the jobbing trade here these 


can, 
per 


days. 

We quote from Boston jobbers’ 
stocks: 

Garbage Cans.—Sexton line, under- 
ground, No. 1, 17 x 19% in., steel out- 
Side, $9.50 each list; No. 2, 18 x 25 in., 
steel outside, $11.50; No. 5, 15 x 24 in. 
steel outside with cast iron. top, 
$13.50; No. 6, 18 x 24-in., steel out- 


side with cast iron top, $17; No. 50, 
17% x 24-in., concrete outside, cast 
iron top, $15.50; No. 60, 20% x 24-in., 
concrete outside, cast iron top, $19.90. 
Discount, 323% per cent. 
HANGERS.—In anticipation of the 
early resumption of spring building, a 
better demand for hangers is reported. 
We 
stocks: 
Hangers.— 


quote from Boston jobbers’ 


Timber or joist, No. 300, 
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for 2 x 6-in. timber, 18c. each, net; 
No. 301, for 2 x 8-in. timber, 20c. 
each, net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each, net; No. 403, for 2 x 
12-in. timber, 56c. each, net; No. 213, 
for 3 x 8-in. timber, 23c. each, net; 
No. 214, for 3 x 10-in. timber, 3lc. 
each net; No. 315, for 3 x 12-in. tim- 
ber, 60c. each, net; No. 319, for 4 x 
8-in. timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, 45c. each, net, 
No. 321, for x 12- ‘in. timber, 64c. 
each, net. 


POSTS.—Bookings of posts, ends, cor- 
ners, etc., so far this season are slight- 
ly behind those for 1925, but it is be- 
lieved that business will improve with 
the weather. 


We quote from Boston jobbers’ 
stocks: 

Posts.—Line, steel, galvanized, “na. 
ft., 67c. each net; 7-ft., 73c.; 7%-f 
46. 

End. — Steel, galvanized, 7'-ft., 


$3.94 each, net. 
$5.70 each, net. 

Caps, Etc.—Line post driving caps, 
40c. each net; ornamental fence tops 
for line posts, 20c.; for end posts, 40c. 

Corner. — Steel, ‘galvanized, 7%-ft., 


PYREX WARE.—Retail dealers con- 
tinue to take Pyrex ware in goodly 
quantities. In addition, they are tak- 
ing a wide assortment of styles and 
kinds. The cutting down of the line has 
materially helped in swelling sales this 
season. 
We 
stocks: 
Casseroles. 
round, 8-0z., 
1%-qt., $1.17; 
shallow, 1-qt., 
Round, cover, i-at., 
2-qt., $1.33. Oval, 
$1.17; 


1-qt., $1; 
With handles, 


$1.3 

aa Dishes. 
compartment, $1 
cover, $1.73. 
Pudding Dish.—Round, 
each net; l1-qt., 57c.; Yo-qt., 67c.; 
2-qt., 80c. Square, 11%4-qt., 83c. Oval, 
shallow, 10-0z., 30c.; 18 %-oz., 40c. 
Round, shallow, l-gt., 57c.; 1%-qt., 
67c. Oblong, 57c. 
Bread Pans.—Oblong, small, —_ 
each net: medium, 60c.; large, 

me Dishes.—Round, shaliow, “50c. 
each net. 
Ramekins.—Wide rim, 
each, net; French pattern, 
6-OZ., l7c. 


quote from Boston jobbers’ 
— Without handles, 


oat 


Be .33. 


— Round, double 
each net; with 


1%4-qt., 40c. 


4-0Zz., 13c. 
4-02., 13c.; 
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RULES AND LEVELS.—Fairly satis- 
factory orders for rules and levels are 
being booked by jobbers, but the aver- 
age retail dealer, they say, is buying in 
a hand-to-mouth way. 


We quote from Boston 
stocks: 

Rules.—Stanley line, No. 61, pauas 
joint, oe 
$3.48; No. 68, fourfold, hag No. 42, 
ship ‘carpenter’ s, $5.04; No. ‘él, draft- 
ing scale, $3.42. 

Levels.—Stanley line, No. 0, 28-in., 


jobbers’ 


ts 31 each pets No. p as i $2.22; 

No. 30, 28-in., $2.68; ‘0. "24 4-in., 
$4. 08. Sand, No 30, $5 ee :B No. 
28, $4.67; No. 30, “5. 


VACUUM CLEANERS.—Jobbers say 
Landers, Frary & Clark, New Britain, 
Conn., are making the usual April in- 
ducement on vacuum cleaners. For in- 
stance, the regular price is $41.50 each 
net, complete. For April the price 
is $35. 
WASHBOARDS.—Continued sales of 
washboards are in order, but, as com- 
pared with a month or so ago, business 
is quiet. 
We 
stocks: 
Washboards. — Colonial Kid, $2.80 
per doz. net; Colonial, Jr., $3.65; 
Hessian, $4. 25; Puritan, glass, $6; 


Bunker Hill, $6. 65; Plymouth, $6.25; 
double galvanized ‘iron Tory, $4.50. 


WASHING MACHINES.—Jobbers are 
beginning to secure orders for washing 
machines. Some of them feel that more 
of these machines will be sold this year 
than in 1925, owing to the attractive 
prices. 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Washing Machines. — Voos, sea 
wave, $99 each list; No. E25, ‘Dollie 
type, $94 each list. Discount 33% 
per cent. 


WATER GLASS.—Now is the time for 
the retail dealer to push sales of water 
glass. April eggs are the best for put- 
ting down, and prices for them are quite 
reasonable. 


We quote from Boston jobbers’ 
stocks: 

Water Glass.—Pints, $1.30 per doz. 
net; quarts, $2; gallons, $7. 





Why the Hardware Store is 
Logical Medium for 
Accessories 


(Continued from page 79) 


house, and he will lose interest. 
remove our tire and accessories department from our 
regular store and locate it in a separate building, we 
were influenced largely by our desire to give this de- 


When we decided to 


partment the undivided attention that we knew it 
deserved. We would not have made this move had 





place, I think I would point out that be. hes already 
40 per cent of an automobile accessories stock—in the 
way of tools, wrenches, etc.,—already on his shelves, 
and that consequently he would be filling out a line 


rather than adding a new one, 


“It is important for the merchant handling acces- 
sories for the first time to feel his way cautiously and 
assure himself of an adequate turnover at all times. 
I would suggest a representative stock for a start but 
would certainly caution him against overloading his 


shelves at the start.” 


“The hardware merchant selling automobile acces- 
Mr. Abel continues, 
pared to concentrate intensively on this line, and keep 
his stock from thinning out. Unless he does his business 
will gravitate to the local garage, or the mail order 


sories and tires,” 


“must be pre- 


’ 


not sales already attained substantial proportions. 

“We have found in Lancaster, and I believe that this 
condition applies generally, that automobile owners 
are usually liberal spenders and are usually fond of 
the out-of-doors, and are consequently good prospects 
for the sale of picknicking supplies. 
mobiles are the generally accepted mode of transporta- 
tion used by farmers coming into town, and accessories 
and tires afford an effective means of cultivating and 
holding this trade. 

“Here is another important reason why progressive 
hardware retailers carry automobile accessories and 
tires. They tend to straighten out the sales curve and 
thus offset the effects of seasonal depressions. 
sories are coming more and more to be an all-year 
line, while many of the items comprising the strictly 
hardware stock are not.” 


Further, auto- 


Acces- 
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Sales Show Increase in Pittsburgh— 
Movement of Spring Goods Better 


(Pittsburgh office of HARDWARB AGE) 


HE Pittsburgh hardware trade is beginning to wonder if win- 
ter will ever end. For the past few weeks just when it seemed 
as though spring was here, there has been a fresh recurrence 
of the kind of weather that holds down outdoor work, and, of 
course, hardware business has suffered. On the whole, however, the 
weekly checkup usually discloses that each week has shown a gain 


over the preceding week in point of sales. 


The movement, of course, 


is greatest in spring goods as distinct from all the year-around sell- 


ers. 


Even in these items, however, there is no question but that a 


period of bright warm days would be a helpful tonic to demand. 
No important price changes have been reported in the past week, 


the market reflecting the steady tone of primary markets. 


Collec- 


tions still are rather slow and some jobbers estimate accounts re- 
ceivable to be from 15 to 20 per cent greater than they should be, 
commenting on the tendency of retailers to let their bills run and 
not take advantage of the 2 per cent discount for payment in 10 


days. 


AUTOMOBILE ACCESSORIES.—Busi- 
ness in these lines is showing some in- 
crease, but it would be some exaggera- 
tion to say that trading was really ac- 
tive. Prices do not change much. 
Motor meters are somewhat cheaper as 
a result of increases of 3 to 5 per cent 
in discounts. 


Prices from jobbers’ 
Pittsburgh, follow: 

Spark Plugs.—A. C. plygs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.; lots of 50 to 99, 55c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list, lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES.— 

There is a very fair demand for tires 

and tubes, although orders now run 

more to fill-ins, rather than to pur- 

chases of a full line of sizes. Dealers’ 

prices for Mansfield tires and tubes: 
Fabric Tires. 


stocks, f.o.b. 


Size Non-Skid Grey 
Fabric Tubes 
30x 8 Cl $7.80 $1.80 
30x 3% Cl 8.90 2.05 
Cord Tires 
feavy 
Size Regular Duty Grey Tan 
Cord Cord Tubes Tubes 
30x 3 Cl $9.75 $1.80 $2.35 
30 x 3% Cl $9.95 12.65 2.05 2.50 
30x aif S.S. 11.85 15.75 
32x3%S8S.S 17.30 2.45 3.00 
31x4S8S.S. 15.50 18.70 3.00 38.70 
32x4S.S. 17.15 21.40 3.20 3.76 
33x 4S8S.S. 17.75 22.05 3.25 3.80 
34x4S5S.S. 18.50 22.75 3.30 4.00 
32x 4%S.S. 28.10 4.30 
°2x4% SS. 28.90 4.40 
34x4%S8.S. 29.55 4.60 











35x4%S5S.S8 30.40 4.65 
36x 4%58.8 31.20 4.85 
33 x5 S.S. 37.60 5.65 
35 x5 S.S. 39.00 6.05 
Truck Cords 
Size Tan Tubes 
32x af $35.50 $4.30 
33 x 4 36.2 4.40 
34x 4% 37.15 4.60 
30 x 5 42.00 5.15 
33 x 5 45.30 5.65 
34x 5 46.45 5.75 
35 x 5 47.60 6.05 
32x 6 71.85 9.65 
36 x 6 79.85 10.90 
34x7 106.05 13.25 
38 x 7 118.00 14.75 
40x 8 152.50 17.75 
Balloon Tires. 
To fit 20 in., 21 in., 22 in., 23 in. Rims. 
(rev 
Ply Casings Tubes 
29 x 4.40-21 in. 4 $13.85 $2.95 
29 x 4.75-20 in 4 17.90 3.55 
30 x 4.75-21 in. 4 18.65 3.70 
29 x 4.95-20 in 4 20.50 3.70 
30 x 4.95-21 in. 4 21.15 3.75 
31 x 4.95-22 in. 4 21.80 3.80 
30 x 5.25-20 in 4 23.45 4.00 
31 x 5.25-21 in 4 24.15 4.10 
30 x 5.77-20 in 6 30.85 4.70 
32 x 5.77-22 in 6 32.80 4.85 
33 x 5.77-23 in 65 34.85 4.90 
33 x 6.00-21 in. 6 32.80 5.70 
32 x 6.20-20 in. 6 35.50 6.25 
33 x 6.20-21 in. fi 37.05 6.55 
33 x 6.75-21 in. 6 40. 6.70 
34 x 7.30-20 in. 6 46.2 7.60 


AXES.—Leading = have 
reaffirmed former prices. Current de- 
mands are only moderately large. 
Jobbers quote first quality axes per 
_ 
to 4 Ib. 3% to 4% Ib. 4 to 5 Ab. 


Single bit > $14.00 $14.60 $15. 
Double bit 19.50 20.10 20. 70 


BATTERIES.—There is still a very 
good demand for batteries for various 
uses, but lengthening days, of course, 
means less use of radio sets and flash- 
lights, and sales are not quite as heavy 
as they were during the winter. 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 

Each Sach 

ie eee $1.05 $0.97 

Sf Sere 1.22 1.14 

re 1.32 1.22 

c ee 1.40 1.30 

c —_— 2 2.62 2.44 

SS. see 2.62 2.44 

a aieaae 3.33 3.00 

3S eer 42 .39 

aa 40 .35 





No. 6 dry cells, ignition type, unit 


packages, 32c. each; broken, 36c. 

Flashlight.—No. 935, 9%c. each; 
No, 950, 10%c.; No. 790, 22c.; No. 
5 2it%ec.; No. 750, 18c.; No. 761, 

Cc. 

Hot Shot.—No. 1461, $1.70; No. 1662, 
$2.35. 
BOLTS, NUTS AND RIVETS.—De- 
mand for these lines is notable for its 
steadiness rather than its size. Prices 
for bolts and nuts established 15 months 
ago still are holding and resale prices 
of rivets are steady in spite of some 
irregularity in the factory prices. 


We quote out of jobbers’ stocks as 
follows: 
Machine bolts, small rolled threads, 

50 and 10 per cent off list; all sizes 

cut threads, 50 per cent off list; car- 

riage bolts, small rolled threads, 50 

per cent off list; all sizes cut threads, 

45 per cent off list; stove bolts, 75 

per cent off list; tire bolts, 40 and 

10 per cent off list; nuts, hot pressed 

blank or tapped, 3.35c. off list, c.p.c. 

and t. blank or tapped, 3.35c. off list: 

rivets, small wagon and tinners’, 60 

per cent off list. 
BUILDERS’ HARDWARE.—tThe pros- 
pect is that this spring and summer 
will see an unusual amount of building 
construction in Pittsburgh and the sur- 
rounding territory and already the de- 
mand for builders’ hardware is begin- 
ning to reflect that prospect. 


CARPET SWEEPERS.—Very steady 
demand continues for full-sized carpet 
sweepers, but this market is not a big 
one for toy sweepers. Jobbers quote: 


Grand Rapids, japanned, $44 per 
doz.; nickeled, $48; Universal, $42; 


Standard, $36. 
Toy sweepers, Little Gem eS = 
ittle 


6 doz. carton), $3.75 per doz.; 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CONDUCTOR PIPE.— Demands are 
somewhat larger than they were re- 
cently, but the weather is not yet set- 
tled enough to permit of sustained out- 
door work and the market can hardly 
yet be called active. Jobbers quote: 


Galvanized, 3-in. No. 28 gage, $5.35 
per 100 ft.; copper, 16-o0z. 3-in., $23.75 
per 100 ft. in lots of 100 ft. or more; 
small lots higher. 


GALVANIZED HARDWARE CLOTH. 
—Sales of this line are gaining with the 
approach of spring. Jobbers quote: 


24 to 48 in. widths, %-in. mesh, 
4.25 per 100 sq. ft.; %-in. mesh, 
4.50; %-in. mesh, $4. 75. 


GALVANIZED WARE.—There is a 
seasonably good call for the various 
items under this heading with recent 
prices holding. Jobbers quote: 
Washtubs.—With wringer attach- 


ment, No. 22, $8.50 per doz., No. 23, 
$10; without vag ee attachments, 
No. 2, $7.75; No. 3, 

Pails. —Water, 12- qt.. $2.65 per doz.; 
14-qt., $3: fire, 12-at., $4; cement, 
14-qt $10; chamber, 10-qt., $7.20 
12-qt., $8; well buckets, 10- at. $4.50. 

Refri erator Pans.—No. 2, $4. 50 per 
doz.;: No. $6: No. 4, $7.5 


Garbage Cans. —Cans vith lids, Be- 


5 dai No. 1, $3 each: No. 2. $3.5 
No. 3, $4: Hercules, No.-171, “$3: No 
181, $3.2 25; No. 191, $3.60. 
GARDEN IMPLEM ENTS. — Retailers 
are beginning to build up their stocks 
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in preparation for spring demands. 
The movement of tools and of hose is 
particularly good. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per doz.;: 
spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 
$12.75 r doz.; German hoes, No. 
3-0, $7.20 per do 

Hose.—In 250- fi. reels, % in., 10c. 
per ft.; % in., c.; % in., llc.; in 
50-ft. lengths, “e per ft. higher; 
Gem spray nozzles, $6 a doz. 

gat aceon Cans.—4- -qt., $6 

, $6.60 $7.50; 10- =< 
$10; oo. 12.60. 

Reels.— Victor, $1. 1g 
No. 2, $2.60. Reeleasy, $1.3 
HOUSECLEANING SUPPLIES. — Al- 
though cold weather makes it necessary 
to keep the heating apparatus engaged 
end housewives usually do not like to 
start housecleaning until the fires are 


out, jobbers report a good demand for 


per doz.: 
$8.10; 


each; 


the various supplies required for such | 


work. Jobbers quote: 


Waxes.—Johnson paste wax, 1-Ib. 
85c.; 2-lb. cans, $1.70; 4-lb. 
cans, $3; 8-Ib. cans, $6; Old English, 
l-lb. cans, 85c.; 2-Ib. cans, $1.70; 4- 
cans, $3; liquid wax, Johnson, 
pints, 75¢. ; cnartn. $1.40; Old English, 
pints, 75¢.; quarts, $1.40. Dealers’ 
discount, 33% per cent. 

Sponges. —According to size and 
af $2 to $9 per doz 


Wall Sieaners.—Smoky City and 
Climax, $1 per doz. cans; Perfect 
paint cleaner, $3 per doz. 


Step Ladders.—Standard full rodded 
ladders, 28c. per ft., extra 46c. per ft. 


ICE CREAM FREEZERS.—tThe market 
is not active but at the same time de- 
mand shows some gain over that of the 
past few weeks. 


Alaska Freezers.—1l-qt., $2.95 each: 
2-qt., $3.45 each; 3-qt., $4.10 each: 
4-qt., $5 each; 6-qt. 30 each; 8-qt., 


$6 
$10. 715 each; 12-at., 
14 each; 15- -qt., $17 each, and 20- -qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1-at., 
HE each; 2-qt., $3.90 each; 3-at., 


sy 20 each; 10- qt., 


4.65 each; 4-qt., $5.70 each: 6-qt., 
7.25 each; 8-qt., $9.35 each; 10-at., 
12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2-at., 
$5.65 each; 3-qt., $6.75 each; 4-at., 
$8.25 each: 6-qt., $10.45 each: 8-at., 
$13.50 each, and 10- -qt., $18 each. 


These are list prices and are sub- 
ject to a dealer’s discount of 50 per 


a 

lizzard.—1l-qt., $4.65 each: 2-at.. 
5.50: 3-qt., $6.50: 4-qt., $8: 6-at., 
10: &-qat., $12: 10-qt., $17: subject to 


a discount of 55 and 7% per cent. 


Lightning.—1- . — each: 2-at., 
$5.50; 3-qt., $5.60; $8: 6-qt., $10: 
8-qt., $13: 10- -qt., S17, 12- qt., 21: sub- 


fect to a discount of 55 per cent. 


Arctic.—1-qt., 4 each: 2-qt., $4.60: 
3-qt., $5.55: 4-at., $6.80; 6-qt., $8.60: 
8-qt., $11.10: subject to a discount of 


50 per cent. 
INCUBATORS AND SUPPLIES.—The 
call for incubators has dwindled consid- 
erably in the past week or so, but job- 
bers report a surprisingly well-sus- 
tained demand for brooders and other 
hatching accessories. 


LAWN SUPPLIES.—Jobbers here re- 


port the past week to have been the | 


most active of the year to date in 
mowers and they are also moving a 
good many hedge shears. Lawn rollers 
are still slow. Jobbers quote: 


Mowers. — Plain bearing, 8-in. 
wheels, 12-in., $s each: 14-in., $5.25; 
ball bearing, 9-in. wheels, 14-in., 
$7.75: 16-in., $8: supreme ball bear- 
ing, 10-in. wheels, 14-in., $10.75: 16- 
n.. $11.25; 18-in., $12. 

Rolliers.—No. 3 size, $11 each: No. 
5, $12.50; No. 7, $15. 

Hedge Shears. — Western, 8-in., 
$1.25 per pair: 9-in., $1.49: 10-in., 
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-in., $1.75; 9-in., $1.90; 


$1.60; Disston, 8 
shears, Western, 


10-in., $2; a. 
85c. ‘Disston, $1.1 


OIL STOVES AND OVENS.—These 
lines are having some sale, but they 


are not yet moving with the snap that 


it was expected they might be at this 


| time. 
| Ovens 
PERFECTION— : 
No. 211 1 burner plain door... .$2.00 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners glass door... 6.00 
DL LE, edu cs dadeendesebeetes ee 6.15 
Dealers’ discount, on 10 or more, 





' 
' 


| 





30 and 5 per cent, less than 10, 30 


per cent. 
PURITAN— 
No. 42G 2 


burners glass door...$5.50 


Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 51 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 
a discount, 30 and 5 per 
SECURITY—(Net prices to retailers): 
No. 30 21-in. Plain Door... . $3.00 
No. 35 13-in. Plain Door......... 2.25 
No. 36 26-in. Plain Door......... 4.00 
No. 20 21-in. Glass Door......... 3.20 
No. 25 13-in. Glass Door......... 2.45 
No. 26 26-in. Glass Door......... .20 
No. 40 21-in. Twin Glass Door... 3.20 
No. 45 21-in. Twin Glass Door 

CM: Cnc ctaekwoning aden a’ 6% 3.80 
No. 46 26-in. Twin Glass door. 4.20 
No. 50 12%-in. Plain Door....... 1.35 
No. 55 12%-in. Glass Door....... 1.45 

Water Heaters 
Perfection No. 412.............. $40.00 
Perfection No. 421. acnnes a ee 

Perfection discount, "30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 

Oil Cook Stoves 
be yg ee 

‘s 424 ff eee $17.50 
No 73 3 ECE 22.50 
i ee Oe i cw te eee ee mid 28.50 
eee 39.50 

Perfection dealers’ discount, 30 and 


5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 


— $17.50 
OS GO 22.50 
No. 44 4 burners. re 28.50 
Puritan discounts. same as Perfec- 
tion 
NESCO— 
—-. 2 2 eC iesacean’ $ 9.50 
NO. 238 3 DUPMIOTS..... 2. .cccss 17.35 
No. 218 3 burmers..........-;. 22.00 
No. 214 4 burmers............. 28.00 
No. 215 5 burners......... Ye. 39.50 
No. 1192 high shelf only....... 5.25 
No. 1103 high shelf onlyv....... 6.50 
No. 1194 high shelf onls 8.0 
No. 1105 high shelf onlv....... 9.75 
With vitreous enameled stove tops 


and sylash back: 


No. 233 3 hurners..............$05.0 
No. 244 4 burmners.......... ... 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount, 30 and 5 per 
cent. 
ORNAMENTAL FENCE.—Interest in 


this line is growing as plans material- 
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white lead, 15%c. per lb. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and’an extra 2 per cent 
less in lots of a ton or more; turpen- 


tine, $1.15 per gal. in barrel lots; 
—_ linseed oil, 12.3c. per Ib. in barrel 
ots 


POULTRY NETTING.—The movement 
is really good, but it could be better 
as backward weather has exacted its 
toll upon consumption. Jobbers quote 
galvanized netting at 50, 10 and 10 per 
cent off list before and 50 and 10 per 
cent off list after weaving. 
FRUNERS.—tThere is a very steady de- 
mand for this line. Jobbers quote: 


Pruning shears $2 to $24 per doz.; 
| wood handled tree pruners $1.30 to 
$2.40 each. 


|SCREEN WIRE CLOTH.—The weather 
-has been a factor in keeping business 
down, but at that jobbers do not com- 
plain much about the volume of ship- 
ments against spring orders. They 
| quote: 
Black, 12 -—~" $1.80 to $1.90 per 





100 sq. ft. 12 mesh, $2.25. 
Apex, 12 mesh, 40. 25. Bronze, 14 
mesh, $5.7 


SHEET METAL.—Sheet copper is down 

'%e. per lb., but recent prices on sheet 

b inc from local warehouses are main- 

| ta ained. Business suffers from a back- 
ward spring. 

We quote sheet copper at 22%c. per 
lb. from jobbers stocks in lots of 
300 lb. or more and 26%c. per Ib. in 
single sheets; sheet zinc, 1l4c. per Ib. 
in loose sheets; 13c. in 100 lb. casks; 
12%c. in 300 1b. casks, and 12\c. 
in 600 lb. casks. 

| SHEET STEEL.—Local jobbers are do- 

ing a fair business, but are not running 
ahead of this time last year in point of 

‘sales. Mill prices of sheets are holding 

reasonably well in the face of a demand 
that is no tax upon capacity, and manu- 
facturers are light on backlogs and 
rolling schedules are subject to fre- 
quent change to accommodate the de- 

_mands. 

Prices out of St 2 jobbers’ 


stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 lb.; corrugated No. 28 
gage, 2%-in., $4. "14 per square; one 


ass cold rolled black, No. 28 gage, 
4.35 base per 100 lb. Armco ingot 
iron galvanized flat, No. 28 gage, 
$6.35; Toncan metal galvanized fiat, 
No. 98, age, $6.35; all for lots of one 
to nine bundles. 


WIRE PRODUCTS.—Business in these 
iines is showing steady expansion, with 
'prices holding quite steady on the 


various lines. 
We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 
(per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
No. Bet rears: Pe 3.05 3.50 
= eee rer 3.10 3.55 
 ‘f one 3.15 3.65 
OE ot ee CK eee 3.25 3.80 
ero 3.35 4.00 
A ne is ha 3.55 4.30 
Fre errr. 3. 75 4.50 


ize for lawn improvements. Jobbers | 
quote: 
Cvclone lawn fence, LX, 36-in., 
$7.20 per 100 lineal ft.: 42-in., $8.25: 


gates, 36-in., $2.75 each. 


PAINTING SUPPLIES.—For the first 


time this year it is possible to report 
a good demand for paints and painting 
supplies. 
only a few days of good weather, visual- 
ize a really active market when the 
right sort of weather arrives. 


Prices to retailers: 
Ready mixed paints, 
$3.10 per gal.: lower grades, 
’ 


best grades, 
$2.50: 


Since this is the result of | 


Barbed wire (per 


2-point cattle ........sccccccces 2.93 
2-point hog .... 314 
4-point cattle ..........e+seevee 3.13 
See BE occccesccccsccccsveses 3.34 
2-point cattle (special) ........ .23 

Field: Woven wire fence (per 100 
ds): 
A a ee $39.00 

die a on a he beh SUNS RE 54.75 

Poultry 
rrr yes. $35.60 
3 errr rr, 43.00 
arr rerrr 48.50 

Steel Fence Posts: 
Mi we Sdee~sae hee s4Gn0¥ coe 50c. each 
6-ft. pennennesn ene essere ¢4.eeeE pe 

SE ere Sere ee ach 


7- 
| Bright nails base 
$3.00. 


per Udy 8. 90 to 
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Spring (Goods Moving Slowly in Cincinnati— 


Retailers Look for Increased Activity 


(Cincinnati office of HARDWARE AGE) 


a generous increase compared with that in February, but the 


Bee ESS done by Cincinnati jobbing houses in March showed 


volume of sales fell short of those in the corresponding period 


last year. 


With the continuation of winter weather well into the 


normal spring season, it is not surprising that most spring commodi- 


ties have been moving slowly. 


Jobbers have been busy delivering goods ordered last fall, but 
many products which are in the greatest demand in April and May 
remain unsold. However, this peculiar situation will probably auto- 
matically adjust itself as soon as this territory is favored with a 


week or two of warm weather. 


Despite the lack of demand for 


many items, prices are holding up well and there is not a single 
instance of a decrease of importance, with the exception of that on 


small-sized tires. 


The most encouraging local factor is the sustained activity in 


staple goods. 


Reports from manufacturers in this city indicate 


that they are operating at a fairly good rate and that workers 
are well employed. Apparently retail business should be prosper- 


ous in the next few months. 


However, retail hardware dealers state 


that their sales have been retarded by the inclement weather, but 
there has been a perceptible improvement in the last week. 


AUTOMOBILE ACCESSORIES. — — 


While there has been no increase in the 
volume of sales there is a better tone 
to the market. The movement of spring 
goods continues to lag and no definite 
pickup in business is expected until the | 
winter season ends. With the excep- | 
tion of a decrease in the ‘price of 30 x 


3% cord tires, prices remain un- 
changed. 
We quote from Cincinnati jobbers’ 
stocks: 


Tires.—30 x 3 Beaver fabric casings, 
$6.75 each; 30 x 3 Badger fabric cas- 
ings, $ 50: 30 x 3 Beaver cord cas- 
ings, i 50; 30 x 3% Beaver cord cas- 
ings, $9.75: 30 x 310 Badger stand:urd 
cord pmed = Ming $10.75; 30 x 3% Badger 
commercial cord casings, ge 31 x 4 
Beaver cord casings, $15.40; 31 x 4 
Badger standard cord casings, $19.25 
33 x 4 Beaver cord casings, $17.60; 33 
x 4 Badger standard cord casings, 
te 32 x 4% Beaver cord casings, 
22.40; 32 x 4% Badger standard cord 
casings, $28; 29 x 4.40 Badger stand- 
ard balloon cord casings, $13.85; 29 x 
4.40 Beaver balloon cord casings, 
$20.50; 31 x 5.25 “ew ' cee bal- 
loon cord casings, $24. 

Tubes.—30 x 3 tiene standard, 
$1.80 each; 30 x 3% Badger standard, 


$2.05; x 4 Badger standard, $3; 
33 x 4 Badger standard, $3.25; 32 x 
4%, Badger extra heavy, $4.30; 29 x 
4.40 Badger extra heavy for balloon 
tires, $2.95. Die Wiad win 

Jacks.—No. 10 Ajax, 85c. each; No. 
9 Ajax, $1.05 each; No. 60 Ajax, $2.50 
— 

umps.—No. 11, 55c. each; Big Boy, 

$1. 5S each; Arvin, $1.85 each. 

Bumpers. —Marquette Ford front 
bumper in black, $3.32 each; Mar- 


quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards 
for Fords, $6.12 a pair. 
Fenders.—Ford fenders, $7.45 a set; 
commercial fenders, $3.10 a pair. 
Luggage Carriers. — Luggage car- 
pea 90c. each; 80c. in quantities of 


30 x 3% Ford cord tires, $8.25 each; 
in lots of 10, $8. 

AXES.—Business is about normal for 

this time of the year. Retailers are 

carrying a moderately large stock and 

are amply prepared to meet current 

needs. Prices are the same. 














| 
| 
| 




















We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65. Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75; double bit 
base weight unhandled axe, $20. 


/AGRICULTURAL HANDLES.—Ship- 


ments to the retail trade have attained 
fairly satisfactory proportions. The 
unfavorable weather, however, has held 


back activities in March. Quotations 
are firm. 
We quote from Cincinnati jobbers’ 
stocks: 
Hay fork, 5%%-ft., $2.85; 5%-ft. 
bent hay fork, $3.30; long manure 


fork, $2.45; cotton hoe handles, $1.85: 
wood D shovel handle, $4.80 


BOLTS AND NUTS.—A strenuous ef- 
fort to stabilize prices is being made 
by jobbers in this territory. Shading 
of quotations has been prevalent in 
many cases, but the granting of con- 
cessions is gradually being eliminated. 


| Sales have been fair in volume. 


We quote from Cincinnati jobbers’ 


stocks: Machine bolts, large, 50 and 
10 off; small 50, 10 and 10 off; car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 


off; larger sizes, 65 off. 


| BUILDERS’ HARDWARE.— Although 


March was below the same month a 
year ago in local building operations, 
there was a decided betterment over the 
previous month’s activities. Permits is- 
sued by the building commissioner in 
Cincinnati during the month just closed 
totaled 1609, entailing an estimated 
cost of $2,820,130. Building plans filed 





Hasps.—Common hinges, 70~=ooff;; 
safety hasps, 3-in., 9dc. single per 
doz. 44%4-in., $1.25; 6-in., $1.7 75. 

Butts.—Steel, dull brass and an- 
tique copper, case 3% x 3h, 
lsc. per pair net; 4 x 4, 28c. In less 
oe case lots, 34% x 314, 2l1c.; 4 x 4, 
oC 
Sash Weights.—Sash weights, 1.85c 

inside Sets.—Square bevel inside 
sets in case lots, $5.10 a dozen. 


CARPET SWEEPERS.—tThe § spring 
house cleaning period is bringing out a 
good demand for this product. Many 
retailers are carrying widely diversi- 
fied stocks. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 

CROQUET SETS.—A few orders have 
been taken for forward delivery, but 
the bulk of the season’s business is yet 


to be placed. 
We quote from Cincinnati jobbers’ 
stocks: 
No. 5, four-ball set, $1. 50; No. 10, 
six-ball set, 85; A. eight- 
No. 3, eizht- ball set, 
eight- ball set, 


lots, 


ball set, $2.15; 
$4.20; No. 3 $3.15. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—The market has been quiet, the 
slowness being attributed almost en- 
tirely to the inclement weather, which 
has interfered seriously with outdoor 
work. Jobbers anticipate a rush of 
business in April. Prices are strong. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.50 per 100 
ft.; 28-gage, 3-in., corrugated con- 
ductor elbows, $1.94 per doz.; 29-gage, 
3-in. corrugated conductor elbows, 
$1.51 per doz. 


|FILES.—A normal number of orders 


_the past two weeks. 


| 


| 


| 
| 


| 


| 


| 
| 


j 


‘has been received by local jobbers in 


Prices are steady. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—There has 
been a consistently good flow of busi- 
ness into local jobbing houses. Ship- 
ments to retailers total a moderate 
amount and fhe retail dealers report 
that they are well stocked to cover their 
requirements in the near future. Prices 
are the same. 
We quote from Cincinnati jobbers’ 


stocks: 

Galvanized Pails.—10-qt., $2.30 per 
doz.; 12-at., $2.55 per doz.; 14-qt., 
$2.90 per doz.; 1-qt., $3.40 per doz.; 
galvanized tubes, No. 1, $6.50 per doz. 


GARDEN HOSE.— Continuation — of 
winter weather has served to postpone 


' buying. Some shipments on contracts 











in the first quarter of 1926 call for an | 


expenditure of approximately $900,000 | 


less than in the corresponding period 
last year. Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 
light, 
60, 


10 
60, 10 and 10 off: 
10 and 5 off. 


and 10 off; 
extra heavy 
7 
, 


| 
| 
| 
| 
| 


‘GARDEN TOOLS.—Here again 


made last fall have been made by local 
jobbers. No change has been made in 
quotations. 


We quote from Cincinnati jobbers’ 
stocks: 

Rubber Hose.—5-ply, %-in., 84c., 
per ft. in 50-ft. lengths; 6-ply, %-in., 
10c. per ft. in 50-ft. lengths; 7-ply, 
%-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500-ft. coils, 
10ec. per ft. 


the 
situation is parallel to that in garden 











112 


aose. An improvement in sales is an- 
ticipated this month. 


We quote from Cincinnati jobbers’ 


stocks: 

Forks.—035 12 lowa hay forks, 
$12.25 doz.; 044% lowa manure 
forks, $15. 60. doz.; OHW Iowa spad- 
ing forks, $19.80 doz. 

Rakes.—14SM rakes, $5.64 doz.; 


a ?- 314 Peerless rakes, $9.84 doz. 

(;, LASS.—Business has shown a slight 
improvement, but a decided increase in 
sales is expected in April. Prices have 
been well maintained throughout a 
period of quietness in the local market. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A _ first 
bracket, 87 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A_ second 
and third brackets, 85 per cent dis- 
count; single strength B second and 
third brackets, 87 per cent discount: 
single strength A over the third 
bracket, 83 per cent discount; sin- 
gle strength B over the third bracket, 
85 per cent discount; double strength 
A, 85 per cent discount; double 
strength B up to 54-in., 88 per cent 
discount; double strength B over 54- 
n., 87 per cent discount. 


HAMMERS AND HATCHETS.— 
There has been a fairly steady call from 
the retail trade. Business in the first 
quarter measured well up to the stand- 
ard set in the same period a year ago. 
Prices are firm. 

We quote from Cincinnati jobbers’ 


stocks: Hatchets, No. 2961, $12.50 
doz.; hammers, No. S81, $12 doz.; Boy 
Scout, $11 doz. 


HOSE REELS.—Spring prices are be- 

ing quoted by local jobbing houses, but 

little business has been placed to date. 
We quote from Cincinnati jobbers’ 


stocks: Wooden hose reels, $14.75 
a eas Victor iron hose reels, $2 
each. 


ICE CREAM FREEZERS.—Sales have 
been hampered by the prolongation of 
cold weather, and it will be at least sev- 
eral weeks before activities open up on 
an extensive scale. 

a quote from Cincinnati jobbers’ 


stoc 
Peerless.—2-qt., $3.45; 3-qt., $4.10: 
4-ft., $5; 6-qt., $6.30; 8-qt., $8.20. 


Peerless dealers’ discount is 25 and 
10 per cent off above list. 

White Mountain.—2-qt., $5.65; 3-qt., 
$6.75; 4-qt., $8.25; 6-qt., $10. 45; 8-qt., 
$13.50. White Mountain dealer’s dis- 
count is 50 per cent off above list. 


1. ADDERS.—Several jobbers state that 
sales have been unusually good in this 
item. Prices are showing strength. 


We quote from Cincinnati jobbers’ 
stocks: 
todded 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; ex- 
tension ladders, 30c. a ft. up to 32 
ft.; best grade ladders, 50c. a ft. 
CAWN MOWERS.—While jobbers have 
been making deliveries on orders booked 
last fall, fresh business has been be- 
low normal, because of the late spring. 


Retailers feel that they will experience 


ladders, 


an active season this year. Prices are 
firm. 

We quote from Cincinnati jobbers’ 
stocks: 

Cheap grade with plain bearings, 
12-in., 5 each: 14-in., $5.25 each: 
16-in., $5.50 each. 

Better grade with plain bearings, 
12-in., $6; 14-in., $6.25: 16-in., $6.50. 

Cheap grade ‘with ball bearings, 
14-in., 87.05: 16-in., $7.75 

Medium grade with ball bearings, 
14-in., $8.25; 16-in., $8.85; 18-in., 
$9.20. 

Best grade with ball bearings, 14- 
in., $11 fe $11.50; 18-in., $12; 
20-in., $12.7 


LAWN ROLLERS.—Orders have begun 


Reading matter continued on page 
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to come in at a moderate rate. Job- 
bers are making liberal shipments to 
the retail trade. Prices for the spring 
season are given below: 

We quote from Cincinnati jobbers’ 


stocks: 
No. 2 plain bearing rollers, $8.40 
each; No. 4 plain bearing rollers, $10 


roller bearing rollers, 


each; No. 5 
7 roller bearing 


$12.40 each: No. 
rollers $14.20 each. 


LAWN SPRINKLERS.—tThe market is 
exceedingly quiet, but an upward swing 
in sales is expected in April. 


We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers, $6 
doz.; Rain King sprinkler, $28.20 doz. 


OIL STOVES, OVENS AND WATER 
HEATERS.—There has been some im- 
provement in the past two weeks and 
the outlook is encouraging. Prices are 


strong. 
These are list prices. Dealer's dis- 
counts are noted after each group. 


Oil Cook Stoves 


nas gg hg 
Fe eer. $17.50 
No’ 73 es 68 5 ic eee tee 22.50 
SS . 5 86 28.50 
SS 8 ee 39.50 


Perfection dealers’ discount 30 and 


5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

PURITAN (Improved Model) 
TO ys 50 
No. 43 fi are 22.50 
ek. Ce © Ce. kun cee eeieen 28.50 
- Puritan discounts same as Perfec- 
ion 

NESCO— 
TO. “Ben 2 DURMONG. ccccccvcvsus $ 9.50 
TO OO 17.35 
INO. She BS DUPMOTB. ccccccccceocs 22.00 
No. 214 4 err 28.00 
No. 215 5 burmers............. 39.50 
No. 1102 high shelf only....... 5.25 
No. 1193 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 


With vitreous enameled stove tops 


and splash backs: 
No. 233 3 burners.............. $35.50 
ee, BEG € BUPMOTB. cvccvcccccesvs 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. , 
Oil Ranges 
Nesco Rolo, 5 burners and oven. $90.00 


Dealers’ discount, 30 and 5 per cent. 


Ovens 
PERFECTION— 


No. 211 1 burner plain door....$2.50 
No o. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners glass door... 6.00 
ee faa eae 6.15 

Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent 

PURITAN— 

No. 42G 2 burners glass doér..$5.50 

Dealers’ discount, 190 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 
Perfection No. 412..........-0:s- $40.00 
Perfection No. 4Z1..cccccocccecs 80.00 

Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 30 per cent. 

PAINT.—While business has increased 
materially in the past few weeks, it has 
not been as heavy in volume as antici- 
pated, principally because of the unfa- 
vorable weather. Sales in March, how- 
ever, totaled a liberal figure. Prices are 
steady. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed honse paints, 
$2.50 per gal.; linseed oil, single oar- 
rels, 89c. per gal.; turpentine in 2- 
barrel lots, 95c. per gal.; white and 


red lead in 500-lb. kegs, 15%c. per 
lb. less 10 per cent. 
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POULTRY AND WIRE NETTING.— 
There has been a steady demand from 
the retail trade and jobbers feel that 
the season’s business will reach large 
proportions. 


We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting, 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh opal wire netting, $2.45 per 


100 sq. ft.; poultry netting galvanized 
after, 57% off list; poultry netting 
57% and 10 off 


galvanized before, 
list. 


REFRIGERATORS.—Sales have been 
slow, but retailers are likely to carry 
fairly large stocks to meet the require- 
ments of their trade. 


We ies from Cincinnati jobbers’ 
stocks 

No. 264 white enameled refrig- 
erator, $33.25 each; No. 764 porcelain 
refrigerator, $52 each; No. 964 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 
door front icer type. 


ROOFING MATERIAL.—In this item, 
as in many others, trade has been re- 
stricted because of the cold weather. 
However, much local work is contem- 
plated and should result in heavy sales 
the latter part of this month. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.—Light, standard, 
$1.05;: medium standard, $1. 30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hol d- 
fast, $1.8 K red and green slate 
surface, 52° 

Roof Coating. — Coal tar, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; in half 
crude, in barrel lots, 25c. per gal.; 
in half barrels lots, 28c. per gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, f5c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, lic.: in 10-lb. 
cans; 10c.; in 25-lb. cans, 9c. 


ROLLER SKATES. — Local jobbers 
have been compelled to order more 
stock from manufacturers to replenish 
their low warehouse supplies. Despite 
the winter temperatures prevalent here 
sales have been good. 


We quote from Soneennes jobbers’ 
stocks: Nos. 4 and 5, $1.45; No. 6, 
$1.55. 

ROPE.—Few orders have been booked 

recently, but jobbers are occupied in 

making shipments for April delivery. 

Prices remain the same. 


We quote from Cincinnati jobbers’ 


refined, 


stocks: Best grade Manila _ rope, 
Ocean brand, 25%c. per Ilb.; Plym- 
outh brand 26% c. per lb.; sisal rope, 


15%eec. per ib. 
SAWS.—Jobbers report that they are 
doing a normal business and retailers 
are carrying a complete line of mer- 
chandise to meet current needs. 

We quote from am jobbers’ 
stocks: Disston D8 iin 20-in., 
$24.40: 22-in., $26.20; 26-in., $29.50: 
Atkins junior Mechanic, 20 in., $19. 

SCREWS.—Demand has held up fairly 
well and prices have remained firm. 

We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 85 and 2% 
off list: flat head blue screws, 80, 20 
and 2% off list; flat head brass 
screws, 80 and 15 off list: round head 
blue screws, 80 and 20 off list; round 
head brass screws, 80 and 7% off list: 
round head nickeled-plated screws, 75, 

10 and 5 off list. 
WIRE CLOTH.—Business has increased 
somewhat in the past few weeks. Job- 
bers are making good shipments from 
stock. Prices are steady. 
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Put these display stands 
in your window 


Three fine, practical display stands—just articles; 25 Sani-Scrapers (useful articles 
what you need for showing all kinds of | to present to best customers); 150 invi- 
merchandise — yours if you want them! tation letters, all ready to mail to your 


You get them with the Viko Window trade; a 3-piece window trim and other 
Display Deal—the three stands; a 78- advertising material. And the total cost 
piece selection of fastest-selling Viko only $47.25. 

Set this real merchandising plan to work 
making money for you—building perma- 
nent business in quality aluminum at a 
quality profit. Just say the word. Mail 
the coupon below, or— 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
| > General Offices: Manitowoc, Wis., U.S. A. 


Makers of Everything in Aluminum 
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4 = s Aluminum Goods Manufacturing Company ~ 
== =a ° Manitowoc, Wis. ° 
— —— ® Gentlemen: Please send, without obligation, full details « 
aS — s about the Viko Window Display Deal. Our jobbers are § 
— == : : 
eee an - + - & 
— : ° 

aa a 

: Our Name........----.---- cada = 

. ° 

® Our Address... - 
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Few Changes Noted in Northwest— 
Retailers Stocks Reported Sufficient 


RADE in general is in the same condition it was a week ago 

with the prospect of no particular change for the better until 
spring weather actually arrives. 
spring business and everyone is awaiting the opening of the change 
of the season. Stocks are bought and in place in the great majority 
Other future orders have shipping date speci- 
fied and all that is needed now is the actual change of the season. 
Collections are well up to the average over the Northwest tribu- 
Indications point to a better business this 
Automobile sales are already mounting to a 
high point, which indicates good business for the first few months 


of the retail stores. 


tary to the Twin Cities. 
year in many lines. 


at least. 


AXES.—Sales are normal for the sea- 
son of year, with ample stocks on hand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 
net. 


BOLTS.—Stocks have been rounded out 
for the spring business. Sales have not 
increased very much in the past few 
days. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from list. 


BRADS.—A slight increase in retail 
demand is noted, over that of a few 
weeks ago. Contractors are beginning 
their season’s activities. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE. — Stocks 
are being filled up for the spring orders. 
There is some building in progress, but 
the greater part of it at present is in 
the way of completing the work started 
last fall. Sales are improving, how- 
ever, and will show better totals with 
the coming of actual spring conditions. 
CARPET SWEEPERS.—Sales are fair, 
with stocks in good condition. Prices 
have not changed. 
Carpet sweepers, American Queen, 


54 per doz.; Elite, $60 per doz.; 
rand Rapids, nickeled, 15-in., $48 
per doz.: same jap., 17-in., $60 per 
doz.; Parlor Queen, $56 per doz.; 
Princess, $50 per doz.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 


Little Gem (3 and 


Toy sweepers, 
Little 


6 doz. cartons), $3.75 per doz.; 


Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CHURNS.—Sales are still light, with 
stocks ample for the call. There is no 
change in prices. 


We quote from jobbers’ 
f.o.b. Twin Cities: Barrel 
churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales are beginning 
to show up slightly better, with dealers 
filling in their stocks. Prices have not 
changed. 

We quote from jobbers’ 


stocks, 
type 


stocks, 


(Minneapolis office of the HARDWARB AGE) 


The stage is all set for 





5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 
100 ft.; 28 ga., 3 in. conductor pipe 
at $5. 40 per 100 ft.; 3 in. elbows, 
$1.73 per dozen, net. 


FIELD FENCE.—There is some call 
for field fence, but mostly in the way 
of inquiry as to prices, from the deal- 
ers. Stocks are filling, with prices hold- 
ing steady. 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga., top 
and bottpm 12% ga. intermediate 


type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion. 


FILES.—Stocks are well filled, with 
sales at normal for the time of year. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Call is slight- 
ly improved, with stocks well rounded, 
though not heavy, in dealers’ hands. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 1 No. 1 


galvanized tubs at $7.50; No. 
No. 3, ; heavy tubs, ag : $1 12.60; 
No. 2, $13.80; No. 5; standard 
10-qt. pails, $2. 70; 12- wag ri 05; 14-qt., 
$3.40; er pails, 16-qt., $5, amd 18- 
qt., $5.50 per dozen, net. 


GLASS AND PUTTY.—Demand is 
light, with stocks ample for the call. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 


ItAMMERS AND HATCHETS.—Trade 





is fairly even in the small tool line, the 
usual spring demand not having begun. 
Stocks are well filled, and prices are 
steady. 





from jobbers’ stocks, 


We quote 
Maydole No. 11% 


f.o.b. Twin Cities: 
hammers at $12.60; Plumb No. HF81, 
$12: Plumb No. 2 broad hatchets, 
$15.75; No. 2 shingling, $12.50, and No. 
2 claw, $13.25 per dozen, net. 


HOSE.—Dealers are filling in their 
stocks ready for the spring call. Sales 
are still rather slow, with prices show- 
ing no further changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: Competition, 
in., 3-ply, $8.25; Leader, in., 5-ply, 
10; % in., 5-ply, |$11.50:' Good 
uck, % in., "6- ply, $11.25; Bull Dog, 


stocks, 
% 


black, $14: % in., black, $12.50; % 
in., red, $14.50, and 5 in., red, $14 
per 100 ft., net. 


ICE CREAM FREEZERS.—Call is fair, 
with stocks well filled. Prices have not 
changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.95 
;: = $3.45 each; 3 qt., $4.10 wey 

, $5 each; 6 at. $6. 30 each; 8 q 

$8, my each; 10 qt., $10.75 each; 12 ~My 
$14 each; $17 each; and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


stocks, 


each; 





Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 = $5.70 each; 6 qt., 


$7.25 each; 8 $9.35 each; 10 at., 
$12.50 each. Tires are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

hite Mountain Freezers.—2 at., 
5.65 each; 3 qt., $6.75 each; 4 qt., 
8.25 each; 6 qt., $10.45 each; 8 qat., 
13.50 each; and 10 qt., $18 each. 
These are list prices and are sub- 
— to a dealer’s discount, of 50 per 
cen 


LANTERNS.—Demand is normal for 
the time of year. Sales show a decrease 
over those of a few weeks ago, with the 
coming of the longer daylight hours. 


Prices have not changed. 

quote from jobbers’ stocks. 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per dozen, 
net. 


LAWN MOWERS.—Dealers are pre- 
pared for spring business, with some 
displays of lawn mowers in place. 
Stocks are for the most part ready for 
nat Prices show no changes. 


pete from jobbers’ stocks, 
f.o. bg win Cities: Philadelphia 
Styles A and C lawn mowers at 35-5 
per cent and Style K at 53 per cent 
from lists. 


MILK CANS.—Call is fair, with stocks 
ample. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin ee: Railroad 56 gal. 
milk cans, $2.60; 8 gal., $3.10 and 10 


gal., $3.20 each, net. 

NAILS.—Sales are showing some im- 
provement in the retail stores, as con- 
tractors start their season’s_ work. 
Stocks are well filled, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Demand is fair, with 
prospects of better sales with the let- 
ting down of furnace fires. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each, net. 

OIL STOVES, OVENS AND WATER 
HEATERS.—Retail sales are beginning 


to improve slightly. Stocks are in place 





in the stores, and dealers are prepared 
for the spring business. 
not changed. 


Prices have 











f.o.b. Twin Cities: 


Slip joint 28 ga., 


5 in., 7 “ply, $14.50; Riverside, % in., 


Reading matter continued on page 116 


Prices to retailers  f.o.b. Twin 
Cities. ’ 
Oil Cook Stoves 
PERFECTION— 
a ee ce c codes $17.50 
ne ee eke 22.50 
BUG. TO 4 DUPMOTD. .. -cccceccccces 28.50 
Bee. TO © DUPMOTR. ..cccccccvosecs 39.50 
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Doing the job over 


Y OU’D be surprised to know that a 
large percentage of our volume is in 
replacements. 


Scarcely a day passes that one or more 
of our service branches are not called on 
to tell somebody what to do with doors 
that won’t work. 


In nearly every case, the trouble is that 
somebody — builder, architect, owner; 
generally owner—‘“saved money”’ 


cheap door-hardware; and the result is 
that the job has to be done over. A door 
that’s improperly equipped doesn’t work; 
and a door that doesn’t work is worse than 
no door at all. 


“Doing the job over” is a costly opera- 
tion; hardware too light for the work; or 
made to sell at a price; or mistakenly 
designed for its duty. The right thing 
even at a higher price would have cost less 
in the end. 


Richards-Wilcox doorway engineers will show you how toavoid all this, 
if you ask them. Their service is free; but it is worth money to you. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleana 
Minneapolis Kansas City Omaha = Seatile 


Los Angeles San Francisco 


Detroig. 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON.ONT. + Winnipeg 


(32) 
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Perfection deaiers’ discount, 30 and 


5 per cent on lots of 10 or more, on 
less than 10, 30 per cent. 

PURITAN (Improved Model)— = 
No. 42 2 burmerS.......-++++ee8% $17.50 
No. 43 3 burmer’s.......---+++e+. 22.50 
No. 44 4 burmers......-.--+++es- 28.50 


rcs discounts same as Perfec- 


N se0d—~Zoene 1 Prices 


No. 211 1 burmer........--+++.- $ 9.50 
No. 212 2 burmers........-.--- 17.35 
No. 213 3 burmers............. 22.00 
No. 214 4 burmners.......---+--. 28.00 
No. 215 5 burners.........++-- 39. 50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only..... 6.50 
No. 1104 high shelf only....... oe 
No. 1105 high shelf only....... 


With Vitreous Enameled Stove 
Tops and Splash Backs: 
No. 233 3 burne®rs....cccccccces $35.50 
No. 244 4 burmersB......-.--eee:. 44.50 
Nesco dealers’ discount, 39 and 5 


per cent. . 
Oil Ranges 
Nesco Rolo, 5 burners and oven. $90.U0 


Dealers’ discount, 30 and 5 per 
cent. 


Ovens 


PERFECTION— 
No. 211 1 burner plain a 2.50 


No. 211G 1 burner glass door.. 2.70 
No. 121G 1 burner glass door.. 4.90 
No. 122G 2 burners glass door... 6.00 
oe SEE oon ceusoeeeseeneseeees 15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— _ 
No. 42 G 2 burners glass door.. .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
ae +7: 1 Prices 
No. 1 burner solid door...... $2.00 
No. °F 1 burner glass door...... .15 
No. 010 1 burner solid door...... 3.50 
No. 101 burner glass door...... 3.75 
No. 020 2 burners solid door..... 4.25 
No. .20 2 burners glass door..... 4.50 
No. 630 2 burners solid door..... 4.90 
No. 30 2 burners glass door..... 5.20 
Dealers’ discount, 30 and 5 per 
cent. 


Water Heaters 
Perfection No. 412...ccccccccece $40.00 


Mestection ING, Eble ccccccccccses 80.00 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 30 per cent. 


Wicks, Etc. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil 
stoves, ovens and heaters. 


PROCESS, WICK— 


cook 


No. 545 enamel shelf, 4 chimney. “ 50 
on; ae Dee EE po vccvecetes 0.50 
No. 544 enamel shelf, 4 chimney. 43°60 
No. 644 plain shelf ........ce00- 38.50 
No. 543 enamel shelf, 3 chimney. 35.00 
Dee Dee Weel GME cecccccccdecs 31.00 
No. 542 enamel shelf, 2 chimney. 27.50 
See: eee Gc heneuces cose 23.70 
NEW PROCESS, WICKLESS— 
Se PF ~BAasS eer $18.50 
KY RR eR eT eee 13.50 
a Ul edesdsecdetescedesekedes 12.50 
Di CE ¢unsgheoeoesaeeneoeonee - 9.50 
DAM -cedeneds ¢uceenebedeiabebie .00 


New process dealers’ discount on 
lots of 6 stoves, 30 and 5 per cent; 
less than 6, 30 per cent. 


Ovens 
NEW —_—— 

ak Oe édackdadeendacdeteseeduca $3.70 
No. re ae eee 2.30 
No. 11A swing door............ 2.90 
No. 12A drop door ............. 3.50 
No. 12A swing GOor .........:. 3.40 
eR a ear inne a es 4.30 
 e £ FF ee 4.75 
ii ie ci i i ete os 4.10 
EE iti rel aang nig aie 2.50 
iy Mn CE oc cecsuceusecea Me 
Ph O' sersedaadtdenediadused Kumad 5.30 
a 2 tesivekdabebedkencue seus 5.90 
ON RSE ane .30 

Discounts on ovens are the same 


as on stoves. 


PAINTS AND WHITE LEAD.—The 
greater call yet in the paint line is for 
interior finishes. Stocks are being pre- 
pared for the sales of outdoor finishes, 
but the weather conditions are not yet 
right. Sales are fair, with prices un- 


changed. 


HARDWARE AGE 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon, in 1 gal- 
lon cans, and white lead in 100 Ib. 
kegs at $14.29 cwt., net. 


PAPER.— Demand is normal, with 
prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PLANTERS.—Demand is still to come 
in a retail way, but dealers are filling 


in their stocks. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Acme corn plant- 
ers at $10.25, and Acme potato plant- 
ers at $10.25 per dozen, net. 


POULTRY NETTING.—Call for poul- 
try netting is beginning to be felt. 
Stocks have been rounded out, and poul- 
try raisers are preparing for the sea- 
son’s activities. Prices are as follows: 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 
netting at 50-10 per cent from lists. 


PUMPS.—Many hardware dealers do a 
very good business in pumps and wind- 
mills, and they are preparing for good 
sales in this line. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 


plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill oy table’ stroke, 
$14.35; 4.65; No. 403, hand 
lift, 6-in. stroke, $4. 25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.— Sales are 
fairly good, with stocks well filled. 
Prices show no changes. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 —— 
$1.17; No. 202 pie plates, 50c. ; 
210 pie plates, 67c.; . 212 hoona 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each, net. 


REGISTERS.—Call is improving with 
the beginning of spring activities. 
Prices are steady as quoted. 


We quote from jobbers stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 


ROPE.—Demand is fair, with stocks 

well filled. Prices have not changed. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Best grade manila 


rope at 27%%c. lb. base, and best grade 
sisal rope at 19%c. lb. base. 


SANDPAPER.—Call is slightly better, 


with stocks in good condition. Prices 
are steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16. 50 per ream. 


SASH CORD AND WEIGHTS.—Call is 
increasing slowly, with the improve- 
ment of contractors’ work. Prices are 
unchanged. 

We quote from jobbers’ 
f.o.b. Twin Cities: Best grade sash 


cord, 77c.; second grade, 41c.; cast 
iron sash weights at $2.10 cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Stocks are being put in place by deal- 
ers. Sales in a retail way have not yet 
started. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each: Sherwood ad- 
justable window screens, 24 in., $6.40, 
and Wabash extension, 24 in., $5. 20 


stocks, 
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SCREWS.—Call is fair, with signs of 
improvement. Stocks are well filled, 
and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-10 flat 
head japanned, cent; 
round head blued, 77%-10 per cent; 
flat head brass, 7742-10 per cent, and 
= head brass, 75-10 per cent from 
ists. 


SOLDER. — Sales are normal, 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder, 42%c. lb., and strict- 
ly half and half solder, 41%%c. lb. net. 


STEEL SHEETS.—Demand is slowly 
improving with the approach of spring 


with 


work, Stocks have been filled, and 
prices are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Black steel sheets 

at $4.25 cwt., base, and galvanized 

steel sheets at $5.35 cwt., base. 
TIN.—Sales to dealers are fair, with 
prices showing no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: IC, 20 x 28, 8-Ib. 
coating roofing tin at $15.25 per box, 
and furnace coke tin ICL, 20 x 28, 
at $14.75 per box, net. 

TIRES.—Retail sales are beginning to 
improve, with the car owner preparing 
his car for the season. Real demand 
will come with the settling of the roads, 
however, and dealers will be ready for 
this trade. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield auto- 
mobile tires, 30 x 3%, oversize cord 
heavy duty, $12.65 each; Mansfiel 
9.95; Liberty clincher, $8.50; 
balloon, 29 x 4.40, $13,85, 
and Liberty, $11.50 each,’ net. 


TORCHES.—There is a slight improve- 
ment in retail call, with stocks well 
filled. Prices have not changed. 


Q 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
6.53; = 47, qt., 08; No. 48, at., 
7.48; No. 49, qt., $8.54; No. 52, at., 
(flat), $6.96 each. Turner Standard 
line; No $5.33; No. 14, pt., 


at., 
6.91; No. 38, qt., 5.76: No. 39, qt., 
6.05; No. 92° at., 6.79; No. 93, 
7.42: No. 105, pt., $4.88: No. 205, 
5.25 each. Tornie Fire pots, No. 
7°30: No. 63, $7.97; No. 66, $10.1 
No. 76, $7.13; No. 34, $8.67 each, vt 


WHEELBARROWS.—Call is a little 
better, with dealers ready for the better 
sales of spring. Prices are steady as 
quoted. 


: » & pe. 
5.76; No. 22, aqt., i 53; No. 30, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray fully 
bolted wheelbarrows, dozen; 


No. 2 tubular, $7.33 each, and No. a 
garden, $6.25 each net. 


WIRE.—Demand is fair, with indica- 
tions of improvement. Stocks are well 
filled, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt., and galvanized 
smooth wire No. 9, $3.70 cwt. 


WIRE CLOTH.—Stocks are filling in 
dealers’ stores. Retail demand has not 
yet started, and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 12 x 12 
mesh, $2.35 per 100 sq. ft., base; 
Apex, 14 x 14 mesh, $2.70 per 100 sq. 
ft., base, and 16 x 16 mesh, $3.10 per 








per dozen, net. 


Reading matter continued on page 118 


100 sq. ft., base. 
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Selling Suggestions Hardware Series, No. 1 
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Sell Rope to Your Trucking Companies 








The huge, powerful automobile truck, loaded to the brim, is a 
familiar sight on all our highways. This rapid and economical 
method of transportation has come to stay, and the trucking business 
is growing larger every year. Practically every village and town has 
one or more companies devoted to this activity. 
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In such business, dependable Rope is always necessary, and 
usually a great deal of Rope is used in the course of a year. Sell these 
people Columbian Tape-Marked Pure Manila Rope and the service 
which they will derive from its use will make them steady customers 
for Rope, as well as other items which you handle. 








~_—eo Rope Company 


352-80 Genesee Street 







Auburn, “The Cordage City,”’ New York 











Branches: NEWYORK CHICAGO BOSTON NEW ORLEANS 
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Two New Socket 
Wrench Sets 


One of the socket wrench sets pro- 
duced by Walden-Worcester, Inc., 475 
Shrewsbury, Worcester, Mass.,_ is 
known as the Car Owners Set No. 5, 
which includes 5 socket wrenches con- 
tained in a canvas roll. There is 1 
single end offset wrench, 1 L type, 2 


e, 
<< 





oe we 


double and offset type with 2 sockets 
each and 1 double end offset wrench 


with 3 sockets. These wrenches are 
of the following sizes: %, 7/16, %, 
9/16, %, %, 11/16, % and 15/16 in. 
Weight, 4 lb. 15 oz. 

This company is also now marketing 
its No. 309 Interchangeable socket 
wrench set, featuring a combination of 
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tee handle, offset handle with swivel 
and nine popular sizes of sockets. It 
is furnished in a compact leather case 
with individual partitions for each 
socket and a pocket in back for the 
shank, handle and adapter. 





New Spiral Pilot Reamer 


The Watervliet Tool Co., Inc., Water- 
viiet, N. Y., has announced the recent 
placing on the market of its Spiral 
Pilot Reamer especially designed for 
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king or steering knuckle bolt bushings 
for all makes of cars and trucks. It 
is so constructed that the pilot enters 
the lower bushing before the tool starts 
reaming the upper bushing and the 
rear pilot is long enough so that the 
lower bushing is completely reamed 
before the shank leaves the first bush- 
ing. 


Adjustable Horse with 
Positive Drop 


An adjustable horse for paint shop, 
garage and service station, which re- 
laces the usual wooden horse or block- 
ing, is being manufactured by the 
Garage Utilities Co., Hackensack, N. J. 
The base or pedestal is of two heavy 
steel plates die formed. The adjust- 
able extension, sliding between the 
steel plates and the spacer bars, is 
drop forged, 2% by % in. with a 
lateral carrier head or saddle 1 in. 
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| wide, 1% in. deep and 7 in. long and 


is provided with a positive drop to 


prevent its withdrawal from _ the 








pedestal. The pawl is also drop 
forged with the shoulders lapping the 
top of the base plates carrying the load 
without strain on the pawl bolt. 





New Apex Automatic 
Windshield Cleaner 


The Apex Electric Mfg. Co., 1410 
West 59th St., Chicago, Ill., has an- 
nounced the placing on the market of 
its Eveready, Jr., Automatic Wind- 
shield Cleaner, designed to work auto- 








the motor. 
It is noiseless in operation and will 





at all times. 


replaced. 


1926 model Ford Cars. 





Folding Type Ford Steering 
Wheel 


The 


Evansville, to 


Ind., successor 





add 4 


a swivel. 





driver’s side. 
: through jobbers. 


matically from the excess suction of 


keep a clear vision before the driver 
It is easily installed and 
there is no upkeep cost, nothing to be 
adjusted, n» parts to wear out or be 


The cleaner is furnished in two sizes, 
Standard and Long Shaft, to fit the 


Quality Manufacturing Co., 
the 
Evansville Steering Wheel Mfg. Co., 
is producing a folding type steering 


wheel for use on Ford cars. The wheel 
is attached to the steering shaft on 
When not in use it may be 
swung to the vertical position, per- 
mitting easy access to the car from the 
The company distributes 
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New Splitdorf Spark Plug 


The Splitdorf Half-Dollar Spark Plug 
is a new development, manufactured 
by the Splitdorf Electrical Co., 392 High 
Street, Newark, N. J. It is made in 
different types for various makes of 
engines, and each one is tested for me- 
chanical and electrical strength. Split- 
dorf “775” porcelain insulator of a 
semi-petticoat design is used, making 
the plug suitable for high compression 
engines as well as engines throwing oil. 
The electrodes are of alloy steel and the 





center electrode is threaded and ce- 
mented in the insulator. Upper gasket, 
which seats steel bushing, is of the 
stuffing box principle construction, as- 
bestos yarn being used, eliminating 
vibration and porcelain breakage. This 
plug is being-nationally advertised, and 
dealer helps are furnished. 





Automatic Ignition 
Auto Lock 


A new device which automatically 
blows the horn of an automobile when- 
ever anyone tampers with the ignition 
system in an attempt to steal the car, 
has recently been developed and placed 





on the market by Loomis-Knight-Mil- 
ler, Inc., Springfield, Mass. 

It is known as the Likum Alarm 
Ignition Lock and can be installed on 
the dash or in any out of the way and 
hidden place, electrically connected to 
the horn. It is provided with a lock 
and the manufacturer states that only 
the owner’s key will unlock the ignition 
as no master key will fit the lock. bd -y 
A, for single wire systems, $5; type B, 
for two-wire systems, $ 


= Reading matter continued on page 120 
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Making a Jitney 
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Demonstration Pay 


How Ira Johnson, Hallowell, Kansas, Hardware 
dealer, flivvered to kitchen doors for zo miles 
around, and sold 437 Perfection Stoves in 9 months. 


By Oliver C. Mosman 









Ira Johnson 
had “dabbled 
~ A in oil stoves,” 
- “\ to use his own 
eS words. But last 
year ‘“ decided to “really 
sell them in earnest.’’ He 
looked the oil stove field 
over and decided in favor 
of the Perfection line be- 
cause it was so well es- 
tablished, and because it 
was the best advertised line. 
Then he ordered two 
Perfections, and _ studied 
them well. He talked Per- 
fection Stove to every 
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eling and dem- 
onstrating. Not 
a bit. He worked 
harderthanever. 
Of course, the women all 
talked about the stunt. And 
Johnson’s chief topic of 
conversation was Perfec- 
tions. He took old stoves in 
trade. He reconditioned 
them, and resold them. Per- 
fections were his hobby — 
his money-making hobby. 

Well, in nine months he 
sold 43 stoves with cabinets, 








woman who entered the 
store, and shortly both stoves were 
sold. 

Riding for Profit 

Johnson ordered two more and put 
his wits to working on a plan for 
quick turnover. The old jitney! 
He’d put it to work. 

Next morning, with a Perfection 
fastened on the running board, he 
sped out into the country visiting 
busy farm women who couldn't find 
time for shopping in town. 

He demonstrated the stove in 
many kitchens, doing actual cooking. 
And, at the end of two weeks, he sent 
a rush order for 15 stoves, comprising 
13 four-burners, a three-burner, and 
a large Superfex range. 


“Show *em and sell ’em,” 


is the motto 


of this alert dealer in a town of 350. 


Demonstration for 50 
He invited the housewives to come 
to a practical cooking demonstration 
and fifty attended. 
It was no time before the 15 stoves 


were sold to 
satisfied 
women. And 
another order 
was sent in— 
this time for 
5 stoves and 
10 ovens. 
Johnson 
didn’t let up 
on his pro- 
gram of trav- 


IMPORTANT: Sell only genuine Perfection wicks for 


all Perfection and Puritan stoves. 


Quick 


Others cause trouble. 


ovens, several gross of 
wicks, oven indicators and hundreds 
of dollars’ worth of other accessories. 


-Ahead of Competitors 
His business outstripped any of his 
competitors’—not only in stoves, but 
in other lines. 
“Show “em and sell ’em,”’ he 











Next Month 


ss HERE'S PRO- 
BABLY A Rich 
Trade Radius 


Outside Your Door, 
too."’"—The story of the 
Chandler Hardware 
Co., Sylvania, Ohio. Be 
sure to read it. 


says, “‘that’s the best way I 
know to make money in the 
hardware business.”’ 


4 + 4 
And Johnson's hunch is good. 
Any a dealer selling 
, | Perfections can get 
thesame results us- 
ing these methods. 
PERFECTION STOVE 
COMPANY 
Formerly The Cleveland 
Metal Products Company 


7609 Platt Avenue 
Cleveland, Ohio 























wit ..PERFECTION OIL STOVES 





In Canada, the 
Perfection Stove Co., 
Ltd., Sarnia, Ont. 


Good 
Profits 
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Improved Sunshine Clothes 
Drier 


The Iowa Gate Co., Inc., Cedar Falls, 
Iowa, is now marketing its Clay Sun- 
shine drier, a special feature of which 
is that it is easy to put up, raising 
like an umbrella. The center post is 
made of steel, heavily galvanized to 
prevent rust. A tension adjuster per- 
mits the arms to be tightened merely 
by raising the arms a notch higher. 

The arms are made from straight 
grain Norway pine, selected for strength 
and yet light in weight. The ends of 
the arms are bound with metal bands 
to prevent splitting. Strong nickeled 
iron braces support the arms and all 
castings are malleable, heavily galvan- 
ized and then varnished to prevent 
rusting. 

The Clay drier is assembled with gal- 
vanized bolts and nuts. The line is of 


the very best long fibre, solidly braided, 

















of Sea Island cotton, 135 ft. of which 
is furnished with each drier, requiring 
only 15 ft. of space. 

When the clothes are dry the drier 
folds up like an umbrella and is stored 
away, leaving the lawn free and open 
from one washday to another. 


New Teddy Sea-Skooter 


A new and novel idea in a combina- 
tion of a sail boat and a catamaran, 
designated to the trade as the Teddy 
Sea-Skooter, has been recently placed 
on the market by the Ted Toylers, Inc., 




























New Bedford, Mass. It is designed 
as an attractive water toy that will 
appeal to the eye of every boy. 






HARDWARE AGE 


high. It is equipped with colored sails 
and is speedy in the open water, hold- 
ing its course well. 

The pontoons are finished in bright 
colors. 





Special Features in Marble 


Jointed Rod 


A feature of the new jointed rifle 
rod recently placed on the market by 
the Marble Arms and Mfg. Co., manu- 
facturer of outing equipment, Glad- 
stone, Mich., is that by means of a 
specially designed steel screw joint or 








connection, when screwed together it 
becomes as solid and rigid as a one- 
piece rod. 

At each end of the steel connection, 
beyond the threaded screw sections is 
an accurately machined smooth tip, 
which fits snugly into the well in the 
ends of the rod sections, thereby mak- 
ing a positive locking joint, which can- 
not wobble, bend or break. The end 
of the jointed rods are fitted with a 
special swivel. 

The wood of the handle projects be- 
yond the ferrule to prevent marring 
or injuring the muzzle of the gun. 


New Coldwell Hand Lawn 
Mower 


Designated to the trade as its Green- 
keeper, the Coldwell Lawn Mower Co., 
manufacturer of hand power and 
horse mowers, Newburgh, N. Y., has 
announced a putting green lawn mower 








of the side wheel type, a feature of 


which is its high frequency and close 
adjustment, designed to produce finest 
results on either flat or undulating 
greens. 

It is furnished with either a metal 
grass box attached to the front, or 

















This new toy measures 12 in. in 
length, 12 in. in width and is 23 in. | 















standard canvas grass catcher, in the 
rear. The Greenkeeper has seven cru- 
cible steel blades and cut steel gears, 
inclosed in a dust proof housing which 
run in oil. It also features a new posi- 
tive single screw adjustment and cuts a 
width of eighteen inches. 





Mouse Traps in Counter 
Package 


The Animal Trap Co. of America, 
Lititz, Pa., is now marketing its Victor 
and Holdfast brands of mouse traps in 
a convenient counter package form, 
measuring eight and one-half inches in 


April 8, 1926 


inches in depth, and containing six 
dozen traps. 

It is very compact and occupies a 
minimum of shelf space while in stock 
and very little counter space while sell- 
ing on display. 

















length, eight inches in width and four 


Reading matter continued on page 122 





The counter package is furnished in 
a yellow, black and white color com- 
bination to attract compelling atten- 
tion. The general neatness of its ap- 
pearance has not been marred by pro- 
miscuous printing. It is designed to 
attract the eye of the customer and 
the contents are visible, with a fitted 
in display card. 


New Rapid Spring Winder 


The Fostoria Screw Co., Fostoria, 
Ohio, has recently placed on the mar- 
ket its Rapid Spring Winder, a feature 
of which is its simplicity of operation. 

The size of the spring is determined 

























by the size of the mandrel used, while 
the pitch, or lead, of the spring is de- 
termined by the position of the little 
cam which can be set in any position 
to produce a spring of any desired 
pitch, or lead. 

Complete instructions accompany 
each machine so that anyone can use it 
for turning out coil springs of all sizes, 
lengths, and styles. 


New York Merchant 
Wants Catalogs 


The Lucerne Hardware Co., hardware 
and house furnishings, 414 Amsterdam 
Ave., New York, recently established 
by Ben Tilem is desirous of receiving 
catalogs and price lists from jobbers 
and manufacturers. 
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Bearings that Close Sales 


In the home, as nowhere else, 
machinery meets neglect. Timken 
Tapered Roller Bearings stand it 
better—everyone knows they 
withstand every service. The 
public has been Timken-educated 
by millions of Timken-equipped 
motor cars, thousands of Timken 
industrial uses, and years of 
steady,strong Timken advertising. 


So washers and other Timken- 
equipped household appliances 
give dealers a double advantage 
— better engineering—and the 
prestige of the Timken name. By 
adopting Timken Bearings for its 
product, the Woodrow Manufac- 
turing Co., Newton, Iowa, effec- 
tively helps you in closing sales 
and keeping customers sold. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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What is Your Share of 


Motor Accessories 


Continued from page 73) 


methods. HARDWARE AGE wished to ascertain the an- 
swer to these questions. 

So we went to jobbers and asked them: 

Is the hardware dealer coming or going in the 
accessory field? 

Are more or fewer hardware dealers selling acces- 
sories than formerly? 

If they are selling fewer accessories, what can they 
do to increase their sales? 

We asked this question of automotive equipment 
jobbers and of hardware jobbers with automotive ac- 
cessory departments. 

Their answers agreed in fundamental points. Their 
recommendations as to what the hardware dealer 
could do to get himself more in the picture are much 
the same. 

Unfortunately there seem to be no figures to indi- 
cate whether or not the hardware dealer is increasing 
in importance. None of the jobbers had segregated 
his sales along that line. The hardware statistical 
bureaus apparently have no records of this sort. Here 
in the HARDWARE AGE office we know that many hard- 
ware stores are accessory leaders in their commun- 
ities and that some of them make a strong feature 
of replacement parts, maintaining the service stocks 
for the community. The photographs reproduced on 
these pages in miniature are evidence of the stocks 
and displays. 

One figure we have that is interesting. It is that 
494 out of a possible 769 hardware jobbers sell auto- 
motive accessories. A considerable number of these 
sell automotive repair shop equipment. 

In answer to the questions we asked, the automotive 
equipment jobber said substantially: 

“We do not know whether the hardware dealer 
is coming or going. We do know that we are not 
selling to as many hardware stores as we once did, 
but there may be several reasons for that. We also 
know that we have some very good customers that are 
hardware stores. 

“As to what we would say to the hardware dealer 
who came to us: 

“Chiefly, we would say to him, you will have to go 
into this business just like the hardware jobber who 
has made a success has gone into it. You must se- 
lect a salesman or manager who is automobile con- 
scious. Who has a pride in the automotive progress. 
Who wants to see his customers have the best. Who 
will buy within reason those things that are likely 
to change. Who will know what kinds of automo- 
biles are in his community. 

Then, after the hardware merchant has hired this 
man, he should consult him before buying. We know 
of hardware men who have fine salesmen but our 
traveling men never see them. The merchant 
does the buying. They will show the merchant a 
new headlamp for replacement sales; tell him that 
seven makes of cars have adopted this lamp. But 
that arouses no interest in the merchant. 

“The automotive salesman is alive to this oppor- 
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tunity, which he knows will make for leadership in 
his community, but the merchant says wait until they 
begin to call for them. That is not the way auto- 
motive trade is built. 

“Then, too, there must be something of a service. 
I do not mean repair shop ability but service in the 
way of advice, of knowledge of what is going on in 
the automotive merchandise, a knowledge of new 
cars and of different models. Not a scientific knowl- 
edge, but just such things as the automotive enthusi- 
ast likes to talk about. Trade paper information. 

“Our opinions are likely to be formed by our per- 
sonal experience. What I say next may not be gener- 
ally true of hardware stores. In my neighborhood 
there is a very fine hardware store. They sell locks 
and other household articles. I buy a good deal at this 
store. It also happens that in our home we have sev- 
eral locks out of order, loose knobs and other things. 
We need some parts and some new locks. For a year 
I have been asking this hardware dealer to send 
someone up to my house to look these locks over, fix 
them up and put in new ones. 

“Such a visit would probably mean a sale of $10 or 
$12 or perhaps more. I want it done, but the hardware 
dealer, who sells locks for our neighborhood, says he 
cannot do it. That sort of service would not win in 
automotive merchandise. 

“It is my impression that the hardware dealer let 
up on this line because of price cutting competition. 
That occurs usually in certain feature lines that come 
with a rush and everybody takes a hand at selling 
them. It is not the substantial lines of the trade.” 

The hardware jobber said substantially: 

“We sell a large volume of accessories to hardware 
dealers but we have no data to show whether the hard- 
ware dealers of our district are doing better or worse. 
Some of our accounts increase steadily and some shrink 
or disappear from our books. I would have to make 
an investigation to know exactly what this means as 
to the accessory department. Some of our customer 
dealers do a considerable business in proportion to the 
size of their communities. 

“I perhaps have learned more about hardware deal- 
ers as automotive accessory merchants on tours than 
I have here in the store. From my own experience as 
a buyer, I would say that the hardware merchant, if 
he is to succeed in accessories, must learn politeness. 

“IT hate to say it, but the impression I get when 
buying, is that the hardware dealer has been selling 
necessities to his community trade so long that he has 
developed a gruffness, a take it or leave it manner, that 
may not mean anything and his regular customers may 
understand it. 

“The automotive trade is not that way. The car 
owner, when buying something for his car, wants to 
be ‘sold’ on this article. He wants a little conversa- 
tion about how good it is, so that he can talk about it 
to other car owners. 

“In the larger cities the question of service with 
accessories and parts enters largely but in the smaller 
towns, many of the car owners have their own garages 
and plenty of space and do much of their own work. 
They buy much without service that the city man will 


not buy unless it is installed. 
(Continued on page 124) 
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- This 24-page booklet with its illustrations will help 
you select the proper bath room trimmings for either 
the humble bungalow or mansion. Our ‘‘SNO-WITE”’ 
products, numbering more than 200 items, include 
both surface and recessed type trimmings, medicine 
cabinets and mirrors. 


AMERICAN ENAMELED 
2101 INDIANA AVENUE. 








Originators of Porcelain Enameled Bathroom Trimmings 








f 
f 


; is / 
a £3 4 a 
‘ * 





fi 
fi 




















The most important room in the home can also be 
the most beautiful by equipping with ‘““SSNO-WITE”’ 
Bath Room Trimmings. 

“SNO-WITE” trimmings are made of enameled 
iron, finished in glistening, vitreous porcelain enamel 
under a special process originated by us. 













PRODUCTS COMPANY 


CHICAGO, ILLINOIS 


























Long Needed, Inexpensive 
Screen Numbers 


Eighteen pair of steel numbers and 
plenty of brads for fastening to screens 
and window frames, packed in an eye- 
catching, two-color box. Number 
plates and nails are rust proof. One- 
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third gross packages to a carton. 
A bargain counter value at a profit 


producing price. Sample carton on 


request. 


The Hart & Cooley Co. 
Dept. H.W. New Britain, Conn. 
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What Does the 
1926 Buyer 


Demand? 


He wants dealer responsibility, 
sure service, and the inherent right 
to buy when and as he chooses. 


The steady growth of The Automatic Incubator 
Company and the increasing demand for Auto- 
matic products convince us that distribution 
through responsible retailers is by far the most 
logical way to sell incubators and brooders. The 
makers of 
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INCUBATORS and BROODERS 


have always recognized the dealer’s place in any 
sound merchandising plan, and it has always been 
our policy to do our utmost to co-operate with 
him. As the strong, steady demand for Auto- 
matic products continues, we feel justified in 
maintaining that our policy is right. 


It is our answer to the question—“What does the 
1926 buyer demand ?” 


The reliable retailer protects the public from mer- 
chandise of inferior quality, supplies the demand 
at the proper time, and maintains close contact 
between the manufacturer and the consumer. 
His job is definite and of such importance as to 
justify his place in business. Other companies 
may change their methods of selling to the ulti- 
mate consumer and thus ignore the dealer en- 
tirely, but we shall continue to deal with the re- 
sponsible retailer and give him the profit that 
rightfully belongs to him. Our policy includes 
exclusive distribution through the Hardware 
Wholesaler. 

Acceptance of The Automatic Incubator Company’s 
product and plans means increased business for dealers. 


Our representative will be glad to show you how to 
get your share of this business. 


The Automatic Incubator Company 


Dept. 217 Delaware, Ohio 
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What is Your Share of 


Motor Accessories 


(Continued from page 122) 
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“We certainly believe that there is a considerable 
opportunity for the hardware store in the smaller city. 
Most car dealers have a handicap in that they sell 
merchandise suitable only to owners of the cars that 
they sell and even when a new car buyer sells his car, 
the dealer loses touch with the used car owner.” 

There is another development that has proved inter- 
esting to many hardware men. This is in the mer- 
chandising of replacement parts. Such parts are usu- 
ally put on the car by repair men, many of whom can- 
not afford to carry an adequate stock, either because 
they have not the capital or because they do not have 
a sufficient volume of business to justify a large stock. 

The replacement parts makers have met this situa- 
tion by establishing what are called “service stocks” 
in communities. The merchant who carries this stock 
not only sells to the public but sells at a slight discount 
to the repair shops in his community. 

Some hardware merchants have established such a 
department and are making a good profit. Automo- 
tive jobbers say there are many openings for such 
stocks and that $5,000 usually covers the requirement. 
In such a stock it is necessary, of course, to round out 
the line. In connection with piston rings, the dealers 
carried pistons, pins, valves, gaskets and similar re- 
lated articles. 

The danger point in conducting such a department 
is to lose sight of the exact needs of the community 
and the constant changes. It is easy to tie up profits 
in unsold stock. All buying must be guided by the 
kinds of cars driven in the district and their propor- 
tionate number. The man who keeps these things in 
mind must be an automobile enthusiast. 

A word as to tires. 

Hundreds of hardware dealers are making a nice 
profit from tires. Tires are one of the three necessi- 
ties of automotive transportation. As the former tire 
repair shop and exclusive tire store has disappeared, 
the hardware dealer has picked up the trade in many 
communities. 

In 1925 the figures indicate the manufacture of 
slightly more than 70,000,000 tires. One-fourth of 
these went to the factories for new car equipment and 
another one-fourth went to export trade. About 37,- 
000,000 were retailed to car owners by fewer mer- 
chants than retailed a fewer number some years ago. 

Recently at least one tire manufacturer has built 
successfully by studying the hardware trade and spe- 
cializing in this trade. In inquiries as to competition 
in this field of trade, we hear much of the mail order 
houses. Apparently this competition is much enlarged 
upon. Carefully gathered figures show that slightly 
less than 11 per cent of the tires sold at retail in this 
country were sold by mail order houses. 

Good tires are better made than ever before and as 
they give better service to the car owner, there is less 
grief connected with the selling of them. The factory 
defect and return practice has been established and 
standardized to a point where there is little cause for 
confusion, such as once existed. 
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The A. B. C. of Colds 


(Continued from page 86) 





to have a modern bathroom. You can get along with- 
out a shower. You can keep clean with cold water as 
well as hot. Cold water is more stimulating than hot 
water. Rub down with a wet towel and finish with a 
hard, dry rub. Form this habit. Do not eat too much. 
Keep your bowels open. Drink lots of water. You 


will stop having colds. 
* * * 


Sneezing is one of the first signs of a cold. Instead 
of doping yourself with Aspirin, get the following 
prescription filled: ‘“‘Phenolis, 1.00; Liquid Albolene, 
200.00.” This is a prescription of one of the greatest 
throat doctors in the world. All it consists of is a 
solution of heavy RUSSIAN OIL with a small amount 
of CARBOLIC ACID. Spray it through the nostrils 
twice daily. CARBOLIC ACID is one of the world’s 
best disinfectants and one of the deadliest germicides 
known. The RUSSIAN OIL is healing. It also car- 
ries the CARBOLIC ACID in solution to all the mem- 
branes in the head and throat and holds the CAR- 
BOLIC ACID in place. The oil serves as a plaster. 
Every family and every office should have this pre- 
scription with an atomizer on tap. Used at the first 
sign of a cold, it will usually head off the infection. 








Making That “Extra Sale” 


HILE we were waiting to talk with Jack 

\ \ Simons of Simons Bros. Hardware Co. of 

Boston, Mass., a young men entered and told 
Simons he had just purchased a second hand Ford 
coupe which needed a new hub cap. Simons pro- 
duced four of them, saying: “Why not buy a com- 
plete set of four and improve the general appear- 
ance of your car? One new cap will be conspicu- 
ous.” “O.K.,” said the young man, as he paid the 
necessary 60 cents. Before ringing up the money 
or actually delivering the goods, Simons asked: 
“How are the spark plugs? New plugs will increase 
the motor’s efficiency 100 per cent. 

“You know plugs should be changed every year as a 
matter of principle and it is doubtful if your used car 
has new plugs.” “How much?” queried the prospect. 
“Fifty cents,” answered the merchant as he tested a 
new plug in front of the prospect. The plug’s points 
spit out a snappy spark and the merchant shook his 
head in proud approval. “Guess I'll take a set of 
plugs,” said the young man, and he did. 

When Simons asked about tires he learned a set of 
five new ones were on the car and that the young man 
had a complete set of tools. Let’s review this sale. 
The customer asked for a hub cap which costs 15 
cents. Simons sold him four at 60 cents and four 
plugs at $2, making the total sale of $2.60 on a 15- 
cent requested purchase item. Good merchandising. 
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Some 
extra | 
business 
for 
you 


Business with a fine profit, too! 


Counter and aisle-table business on a 
line that will sell itself. It’s a new 
kind of glassware, sold in a new and 
different way. It is No-nik Safedge 
glassware—sold ‘in striking display 
cartons (six glasses to the carton). 
Your customers see, are reminded, 
buy, and carry the ready-packed 
carton home. This box saves pack- 
ing-room charges for you. 


No-nik Safedge glasses and tum- 
blers are made on an entirely new 
principle in glassware construction. 
Thin, beautiful glassware with two 
patented features that make it chip- 
resisting and reduce breakage. The 
first is a patented edge. The second 
is a patented curve below the rim 
that strengthens the side of the glass, 
and protects against bumps and 
knocks. Cost? Not much. And 
every resale means a good profit for 
you. Advertised . . . and the hard- 
ware store listed as an outlet. 


The Libbey Glass Manufacturing 
Company 
Toledo, Ohio 


Vlo-nik 


SAFEDGE GLASSWARE 


ibbey 
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A reade Crystal Coffee Mill 














Neat appearance, combined with long and satisfactory 
service, has gained for the Arcade Crystal Coffee Mill, 
the approval of thousands of housewives who are using 
them constantly. Among its many distinctive features, 
is the attractive finish; furnished in either white, blue or 
black enamel, to harmonize with other kitchen furnish- 
ings. The Crystal is truly a part of the modern kitchen. 


Coffee, once ground, quickly 
loses its tlavor and freshness. 
It should be used immediately. 
The Crystal is the means by 
whicn this can be most easily 
accomplished. The air tight 
glass container holds a pound 
of whole coffee beans. Then 
a turn of the handle—ground 
coffee; coarse or pulverized as 
you wish, to be used immedi- 
ately and thus obtain the full 
coffee value. Adjustable 
grinding burrs regulate the 
fineness, 





Ground coffee should be ac- 
curately measured. Read the 
scale on the graduated re- 
ceiving glass, and the proper 
amount will be obtained. 
The Crystal Mill can be at- 
tached to wall or kitchen 
cabinet in any convenient 
place. 


er 
cy 
so toe \ 
\ 
' \ 


\ \ 





\ go be Write us for_a quantity of our free 
\ ie \ booklets—‘‘6 Rules for Making Good 
\* ’ Coffee.” They contain information 
about good coffee making, of interest 
to your customers. Address Depart- 

ment A. 


ARCADE MFG. CO., 


ARCADE 


Hm OW ee 
and TOY. 


Freeport, Ill. 

















April 8, 1926 


Garage Owner Y our Customer 


(Continued from page 94) 





better off carrying at least a sample or display stock. 
His share of the profits would be greater if he sold 
from stock. 

Mr. Evans is very enthusiastic on this subject. He 
tells us there is an attractive margin, a good market 
and that the hardware man is unquestionably the 
logical seller of this material and equipment. He 
says that records show frequent ownership changes 
in the garage field, thus credit managers of manufac- 
turers or distributors of equipment prefer to place 
their credit arrangements with hardware stores. 
The credit angle handied locally offers no difficult 
problem. The dealer may easily go to the bank and 
get the garage owner’s rating. 

The garage personnel is made up of mechanical 
men. The services of a garage are for repairing and 
maintaining automotive equipment. Many dealers, 
says Mr. Evans, find the garage owner pleased to con- 
sider the hardware dealer as a local distributor of 
accessories, particularly if the dealer gives the garage 
owner a trade discount of ten per cent or so, on all 
purchases made. This little edge permits the garage 
to make a better profit on installation without a stock 
investment. The dealer’s volume will be increased 
and his aggregate profits will be satisfactory and 
greater. 

O. D. Ayres is president of Losey & Co., C. R. 
Rodenbough is treasurer and Wm. G. Blum is the 
window trimmer whose automotive equipment dis- 
plays attract much favorable attention in Easton. 





Real Reparation 


CERTAIN Boston store had a reputation for 
promptly refunding money when a customer 
brought back an unsatisfactory purchase. The goods 
were taken back and the money returned in the same 
matter-of-fact way that the sale had been made, and 
nearly as quickly. Yet the owner of the store was dis- 
turbed to find that not so much good-will was created 
by his liberality as he had hoped for. 

One day the fish served him at his favorite restau- 
rant was stale. He complained when paying. The 
head waiter at once gave him back his money and in 
addition apologized very earnestly, saying, “We feel 
that we owe you something besides your money. You 
have been inconvenienced and we are very sorry’— 
and so on. 

“That’s it!” said the store owner to himself when 
he was back in his private office. “A refund is only 
half justice. Something else is due.” 

Next day he issued an order to his adjustment de- 
partment couched in these words: 

“In addition to giving a dissatisfied customer back 
his money there must always hereafter be a careful 
and sincere apology tendered him on behalf of this 
store.” 

Since that time he finds that the good-will he hoped 
for flows to his store in full measure.—The Eaglet. 
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A Display Rack That Helps 
Tire Sales 





Ohio, use this tire display rack to attract their 
Many of the farmers in 
this section use several auto trucks as well as pas- 


(kx Stillman Hardware Co., Chagrin Falls, 


farmer customers. 


senger cars. This firm buys about $6,000 worth of 
tires and tubes every year and sells at the regular 
margin offered on these lines. Chagrin Falls is about 
fourteen miles from Public Square, Cleveland, which 
means that Stillman Hardware Co. must face stiff 
competition on tires and tubes and they do face it. 
They solicit the dairy farmers, the garden truck 
farmers, the local bus operator, the local taxi operator 
and others whose orders amount to several hundred 
dollars each every year. 

Stillman’s sell tires and tubes as merchandise. 
Only on about twelve sales per year do they find it 
necessary to install the tires on the customer’s car, 
and these twelve are usually ladies. 

This rack is easily made of one inch pipe, a few 
unions, elbows, and four floor sockets. 





Radio Radiation 


International broadcasting will soon be a reality, 
and it will pay to keep in touch with the scientific 
experiments now being made in this direction in order 
that you can cash in on it when it comes. Suitable 
window and interior displays emphasizing the inter- 
national aspect of radio will mean many additional 
sales. Experiments already have demonstrated the 
feasibility of international broadcasting, by means of 
relays, and it is only a question of time when they 
will be an everyday occurrence. 
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“Hardware Production 
Men Say I Am King of 
All Lock Washers” 








“This crown of mine was not inherited— 
it was placed on this noble brow by pro- 
duction men and works managers. 


“They say that my counter sunk type— 
the only lock washer made for flat and 
oval head counter sunk type machine 
screws—is a revelation. 


““Many of them are now using me where 
they never had been able to use a washer 
at all. 


“By shop test, they found I am shake 
proof; absolutely tangle proof in every 
type; spread proof; rust proof. 


“And the proof of all those proofs is in 
the test offer of ample quantity for your 
own try-out in the shop. Call me on that 
offer—and you'll always be glad you did. 
Honest.” 


Sammy Shakeproof 


fs €) Go 


Type 11 Type 12 Type 20 
External Internal Locking Terminal 


Sizes Up to 114” 





Made in Steel, Reference Sheet 
Brass Shows Entire 
Shakeproof line 


and Bronze 
Type 15 


Counter Sunk 





Send—Right Now—For Free Samples 


Shakeproof Lock Washer Co. 


Incorporated 


2505 North Keeler Avenue Chicago, Ill. 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, have not been 
verified in all instances by ourselves. 

Robert Fesnmaier, in the hardware and implement business 
at 13 North Minnesota Street, New Ulm, Minn., has plans 
under advisement of a two-story brick and steel addition to 
his present store. 

D. Bodine has succeeded to the hardware and grocery busi- 
ness of T. J. Kelley at Trousdale, Okla. 

Abraham Kaplan and Alex Stern have suceeded to the hard- 
ware business of Moses Levitt at 3546 Michigan Avenue, 
Detroit, Mich. 

K. D. Alder and J. D. Mohler have acquired the hardware and 
supply business of the Asher Supply Co. at 296 North High 
Street, Columbus, Ohio. 

Jones Savage Lumber Co. at Wilmore, Ky., have acquired the 
hardware business of A. L. Wilder in that city. 

The Braithwait Hardware Co., Columbus, Nebr., will shortly 
move toa new location at 2501 Elevenh Street. 

The Iron City Hardware Co. has recently been organized and 
incorporated at Ironton, Ohio. 

The Stephens Hardware Co., owned and operated by Henry 
Stephens, at Mount Clemens, Mich., will shortly move to a new 
location at 53 North Walnut Street. 

The Meigs Hardware Co. at Centerville, Ala., recently suf- 
fered a fire loss of $17,000. Plans are already under way for 
rebuilding. 

Stanford & Strong, hardware dealers, Sunbury, Ohio, recently 
suffered a severe fire loss. 

Joseph Hamilton is reported as having succeeded to the hard- 
ware business of Henry Nieman at Marcus, Iowa. 

A. C. Skinner, in the hardware business at Oxnard, Cal., will 
shortly open a new store on Fifth Street of that city and will 
install new showcases, counters and fixtures. 

A. R. Rhoden & Son, Cooperstown, N. D., announces that 
Leland E. Rhoden has purchased an interest in the above 
store. 

R. Staty is reported as having succeeded to the business of 
the Kelly Hardware & Harness Co. at Princeton, Mo. The new 
owner is in the hardware and implement business at Princeton. 

J. R. Deason, Pulaski, Tenn., has succeeded to the hardware 
and department store business of Edward N. Martin in that 
city. 


George Welker has plans under way to establish a sporting 
goods establishment at Main and Columbus Streets, Lancaster, 


Ohio. 


The Daylight Hardware Co., Stoughton, Wis., has succeeded 
to the business of the Frankfort Hardware Co. in that city. 


John L. and William Hoover have succeeded to the hardware 
business of the Twelve Mile Hardware Co. at Twelve Mile, 
Ind., purchasing the business and the assets from the receiver, 
A. L. Critten. 

Henry Sathoff and George F. Weiler have succeeded to the 
hardware business of Eppendaugh & Warner at Colone, S. D. 

Holstien & Meyer, in the hardware and furniture business at 
California and Alaska Streets, Seattle, Wash., will move within 
a few weeks to larger quarters in that city. 

J. Cal Hamner, in the hardware, paint and lumber business 
at Trent, Tex., has plans under way for a one-story building, 
26 x 48 ft. in size, to cost $1,000 and will add a new line of 
paint and hardware. 

The Singleton Hardware & Grocery Co., O’Donnell, Tex., has 
recently been organized and incorporated with a capital of 
$20,000 by W. P. Singleton and associates, with headquarters 
in that city. 

The Star Cash Hardware Co. will open shortly at Electra, Tex. 

Herbert Hamilton, in the hardware business at 64 Broadway, 
Fargo, N. D., will move within a few weeks to a new location 
at 6 Broadway, that city. 

The Harley Mitchell Hardware Co., Quitman, Ga., has bought 
the stock of goods and good will of the W. A. Jones Hardware 
Co. in that city and will consolidate the stock of the Jones 
company with that of its own. 

” E. A. Burns Co., 38 Halstead Avenue, Mamaroneck, N. Y., 
has recently opened a hardware, paint, houseware and genera 
store at the above address. 

The John Huegher Hardware Co., 96 Church Street, New York 
City, has recently been established with a full line of mill 
supplies, tools and builders’ hardware. 


The Gardner-Boych WHardware Co., 1700 Wilson Avenue, 
Youngstown, Ohio, announces that it is enlarging its business 
and taking on additional lines of general hardware. A store- 
room adjoining its present quarters has been leased, and the 
company plans to put in a new stock of general hardware on 
or about April 15. Sam Gardner is president of the company. 








Someone Has Said: “Beauty Is Only Skin Deep!” 


Many a rosy tinted apple has 
shown decay beneath its alluring 
surface. 


INGC 


Paint and enamel may tempor- 
arily conceal that which is be- 
neath the surface, but when these 


wear off—then comes the ex- 
ny Say seeee Se ae Bath Room posure and the true quality is re- 


shown rust beneath its attract- 
ively finished metal. 








No. 3704 


Fixtures 


vealed. 


RiNccec Bath Room Fixtures have the decided 
advantage of not only being beautiful on the 
outside, but of being rust-proof to the core, be- 
cause made of SOLID BRASS and everlast- 


ingly durable. 


Made in nearly 300 different patterns to supply a de- 
mand for Quality products. Send for Catalog. 


AMERICAN RING COMPANY 


‘Waterbury Connecticut 


Branch Offices: 
Boston-—!170 Summer St. New York—2 Hudson St. 
San Francisco—!16 New Montgomery St. 
Chicago—29 E. Madison St. 
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Wood 
Screws 


2» 





Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 
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4 

Representatives: 4 

George E. Quigley, Detroit , 

Milton Pray Co., San Francisco, Los Angeles, Seattle 4 

| 4 
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A Vegetable Scale Must Be Durable 


to withstand the bumps and jars of potatoes 
or other vegetables being dumped into the 
scoop. 






















These strains that sooner or later break 
down all but the finest, have no effect on 
Chatillon Vegetable Scales. Scientific yet 
practical construction has given to each 
working part extra sturdiness and strength 
to withstand successfully the most severe 
use to which it can be put. 


Above all, Chatillon Vegetable Scales are 
accurate. They comply with the regu- 
lations of all Weights and Measures 
. Departments and are guaranteed to 
a stand up and give satisfaction. 





Write for full information cis 
No. 263G Circular Spring Balance 


No. 243G Circular Spring Balance 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 
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Two New 


ENNSYLVANIA 
LAWN MOWERS 


The very newest model—the last 
word in lawn mower construction— 
is pictured above. It is the 


Pennsylvania 
Super Roller Mower 


for golf greens, tennis courts and cro- 
quet lawns. 








Price to golf clubs and other users, 


$50 at Philadelphia. 

















The other new model is the WM. 
PEN N—Everyman’s mower for 
household use. One size only, 16- 
inch cut, retails at $16.50 at Phila- 


delphia. 
MOWER WORK\ 





FORMERLY 


Founoed i877 JOHN BRAUN Cf SONS  priavevrnia ra 
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Twenty Years of Success 
With Auto Accessories 


(Continued from page 75) 





In an eight-story building on the corner of Wood 
Street and Second Avenue, which by the way was 
the subject of numerous newspaper articles a few 
years ago, when it was moved from its original founda- 
tion a distance of 40 ft. to permit of the widening of 
Second Avenue, is located its hardware business. In 
a four-story building fronting on Third Avenue, the 
company has four floors and a basement given over to 
the sale, stocking and shipping of automobile rims 
and wheels. To a four-story building also fronting on 
Third Avenue in which formerly was centered the ac- 
cessories business of the company has been added the 
new six-story structure recently completed at an ex- 
penditure of $100,000 and the accessories department 
now runs through from Third to Second Avenue. In 
the entire group of buildings there is floor space of 
62,000 sq. ft. with approximately one half of that total 
given over to accessories. 

On the street floor is one of the finest display rooms 
of any company selling accessories in this part of the 
country. On the second floor, is a stock and packing 
department. The third floor is given over to receiving 
and stock and the upper floors are devoted to stock, 
the fifth floor being particularly interesting, as it is 
on this level that heavy garage equipment is stored 
and the floor is referred to as machinery hall. The 
company has not done much in tires in recent years 
but carries everything else in automobile accoutre- 
ments as well as shop and garage equipment. 





The Heart of the Matter 


Sell through the door of your heart, my lad, 
Whatever you sell or where; 

There are always those that will buy from you 
If—you show that for them you care. 

A mind well stored, and a silver tongue 

, May aid in the selling art; 

But the heart, my lad, is the key to sales— 
Sell through the door of your heart. 


Sell through the door of your heart, my lass, 
Open it, open it wide; 

Let the folks you meet through its portals see 
The warmth and the glow inside; 

Make them feel at home, make them feel secure; 
Whatever you sell, impart 

To the tale you tell, of yourself, the best— 
Sell through the door of your heart. 


Sell through the door of your heart, my friend; 
You may know your goods, but more 

Than knowledge and power to speak your piece 
Is the heart with a wide flung door; 

Open it far to the folks you greet 
Wherever your selling mart; 

Wherever, whatever, whoever you sell— 
Sell through the door of your heart. 

—William Ludlum. 
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“Wrought Iron Hardware 


BIG PROFITS 


um 


NEW STANDARDIZED LINE 


For the first time dealers are of- 
fered a line of hand-wrought iron 
hardware at prices which will pro- 
duce a big sale. After months of 
preparation we announce to hard- 
ware dealers, house furnishing de- 
partments, department stores, and 
others, the first complete stock line 
of Colonial Builders’ Hardware ever 
authentic Colonial pieces in museums 


offered. 
and private collections. 


' Strap hinge plates 
Corner shutter hinges 
Cupboard hinges 
Hh 
HL hinges 
Thumb latches 
Open spring latches 
Cupboard latches 
Shutter bolts 


Every item has been made to meet 
STANDARD BUILDING SPECIFI- 
CATIONS and may be used wherever 
other hardware is specified. The 
designs are from the most popular, 


Strap hinges 

Corner hinge plates 

Shutter strap hinges 
inges 

Shutter rings 


Shutter holdbacks 
Foot scrapers 
Door knockers, etc. 


Every piece is packed with hammered 
head screws and is ready for use. 


Here is a big opportunity for increased 
sales. Large and complete stocks always on 
hand. Write for handsome catalog and price 
list and open up this new business in your 
territory. 


SKINNER-HILL CO., INC. 
342 Madison Avenue New York 


Wholesale Only 
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Steel Sheets that Resist Rust! 


The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


Sheet 


and Roofing Tin Plates 
Nl a 
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KEYSTONE @ sc 





POPPER ste 


We aS = Quality 
WR = Service 
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Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. Wemanufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
working, hardware, and builder's supply fields. 


Black Sheets for all purposes 

Keystone Copper Steel Sheets 

Apollo Best Bloom Galvariized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 

Formed Roofing and Siding Products 
Stove and Range Sheets 

Tin and Terne Plates, Black Plate, Etc. 


Our Sheet and Tin Mill Products represent the highest standards of quality and 
utility. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
District SALES OFFICES 


Cincinnati Denver Detroit New Orleans 
Philadelphia Pittsburgh St. Louis 


Pacific Coast Representatives: UNITED STATES STEEL Propucts Co.,San Francisco 
Los Angeles Portland Seattle 


Export Representatives: UNITED States STEEL Propucts Co., New York City 











Chicago New York 


























~~ +--+ 
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3000 Sq. Ft. of Floor Space for Automotive Equipment 


(Continued from page 87) 


Denver, Detroit and other points were on hand to 
explain their wares and to give any information visi- 
tors might ask for. 

Naturally, this created interest in accessories and 
tires. The newspapers were full of pictures, advertise- 
ments and stories about the different things to be seen 
at the Kimball-Upson Co. store. It resulted in larger 
sales, particularly in the automotive equipment de- 
partment. 

Publishes Road Map 

Another thing that this firm does, which helps to in- 
crease business in the automotive equipment depart- 
ment, is this: It publishes a road map, every year, 
which it distributes to customers and prospects and 
all persons who ask for it. On this map all of the 
paved roads are in red; the dirt roads are shown in 
black ink. On the reverse side are appropriate and 
well arranged advertisements of auto accessories, and 
sporting goods. This map is recognized by all experi- 
enced motorists and campers are authoritative and 
complete in all details, and the demand for it is large. 
It is also recognized by the company as one of the 
most profitable advertisements and business builders 
it has ever attempted. 

Specific information about roads, detours, etc., is 
always available at the company’s information booth 
in the center of the store. Tourists, especially make 
rather free use of it to their profit, and as often 


happens to the profit of the store as well. In order to 
get to the booth, it is necessary for a person to pass 
down the aisles to the center. In doing so one cannot 
help noticing the various articles of merchandise, 
especially auto accessories on display. The tempta- 
tion to buy is strong, and everything that it is pos- 
sible to do is appropriately done by the store to create 
that desire for possession which is talked about so 
much by sales psychologists. 
Special Displays for New Goods 

Special displays are made of new goods. This is 
important in the auto accessories department, where 
new goods are continually being introduced. Cus- 
tomers have no way of knowing that a certain article 
is new unless their attention is directed to the fact. 
As simple as this may seem, the proper and timely dis- 
play of new merchandise, is regarded as one of the 
most important phases of retail selling by the manage- 
ment of the store. 

In this connection it is interesting to note that the 
salesmen are instructed to direct the attention of 
every customer to the display of new goods, and 
whenever possible, to induce a customer to take the 
article in his or her own hands for personal inspec- 
tion. This is simply carrying out “suggestion sell- 
ing,” that is, suggesting something else, something 
more than the customer originally asked for, in an 
effective way. 











No. 695 
Patented 


April 8, 1924 


PY Stam 


“Pistol Grip” Saw Set 


This saw set is the only one on the market that allows 
setting of the teeth on both sides alike. This is 
made possible by the oscillating plunger which is set 
to the pitch of the tooth. 

When setting a saw, this plunger comes in contact 
with the tooth at the proper angle and does not inter- 
fere with the teeth on either side. Popular with saw 
users everywhere. 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


Sales Representatives: 
W. R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 
THOMAS A. TROY, 150- 152 Chambers St., New York, N. Y. 
Canadian Representative: 
RAMSDEN, 


GEO. J. M. St. Thomas, Ont. 





Made with a ball and socket joint. 
adjusted to any angle and rigidly clamped by a slight turn 
to the right. 

Blade is of special scraper steel, held securely between the jaws 


by the clamping screw. This screw is entirely independent from 
the ball and socket which prevents the blade from becoming 


loosened in adjusting the handle. 


Send for Special Circular and 
Trade-prices. 








Cabinet or Floor Scraper 


Handle can be 





V4, 
Vw 






No. 9 


9 in. long with 3 in. blade. Straight, 
highly polished mahogany handle, 
nickel ferrule. 




















April 8, 1926 HARDWARE AGE 


Percfeer 


The Stick to “One Brand” 
Customer 


You’ve met his kind. He won’t buy anything 
unless it has been tried and proved worthy. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
SINTED SCA REE 


aaaro panies who assume full responsibility for depend- 
| able service. 


~ 


Naturally he says: “Perfect Brand” when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 





Ludlow- Seiden Wire Co. 


Painted St. Louis Missouri 
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DLW SAVIOR) 
WIRE CO. 


NtkoiTE| 
Py 





Galvanized 
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PAINTERS HEUSEWIVES 
DECORATORS eeeeee\ FARMERS 
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MILLWRIGHTS 2\S CLEANERS 
STEAM CARPENTERS 
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SEND 
FOR CATALOG 
AND LATEST PRICE LISTS 


W. W. Babcock Co., 


WE PAY THE 
FREIGHT 


HB ABCOCK-LADDE 






Bath, N. Y. 
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SELFOILING 


A REGISTERED TRADE NAME 


WATER SYSTEMS 


By the printed word—in leading farm, class and 
trade journals—we have been telling and will con- 
tinue to tell your customers of Myers Self-Oiling 
Water Systems for homes, farms and country 
estates—of their high quality and dependability— 
of the experience, responsibility and permanence 
of the organization producing and distributing 
them. 














We are paving the way for Myers dealers to bigger and 

better water system business during the months to come, 
4and are further strengthening their position by refinements 
in design, construction and method of operation. 


Are you the one in your community who is profiting? 
Remember—there is a Myers Self-Oiling Water System for 
every service—a complete line recognized for its exceptional 
qualities and practical features—a thoroughly introduced 
line providing a wide range of choice to meet individual 
requirements. Your sales efforts are not restricted to one 
or two styles. 





Strong selling points these, presenting unmatched oppor- 
tunities for widespread water system business. Write us 
today for catalog, information and prices. 


| THEF.E.MYERS & BRO.SO. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Eve 


PUMPS — WATER SYSTEMS — YER. TOOLS — DOOR HANGERS! WATER ea 4 HAY and GRAIN UNLOADING TOOLS ~- BARN, FACTORY and 3 a 
ARAGE DOOR HANGERS: STORE LADDERS, Etc. 





& Take Off L_YOur. Hat= 






] 














Never to Return! 


Every week carloads of Lowell sprayers 
leave the factory, never to return! 


WHY? 














S p you consider Lowell’s 25 years of specialization 
Double your sprayer profits next season by han- 


Because Lowell sprayers are made from the best 
materials available, ruggedly constructed, expertly 
assembled, and double-tested. Their perfection 
in making only the best. 

9,000,000 Lowell Sprayers sold in 1925. Each represented 

dling the Lowell line. See the Lowell jobber in 

'@, 72 e€ C Ss € your community or write us for catalog of our 

complete line of hand and compressed air sprayers. 


Qual ity and durability is not a thing to wonder at when 
a clean profit and a satisfied customer. 
Die RB UIE CM SPECIALTY, CO. 


























April 8, 1926 


HARDWARE AGE 



































a __ 







































































| 
























































Ty 





O 


S originators of the Tu- 
bular and Clinch rivets 
and with a record of more 
than fifty years of successful 
accomplishment behind us, 
we know that this product 
cannot be made better or 
priced fairer than we make 
them and price them. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








TUBULAR RIVET & STUD 
COMPANY 
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f re set, illustrated } | 


is Catalog No. 1924 


Ohe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 


RIFFIN 





E PENNS YLVAN 
vanch Offices__. 


45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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(Steel Wool in Readi-Form) 


The new self-seller! mache cuneate 
This new Handi-Rolls package puts new life into Steel Wool a aah semen 
Packed one dozen in 


I .: Lis s 
| . . ° ° ° 20 
sales! It s American Steel Wool in its most convenient form. an cameinen, 
Convenient for the consumer, because it gives hand comfort and 12 dozen to the case, Hera 


it’s not necessary to pull steel wool apart to get enough to use. 





Just show your customers how these convenient rolls fit the hand 
and fit thework and your sale is made. These rolls are patented and 
are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. 
9-11-13 Desbrosses St., New York, N. Y. 


Write for samples, 
mentioning your job- 
ber’s name and city. 
Display and show @ 


of | ; | 
ecards, electros and y \ | : 
i; § : 
‘ oe * ee { 
~~ 
at * 
4 " » SP Mo ’ ey 
,.. Oe Sige” 
My 
‘ rire oT 


circulars for 





mailing fur-@ 
nished free. 






































The Hardware Store 
Is the Hunter’s Arsenal FINN 


Will He Find YOUR 
Products There? 


Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers 
throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 





Tell the hardware dealer about your product 
in the same manner and put yourself on an 
equal footing with your competitors. 
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Stetson’s Combination Cushion Chair Tips 
are made from selected sole leather. The 
chair is able to move about freely without * Tyaraware 
noise or scratching the floor. The felt washer Buyers 
acts as acushion. This line is only one of our @talog 
big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. aE 





























DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Qe 


4” Diam. with Eye 7%” Inside 





7 54 $6 6 7 ” 66 
Better if," 6 se se 176" ee 
Machine Screws 1” = —— 
for the Quick Shipment 
Hardware Trade 
Oliver Iron and Steel Corp. 
HARVEY HUBBELL& 1001 Muriel St. 
eae Gp cm aon PITTSBURGH, PA. 
Senses ESTABLISHED 1863 
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Growing demand tor 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "Pa 


Selling Agents 
Se Wiebusch & Hilger, Ltd. 
No. 1111—6 inches Wide Heel Cut Back New York 
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KNOWN 


These famous pliers 


Fat , “a . KNOWN the world 
F. E. LINDSTROM ra 2° GA conch for their “quality 
: Ye and workmanship. 


Genuine 





As sole importers and distributors we can supply 


SWEDISH PLIERS J gf Jobbers direct with all patterns and sizes. 
PA Dealers supplied thru Jobbers with both pliers and 


catalogs. 


HAMMEL, RIGLANDER & CO. 
209-211 West 14th Street New York 


Sole Importers and Suppliers to the Wholesale Trade 


Its Now a Staple 
Hardware Item 


The Jacobsen “Junior” is a worthy member of the 
famous Jacobsen line of mowers for Parks, Estates, 
Cemeteries and Putting Greens. It is a sturdy, simple, 
trouble-free mower suitable for moderately large home 
——— lawns, school, college, hospital or industrial lawns. 
Cross Section Cuts a 19-inch swath at the rate of two acres a day on 


of the nota- a gallon of gas. 
> > | at ble 3-contact ° ° 
Bearings OA NI esign. Quality in a Small 
Power Lawn Mower 


for 
. S ° | You can sell the Jacobsen “Junior” off the floor on 
Light ervice ee our money-back guarantee—no demonstration, no servic- 
; | ; 95) i ; ’ ing problems. A boy can operate it. Travels on its 
And for speeds up to <9 fi = own power. Has self-sharpening device. Write for 
R.P.M. Free running, . f'/ illustrated literature, attractive prices and dealer dis- 
high efficiency, low cost. , ’ ’ counts. Nationally advertised for your benefit. 


Large radial capacity and ee a 

thrust load capacity in my 4 | 

either direction. Use JACOBSEN MFG. CO. 
| Dept. DD, Racine, Wisconsin 


“COMMERCIAL” An- There's 
nular Ball Bearings in coe Tey 
Stig n 
. ) r . - 
your product or your selling the Ooi ath Eastern Office: 


plant. — = 245 W. 55th St. 


G) Commercial () VE a 
Send for Illustrated Catalogue, 2 . n> ‘ x % oa Ja cobsen 


Discount Sheets and Samples D/ == r ° " 
‘ey | Junior 
L 


Power Lawn Mower 























New York City 

















THe ScHATZ MANUFACTURING Co. 
Poughkeepsie New York 








Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du- 
rability is woven into every square foot of it. 

Write for prices. 


Spargo Wire Co., Rome, N. Y. 
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3: Y The 
pees = ULTIMATE Wringer 


ANCHOR BRAND 
Best on Earth 


Warranted for Five Years 


LOVELL MFG. CO.., Erie, Pa. 


Largest Manufacturers of Clothes Wringers in 
the World 

















TAPLIN REICHARD MAGIC-WEEDERS 


CONSTANTLY “DIG-UP”? PROFITS 
Very little persuasion is necessary to sell 
Double Dasher the Retchaod Spring-Tooth . + on a 





Packed in Magic-Weeders to the garden enthusiast. 
Individual Boxes Just let him get the feel of it and the 
: At a P opular Price sale is made. Their many advantages are 
No beater at any price could do better apparent. They are easy to use—just half 
work—none equals it at present. The ie : 
speed and ease with which a bowl of the labor with better results. They cannot 
eggs are beaten toa frothy aerated mass clog because of their spring tooth construc- 
is a revelation. tion. 
Centre Drive—Iron Frame and Gears 
sac ae Sanitary Handles Reichard makes a line of nine models re- 
-omfortable to grasp—no sharp edges to cut els : : 
No. 477A ie bea Ee a ce ce a tailing from $.15 to $1.10. They will yield 
decaying food. No soldered parts to come loose. No parts that you a fine profit—making it worth while 


bend and cramp the gears. 
Douse it in water to clean—the finish is Rust Proof 
30 Years Experience Behind This Beater, 


Can Openers and Kitchen Tools THE F. H. REICHARD MFG. CO. 


to push them hard. 


Bangor, Penna. 






'No. 30 All Steel Tool 
A Steel Blade 


No. 96 Stainless Steel, 
White Handle 






No. 33 Cake Turner 


THE TAPLIN MFG.'CO., New Britain, Conn. 


New York Office, 71 West Broadway 
























YOU CAN SELL ’EM 


Women are quick to appreciate the 
satisfaction in having clean, pure, 
delicious, wholesome Ice Cream, 
made at home, under their own 
supervision, in our easy running, 
quick freezers. They take very 
little ice and salt and freeze so 
quickly, it’s really no trouble at all. 


BETTER 
STOCK ’EM | 


They sell on a 35 year reputation and they stay sold. This means 


permanent profits for you. 

The Blizzard is simpler in construction and a trifle cheaper, but sells 

as well as either the Lightning or Gem and should be ordered with 

either style to satisfy the demand. . - sn iitieiaianiiada asians 

ter get in touch with your jobber early. e sure to inclu les 

me in vour order, or write Rie ee direct to us. THEY ARE FREE 
FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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Now |s the Time to Display Mop Wringers 


Right now while everybody is “Spring Cleaning’—put those 

Nationally Advertised “Boller’ Mop Wringers and “Ezy- 

= Squeeze” Mop Squeezers where they’ll be seen and remind 
housewives of their need. Our advertising will do the rest. 
These two famous brands are known everywhere for their 
time and labor saving features and they’re built to last longest 


and serve best. 


Jobbers can buy BOTH MAKES FROM US DIRECT. 
Dealers can secure both promptly from their Jobbers. 34 


Styles. | : Bec c 
PETERPjOLLERMACHINEWORKS  “@etdbewrs 


126-128 N. Curtis St. Chicago, IIl. 























ri Sisisis!/sisisisis'\ 





Screw Plate Sets 


‘The Line That Keeps Moving” 


It takes steam to make the ne ‘‘Ge’’ than 
ee Kea . ne aa end it takes more ee 

e’ve as well as Qua the com li 
Get the C ty plete line of ‘‘Threadwell”’ 


The THREADWELL TOOL CO., Greenfield, Mass. 


New York City Philadelphia Chicago Cleveland San Franeiseo 
896 Broadway 809 Harrison 300 Wrigley 135 St. Clair 604 Mission Bt. 
Bidg. Bidg. Ave. N.E. 





+ tid LE ea eee 
Card or Label Holders 
—a good line for greater profits 


OU can “bank” on the established reputation 
of the Grammes Line. It contains over 
styles that cover every requirement. These prices 
invite comparison. Above is a popular stock style 

















Brass-polished EQ 
it 47. Card se 1 x2 EM. ec ee ee ceeeees $3.25 Gross ARE YOU UIPPED TO PRIN I 
R SBI Bees ceeesesvess 3.80 announcements, dis- 
Same style without pull. play cards, streamers 
No. 79. Card Size 1 x2 Mew see eeceees $3.00 Gross oe Sem sale prices? 
o 83. 1 a in errr 3.1 = If not, you should 
3262, » I Min cusnendun 4.50 orGer a NATIONAL 
OW CARD 


Prices are net and F.O. B. Allentown, Pa. 


Your trade uses them—Why not sell them? 
Ask for catalog and prices of our other styles. 
Cabinet Hardware Division 


<S Grammer hfons 


345 Union St., Allentown, Pa. 
New York Office: 25 West 43rd St. 


Are you handling Grammes Wire Shoe Nails? 
If not, get our interesting proposition. 


(DIO oo ooo 
Osborne High Grade Punches 


SH 
WRITER today and 
have your own 
shop in — to do 
this work. The sav- 
—_ ‘effected by 
nting your own 
cares more 
off-sets the 
cost of the 
equi 
=, 


Write for illus- 


trated folder 
and prices. 


National Sign Stencil Co. 1%, University Ave 


RANITE STATE 
LAWN MOWERS 
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Belt Punches Arch Punches 

| Spring Punches Revolving Punches are good merchandise to carry from 
Workers’, Trimmers’ and Upholsterers” and’ Plumbers” ‘Tools ot superior a sales standpoint—and A-1 value ¢ 

from the users viewpoint. 

You'll like them. 


quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience 
employ only skilled workmen and use the finest quality of a * ~- ~~ * ~ 
making eur products. 

We stand back of every tool we make. Try us. Write for Catalog 
mm, Granite State 


ee ee ee ESTADLISEED tea *- Mowing Machine Company Ce 
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(Reg. U. S. Patent Ofice) 


WOOD SCREWS 
MACHINE SCREWS : 

DRIVE SCREWS 

STOVE BOLTS 


Quality 
PT — OE oe 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 








Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 

its ce ends. You would go 
whistling on your way while the other fellow 
sulked. 


There are lots of hod carriers in - town 
who are bearing the discomforts o ing 
leaky hods simply because they have aa 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 
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FRICTION HINGE 


For use on Hinged Windows swinging in, Bedroom Doors, 
Etc.; they hold the window or door open in any position with- 
out the use of an adjuster or holder. 

This Hinge is designed on the simple principle of a Brake- 
band. The double knuckle leaf is fastened tight to the pin 
the single knuckle passes clear around the pin and is doctened 
to the leaf itself by two set screws, which can be adjusted to 
give any desired amount of friction. 


The use of these Hinges eliminates that annoying condition 
of windows and doors slamming. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! Park Ave., N. Y. 


HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 





- 


“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales."" Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 


W. C. HELLER & Co., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 


DE. ceccas ebbaedé Code 6040 O4s CCC CROON COR CER60 08 cece 
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Supply This Mighty New Market 


This new Green 
Line Tool Case 
means new sales 
to old customers 
and brings new 
customers 
to your _ store. 
Home owners 
everywhere want this practical Household Tool Case. 
It fills a big need and it’s a big moneymaker. Con- 
sult your jobber. 


GREEN-CASE, Inc., RACINE, Wis. 


New York Office and Warechouse—89-91 Warren St. 


Fly Books The GIRIEEN Line Tackle Boxes 





HOUSEHOLDER’S GENERAL CASE 


HARDWARE AGE 








A Good Seller 


Our mortise set No. 250-B is a 
good seller. Sturdily built with 
attractive lines, beautifully de- 
signed Glass Knobs, ground and 
polished, silver backed, giving 
high lustre. Our Patented Dead 
Bolt Night Latch 
is another money 
maker. 

Send for New 

Catalag No. 7 


(G@)|NDEPENDENTIOCK CK Comp 


Leominster, Mass., U. 8S. A. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glase 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 




















American Steel & Wire 


Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas. 
U. 8. Steel Products Co. 
San Francisco, Los Angeles. 
Portland, Seattle. 


BARBED: —~~ Glidden, Am. Special, 

Baker Pordeen” Eliwood Junior, Lyman. 

KES, STAPLES pay Hot Galvanized Nails. 

ZINC INSULATED FENC . ~~ Royal, Anthony, 
nt — S., Banner, Steel 

BAI rmeriy A 





NNER Arrow) STEEL POST s. 
CONCRETE RE RCEMENT. 

BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 

WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 











Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 












ALLEN Safety Set Screws 


30% Extra Strength over broached hollow ——— 
oan only other kind made. By a —— 
process we increase the density of the 
around the socket-holes, so that even the a... 
sizes will stand al] the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly- Soames socket -holes—no = = in 
the bottom. The entire length of the A 

utilized either for solid metal at the point, or depth of mone A, 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 








GRINDER AND BUFFER 


$15.75, brand new, in original crates 








Full 4% H.P., 110 volt, A.O., 60 cycle, enclosed dust-proof moter. 
BARGAINS in new motors, ¥% H.P., 110 volt, 60 cycle, A.O., 
money back guarantee at $10.00 each, with pulley. Largest dealers 

in new and used motors in the Northwest. 


GENERAL DISTRIBUTING CO. 
Security Storage & Van Blidg. Dulath, Minn. 








The ALLEN MFG. CO. iini#5AB Coat 
TIRE 


YERS*? 


_} — Insure perfect shelf service for any line of merchandise. 


























tread steps, properly spaced, with convenient full 
~ handholds on both tides of ladder permit mounting 








1 or descending with ease. Both hands free to remove or 
TH replace stock without a of falling. Cushioned Tired 
“| Trolley and Truck Wheels eliminate noise and prevent 

1 vibration. Erection as simple as A, B, C. Utilize 

small space. Make top shelves safely available ’ 
for stock se agra One style--neat of f 
og finished--any 

Thousands N p ’ 


—_ re 











rete) for lite full name 


Russell Jennings 


. 
stamped on the round of our 


Auger Bits 


1 
riginail di halt tw st aus Dit, Par nte 


Mr. Russell ines in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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‘TRACE MARK REG. U.S. PAT. OFF 


The Line of Least Resistance 
ALL STEEL—INDESTRUCTIBLE 


Increased production and improved 
shipping facilities in our 
new location. 


Write for Catalog. 


METALCRAFT CORP. 


1 RSX 2215. 23 Clayton Ave., ST. LOUIS 
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IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St.; San Francisco, 
717 Market St.; New Orleans, La., 625 Pine St.: 
Ogden, Utah, 2327 Grant Ave. 











SStrtc ic EN 
HE KEVETONE > 


KEYSTONE AUTO “SOC. KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanics and car owners. 

“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 




















TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


Kaibemamadaal 





HACK SAW BLADES MACHINES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 


DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 





THE BENCO TOOL BOX 





A remarkable tool box for itg durability and low price. It will render 
years of service under the most severe conditions. A tray for small tools 
which fits into the upper part of the box can be supplied if wanted. 
Finished in velvet green or black baked enamel. 


Write for sample and prices. 


THE BENCO TOOL BOX CO. 
Box 6, Bath Beach, Brooklyn, N. Y. 


7 * 




















| PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, Il. 
33 Warren Street, New York, N. Y. 


























Making the Best for 
50 Years and Still At It 


OTTO BERNZ CO. INC. 
Newark, N. J. 


Manufacturers of 
“ALWAYS RELIABLE” 
Torches, Furnaces, and Plumbers’ 


Tools 
Ask for Complete Catalog 


Jobbers Supply at Factory Prices. 


Covered by Patents 
No. 79 Qt. No. 80 Pt. 
Gasoline-Kerosene 


Offices in New York City, Chicago, Fort Worth, 
Denver, Helena, Mont.; San Francisco, Los An- 
geles, Seattle and St. Thomas, Ont. 
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HARDWARE AGE 


April 8, 1926 


Classified Opportunities 





BUSINESS OPPORTUNITIES 


STORE FOR RENT—Ideal for hardware business, 4204-6 Lincoln 
Ave. (cor. Berteau), Chicago; 44-ft. frontage on Lincoln Ave., 16-ft. on 
Berteau to a depth of 83-ft. Steam heat; individual basement. Within 





one full block of two million dollar theatre and Irving Park Blvd. 
Possession May 1, 1926. JRent reasonable. An unusual opportunity. 
S<DLAND, Randolph 6648, Room 1626, 31 S. Clark St., 


Ing.: M. FRI 
Chicago, Ill. 


OPPORTUNITY FOR ONE OR TWO parties to take over a good pay- 
ing hardware, house furnishing and radio store, established six years. 
Known as one of the best in New York and located on a business thoro- 
fare. It will take about $15,000.00 cash, balance to suit, to handle this 
proposition. I shall be pleased to interview men with above capital and 
serious intentions. Address Box H-17, care of Harpware Ace, New York. 








FOR SALE—Eighty feet of sectional shelving, two sections high. 
Thirty feet of open shelving. Forty-nine feet of glass shelving. Four six 
foot polish plate glass cases. All in oer finish. We will dispose of 
all or part at a very attractive price. C. ED. SMITH HDWE. CO., 314- 
316 E. Washington St., New Castle, Penn. 


FOR SALE—A PLUMBING and sheet metal business in good town of 
eleven hundred people. Stock and tools invoice around $5,000.00. Very 
attractive price. Terms on part to right parties. Address Box H-29, care 
of Harpware Ace, New York. 


FOR SALE—HARDWARE BUSINESS in good live town; will invoice 
Established over 50 











about $8,000. Low overhead; doing good business. 

years. Owner retiring. Can interest anyone looking for an opening. In- 

vestigate. CHARLES F. STAHL, Marion, Ohio. 
HOUSEFURNISHING DEPARTMENT WANTED—Will rent or 


lease housefurnishing department in successful department store in New 
York City or surburban. Address Box H-48, care of Harpware Aace, 


New York. 


FOR SALE—GENERAL HARDWARE AND IMPLEMENT store, 
located in a small town in Western Pennsylvania; stock will inventory 
$12,000.00. Good growing business. Stock can be either increased or de- 
creased. Best of reasons for selling. Address Box H-51, care of Harpware 


Ace, New York. 


WANTED—TO BUY SMALL BUSINESS that can be increased in 
live town in Western Pennsylvania or Northern Ohio. Give reasonable 
amount of information in your first letter. All answers strictly confi- 
dential. Address Box H-49, care of Harpware Acz, New York. 


FOR RENT—SPACE for Electrical Department and Radio Department 
in leading department store in city of 100,000 people. Give references of 
responsibility in first letter. THE H. k. BACON COMPANY, Evans- 


ville, Indiana. 


FOR SALE—PAYING HARDWARE STORE located in Western 
Pennsylvania between Pittsburgh and Erie. Good clean stock consisting 
of general hardware, paints and housefurnishings. Invoices $7,500.00. 
Store located in rapid growing industrial center, low rental. Real op- 
portunity for some one. Good reasons for selling. Address Box H-59, 
care of Harpware Ace, New York. 


HARDWARE STORE IN NASSAU COUNTY ffor sale. Attractive. 
established for 20 years; good location. J]. RAYNOR, 342 Hillside Ave., 


Jamaica, L. I. 


























FOR SALE—A thriving retail hardware business in the best town in 
South Mississippi. Sales in 1925 over $200,000. Will invoice about 
$40,000.00. Can reduce to suit buyer. Reason for selling, owner has 
other interests to look after. Address Box H-60, care of Harpware Ace, 


New York. 





FOR SALE—TWO GLASS counter show-cases. Write for complete 
details and price.n RAYMER HARDWARE CO., 56-60 East Fifth St., 


St. Paul, Minn. 





HELP WANTED 


HELP WANTED 


SALESMEN WHO HAVE established trade and are personally ac- 
quainted with hardware dealers and jobbers East of the Mississippi, to 
sell America’s leading tool boxes and hardware specialties on strict com- 
mission. Give experience and territory in first letter. Address Box H-62, 
care of HarpwarE AGE, New York. 


WANTED—A YOUNG UNMARRIED man who has had experience 
selling builders’ hardware, and can read blue prints, and also figure job 
from blue prints. Prefer man who is familiar with the Sargent line. Ad- 
dress P. O. Box 238, San Angelo, Texas. 


HELP WANTED—Salesman with car possessing hardware and depart- 
ment store acquaintance in New York and Westchester Counties. Wanted 
by an established manufacturer and jobber. Prefer one living in territory. 
Address Box H-46, care of HArpware Ace, New York. 


SALESMAN WANTED—Who understands door hangers in every 
detail, to call on hardware trade, also engineering and construction 
companies. State full particulars as to age, experience and salary wanted 
to start. Address Box H-41, care of Harpware Acs, New York. 


POSITIONS WANTED 


POSITION WANTED—BUYER AND SALES MANAGER with Live 
local jobber 20 years, hardware, mill, oil well, marine and buil sup 
plies. Experience, covering retail, wholesale, traveling six years, buyer 
and sales manager. ‘Can organize, buying and sales department, cata- 
logue pricing and get results. A-l references. Employ but desire 
- me eed connection. Address Box H-23, care of Harpware Acs, 

ew York. 


POSITION WANTED—EXPERIENCED HARDWARE MAN (retail) 
with twelve years experience in merchandising hardware. Capable of 
developing sales re advertising, direct mail and displays. 
connection with reliable firm where advancement or interest would be 





























possible. Contemplates change. Highest possible reference as to qualifica- 
ne ov and reliability. Address Box H-38, care of Harpware Aog, 
ew York. 





WANTED—POSITION AS TRAVELING SALESMAN, by young 
married man 25 years old, 6 years’ experience as paint, varnish and glass 
salesman; 5 years with one firm. Employed at present time. Familiar 
with hardware trade in Eastern Pennsylvania. ff you are not willing 
to pay legitimate expenses do not waste your time and mine. Address 
Box H-20, care of Harpware AGE, New York. 


BUILDERS’ HARDWARE MAN with 14 years’ experience estimating 
from blue prints and architect’s plans and specifications is available for 
immediate opening with a future. Have had valuable experience in 
builders’ hardware business of my own for three years. Can furnish 
best of references. Address Box H-47, care of Harpware Acz, New 


ork. 


SALES EXECUTIVE—WITH 20 YEARS’ successful experience as 
salesman, sales manager and vice-president, large hardware jobbing firm, 
desires a like position with a manufacturer of nationally distributed 
products. Experienced in organization and expense control. High char. 
acter, personality, habits, integrity; fine sales and executive ability. 
Address Box H-45, care of Harpware Ace, New York. 


AM OPEN FOR A SALES EXECUTIVE position; my training and 
experience in hardware products guarantee the necessary qualifications. 
Have a successful record that will stand fullest investigation. The privi- 
io . gn so alae is requested. Address Box H-57, care of HARDWARE 
AGE, ew ork. 


POSITION WANTED---BY EXPERIENCED ALL AROUND (buying 
or selling) retail hardware man, A-1 salesman and exceptionally good 
window trimmer. Many prizes won. Best reference, pleasing personality, 
industrious. Do not use liquor or tobacco, Catholic. Married, two chil- 
dren. Age 35. Have no future here and desire a position with a respon- 
sible firm where there is a future in a good school town. Position must 
be permanent. Middle States preferred. Address Box H-52, care of 
Harpware Ace, New York. 




















SALESMEN—FEstablished manufacturer with national distribution needs 
three experienced salesmen who have worked hardware, furniture or 
building supply trade in Southwest, Southern and Central States. Age 
30 to 35. lease don’t apply unless you can prove conclusively that you 
are worth a good salary and can earn bonus in addition. Will pay ex- 
penses of right man for interview. Address SALES DEPARTMENT, 


2300 Glenmary, Louisville, Ky. 


WANTED—A-1 SALESMEN in every state calling on first class 
hardware trade, to represent manufacturer of quality tool grinders. coaster 
wagons, and tool handies. Full line men wanted in states of Minnesota, 
Illinois, Iowa, Nebraska, and Dakota’s. Salary and commismon. State 
age, experience, and give references. Address Box H-39, care of Harp. 
ware Ace, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Acre, New York. 











WANTED—A MAN WHO knows builders’ hardware to work the con- 
tracting trade. Unless you know your line, don’t apply. Contract depart 
ment will figure your estimates. State line handled, salary expected and 
references. W. E. FROST HDWE. & PAINT CO., W. Palm Beach. Fila. 


WANTED—A SALESMAN FOR Mephisto tools for the States of 
Oklahoma. North and South Carolina, Virginia and Indiana. The W. A. 
TVFS MPG. COMPANY, Wallingford, Connecticut. . 





SALES ACCOUNTS WANTED 


MANUFACTURER’S REPRESENTATIVE OR SALESMAN for 
manufacturing concern available for Metropolitan District of New York for 
marine or builders’ hardware or specialty. State full particulars in first 
letter. 15 years’ experience. Can furnish best of references. Address 
Box H-33, care of HArpware Ace, New York, 


SALESMAN COVERING EASTERN NEW YORK including Metro- 
olitan District, Eastern Pennsylvania, New Jersey and Southern New 
england States in a car can handle one or two more hardware lines of 
merit. Prefer staple line or a good specialty which is a repeater. At 
the present time, I am carrying only two lines so will be able to do full 
justice to an additional one. Address Box H-42, care of Harpware 
Acre, New York. 














WANTED—BY EXPERIENCED SALESMAN to represent well-known 
manufacturers of tools and cutlery on the Pacific Coast. Can give A-1 
references. Address Box H-37, care of Harpware Acre, New York. 

SALES ACCOUNT WANTED—MANUFACTURERS’ REPRESENTA- 
TIVE with New York office and established trade calling upon wholesale 
hardware, housefurnishing, automobile, radio, exporters and 5 and 10 cent 
store syndicates, desires corresponderce from reliable manufacturer of 
hardware or kindred lines on commission basis for New York City terri- 
tory. Address Box H-55, care of HArpware Acer, New York. 














April 8, 1926 


HARDWARE AGE 


145 


Classified Opportunities 





SALES ACCOUNTS WANTED 


WANTED—BY SALESMAN OF TWELVE YEARS’ experience, suc- 
cessfully selling the wholesale and retail hardware and wholesale grocery 
trade in the States of Virginia, West Virginia, Tennessee, Kentucky and 
North Carolina, a line or specialty for this trade that will run into volume. 
Must be of highest merit and a repeater. Only a line from reputable 
manufacturer considered. Commission preferred. Address Box H-54, care 
of Harpware Acz, New York. 








I WANT FACTORY REPRESENTATIVE lines, cutlery, tools, house- 
furnishing goods, axes, etc. Nothing but Al lines. For the States of 
Mississippi and Louisiana. Other States considered. Will furnish first 
class references. Write me, Box 418, Tupelo, Miss. 





_ MAN WITH 15 YEARS’ SELLING EXPERIENCE wants additional 
lines for distribution in Virginia. Will consider staple lines for hardware 
and furniture trade. Commission basis. Address Box H-50, care of 
Haapware AcE, New York. 





SALES REPRESENTATIVES WANTED 








) MANUFACTURER OF HIGH GRADE 


advertising ‘tire covers desires salesmen calling on 
} automobile dealers. Will consider only men of thigh 
standing. Liberal commission with salary guaran- 
teed. Write, giving references also present connec- 
—- Wm. Harris & Co., 407 Jackson Street, St. Paul, 

inn. 








ti 








NEW ENGLAND'S largest clock and watch house, also Ingersoll watches, 
desire several high-grade, live-wire, hustling representatives as side-line, 
om commission basis, for Illinois, Indiana, New York, Pennsylvania and 
Middle Atlantic States. In first communication state territory desired and 
references. INTERNATIONAL CLOCK & WATCH CO., 93 Federal 
St., Boston, Mass. 


WELL KNOWN CONCERN specializing in the manufacture of aa- 
tionally advertised product, having outlet to hardware, electrical and tool 
trade, want representative calling on the jobbers and large retailers in 
Virginia, Kentucky, North Carolina, South Carolina, Georgia, Alabama, 
Mississippi, Louisiana and Florida. Straight commission. Address Box 
H-58, care of Harpware Acz, New York. 


SALESMEN WANTED—CALLING ON retail hardware trade in New 
York, Pennsylvania and Ohio to handle side line of Sole leather. Attrac- 
tive proposition. Liberal commissions. Reply, stating lines now handled 
and wroey covered. Address Box H-21, care of Harpware Az, 

ew York. 











SALES REPRESENTATIVES WANTED 








SALESMEN—EXPERIENCED AND WITH following in whole- 
sale and retail hardware trade to represent Boston manufacturer 
of staple articles. Commission side line basis. Territories open, 
Western Massachusetts and Connecticut, Maine, New Hampshire 
and Vermont, Philadelphia and suburbs, Pennsylvania. Address 


Box H-61, care of Harpware Acz, New York. 


£ 
PROMINENT STOVE MANUFACTURER of well known trade-mark 

line is launching national expansion program on most complete, best de- 

veloped and priced line of Heat Circulators on the market. 

includes heaters and ranges of all types and fuels. Strong gas line. 


Straight commission compensation. oy | money making opportunity. Your 
to hear only from big 














territory may be still Want roducers with 
established territories. State in detail territory covered an volume. 
Address Box H-14, care of Harpware Acs, New York. 





SALESMEN, REPRESENTATIVES, AGENTS to handle popular 
priced high grade all-steel, white enamel recess bathroom medicine cabinets, 
selling to jobbers, building supply houses, hardware dealers to the con- 
tractors and builders, architects, hotel and apartment house builders; 
liberal commission and exclusive territory to real salesman that can 
oo aeeuten results. Address Box -28, care of Harpware Acoz, 

ew York. 


WANTED SALESMEN WITH ESTABLISHED TRADE to sell as 
a sideline an imported special wood saw. Nearly all territories open. 
Give full particulars in first letter. Address Box H-56, care of Harpwarsz 
Acg, New York. 


COMMISSION SALESMAN IN EACH STATE wanted by manufac. 
turer of hand tools and hardware specialties. Advise territory covered 
oe may represented. Address Box H-34, care of Harpware Acz, 

ew York. 


TEXAS, OKLAHOMA—Salesman calling on wholesale hardware trade 
in States named, to carry nationally advertised articles as_ side line. 
Reference required. Address Box H-53, care of Harpware Ace, New York. 


Robertson “Horse Shoe” Magnet Hammers 






















Permanent magnet which holds ee 
the tack in position for driv- 2 —S- 
Awarded the Silver Medal 7 ing a 


nighest offered) at the Panama-Pacific Exposition. 
pro 


(the 
Name and design trade marks registered U. S&S. Pat. Of. 
ARTHUR R. ROBERTSON 94 Portland St., Bosten, Mase. 

















Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cetten 
Send for samples and prices 


MASSASOIT MANUFACTURING C@. 
Fall River, Mass. U. 8 


he — 350 
188 West M 





Broadway 


New York Office 
adiszson St. 


Chicago Office 





DROP FORGED 
WRENCHES 


, Vesigned and proportioned to give stiff- 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago, lll., U. S&S. A. 















™ 





FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other 
arc of a circle and can be guided 


™ 
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THE PROGRESSIVE MFG. CO. 


bits, is guided 
in any direction regardices of grain 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


by its Circular Rim instead of its center, consequently it will bore any 
: a true polished surface. Ep 2, 
than chisel, gouge, scroil-saw, or lathe combined for cere 

ven screen work, scalloping, fancy 
m moulding and tertising, oe. 


TORRINGTON, CONN., U.S.A. 

















7 oanerne Can 





American Can Company 





SCvTHES AXES 


Scythes sinee 1912. Axes since 1880. 


RIXFORDE3 











J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVE F S— 





Energy Elevator Co. 








EastHighgate, Vt. 
NEW CATALOG of Stone Work- 
ing Tools and Supplies—just off 
the press—free on request. Send 
for it today. 
Trow & Holden Company 
Barre, Vermont 


ELEVATORS 
DUMBWAITERS 


Write for our catalog 
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A new sonhent way to handle Plaster 
Paris Packed in three sizes : 


One pound, two pound and five pound packages in an assorted barrel of 
360 pounds as follows: 40 1-pound packages; 60 2-pound packages; 40 
5-pound packages; and costs no more to handle than bulk Plaster Paris. 


Write for prices today. 
RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 


WANTED REPRESENTATIVES 
TO 





: 
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1H€ STEWART IRON WORKS CO. 


225 STEWART BLOCK CINCINNATI, OHIO 








WINSLOW S 
BC 


The Samuel Winslow Skate Mfg. 
Worcester, Mass. 











STRATTON ™*'* 
HANDLES 


Fer Small Tools, Utensils, Electrical Goods, Btc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 


The New Britain Machine Company 
New Britain Connecticut 








Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Pleas 
1606 MILITARY RD., BUFFALO, N. Y. 








OROP 


nee BALANCED 


screw “TE NOX” orivers ERS f 





“The Toots in Lhe Pru Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS.. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








Makers of Every Kind 
of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohic 














for Furniture Floors and Woodwork 


Bouquet-BrownsonCo.inc Of. “Paul, “Winn. 








T 
bt ~ ty pk nea who ee ge hn 
Censolidated Eleetrie 











— Ce. 
DanVere, Mass. 
4301 Warne Ave. 
“Licensed under the General Retr: 
Company’s Incandescent Lamp petents.’’ St. Louis, Me. 


Get an “‘Edge’”’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.”” It puts a keen edge om amy- 
thing——knives, scissors, sickles, toels, A 
quick and ready seller—and « profit 


producer. 
DAZEY CHURN & 
MFG. CO. 





















58 YEARS AGO 
Today 
PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 


American Shearer Mfg. Company 
Nashua, N. H. 











TRADE MARK 


BROWN @ SHARPE 
BS onset 
\Nlade Best 
They Give Complete Satisfactior 
Catalog on request 


BROWN & SHARPE MEG. CO. Providenc: 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance ail to insert. 


will be made for errors or failure 





A 
oc ced eed hetceewennets 50 
Aladdin Industries, Inc...............--. 38 
es cae bn eeeedueenad 142 
BY GO. Sccccccvsescessnseswene 142 
Aluminum Goods Mfg. Co................. 113 
I GR Gi ictccs codec sscewoavese 145 
Be: GD Gig bcd cccoccsccccccens 26 
American Enameled Products Co.......... 123 
American Flyer Mfg. Co................. 49 
American Fork & Hoe Co................ 47 
American Gas Machine Co............... 46 
American Hammer Corp...............-- 6 
Ba TH Gina cbeccscccvccceciccss 128 
American Saw & Mfg. Co................ 146 
American Screw Co........:ssseeeeesess 32 
American Shearer Mfg. Co............... 146 
American Sheet & Tin Plate Co.......... 131 
American Steel & Wire Co............... 142 
American Steel Wool Mfg................ 136 
American Window Glass Co.............. 53 
American Wire Fabrics Corp............. 150 
I eck cicccesevsscceceses 126 
Armstrong Bros. Tool Co................. 145 
RE Ge Gis Ms Give aecc ct ccoceccsvceses 68 
Automatic Incubator Co................. 124 
Auto Vehicle Parts Co................... 20 
B 
Rabe Gi, Tee We Wes cc ccccccteccecss 133 
, wn Cr Ci cece ccessicesaeneee 143 
i 2 Mi ct ees bbneedes sess eeenes 143 
me Es Gite cw cv ccc cccccccceccces 11 
Se hs Gc cdoedeKcdconscceegtecsaes 31 
Boller Machine Works, Peter............. 140 
Bouquet-Brownson Co. ......... eulehases 146 
eS Se Gis on cc bocce ce ccececeste 18 
Bridgeport Screw Co............ceeceeees 129 
SE MR ccieesenccesscoseses 20 
Brooklyn Daily Eagle (Catalog Dept.).... 8 
Brown & Sharpe Mfg. Co................ 146 
Beate Wee WED Giicc cc cccccccccccce 66 
i vi dntenbeecensébeeeees 50 
PTET OTT CTE TTT TTT TTT 44 
Cc 
Ce “GE kad cctds ccvsccctccvees 67 
es Ge. Tee I wc eecceesscoecccses 148 
Chatillon & Sons, John............+++-.- 129 
Chicago Roller Skate Co.............665: 52 
Cleveland Wire Spring Co................ 141 
Coes Wrench Co..... Sided eesdeoeesesees 20 
Coldwell Lawn Mower Co.............->. 54 
Cobmenbiam Pepe Ce. cccccccccccccccccccce 117 
Columbia Tire & Rubber Co.............. 21 
Connecticut Valley Mfg. Co.............. 146 
Consolidated Electric Lamp Co........... 146 
Continental Wood Screw Co............. 141 
Cee TD Gk. web csnescccsetéeeees 146 
eS Bs i a Sin ceo 6s cecccsueceses 23 
D 
Dasey Churn & Mfg. Co.........ceccceess 146 
Diamond Saw & Stamping Co............ 143 
E 
ieetie Ti Giiicccecctceccccvsecscccsces 137 
Empire Level Mfg. Co.........-e.ee005: 149 
Energy Elevator Co.............+e00ee05: 145 


ee TGs oc cc cccsevccesvosececs 35-36 





F 
Ee i a eee baeewe eeee a4 58 
ttt eee une ee ee eens nese Cee 39 
SS ae 64 
Fowler & Union Horsenail Co............ 146 
le TNL co ocia bowes eeeeenseees 60-61 
G 
eS rr rr ere ee 1 
General Distributing Co.................:. 142 
Globe Stove & Range Co................. 29 
Gold Medal Camp Furniture Co.......... 40-41 
Grammes & Sons, Inc., L. F............. 140 
Granite State Mowing Machine Co........ 140 
OMI, inure de cee eeeeee eee oe 142 
rs cu cuwensseceeddeos 135 
H 
Hammel, Riglander & Co................ 138 
Bee BH GORE Gok, BOs cccccccccececses 123 
rh i cae ceceesuceees 141 
ee I CM ccc he eeeenenenes 52 
ey Ge) I Gi ccc cccccccocceos 45 
i EE nc ceneeeewocsoeess 52 
ee I. sc rcccccccneeevesces 137 
I 
Independent Lock Co...............e000: 142 
Indiana Steel & Wire Co................. 7 
International Silwer Co.................. 2 
J 
SM ok oe eedsenseeews 138 
Jennings Mfg. Co., Russell............... 142 
Johnson Arms & Cycle Works, Iver...... 143 
K 
ST Es ouiccccccvcteucoeseeece 143 
Kokomo Stamped Metal Co............... 50 
& 
ee Ge ts GIs cc cccccccccccsees 125 
Ge ee 139 
ee, ee so cebeseeueeeee 134 
Ludlow-Saylor Wire Co.................. 133 
M 
a ace eeadbesocess 70 
Mansfield Tire & Rubber Co.............. 4 
SL Mw cee eetebeceses 145 
Meisselbach Mfg. Co., A. F...........055: 37 
ie tie ccadaceeduweseedes 143 
Millers Falls Company.................-: 56 
Milwaukee Motor Products, Inc........... 14 
Myers & Brother Co., F. E........... 134, 142 
N 
National Sign Stencil Co................. 140 
National Tire & Rubber Co........... a 
New Britain Machine Co................. 146 
Pe ee, SE Mn coccsccccceébecee 139 
Northland Ski Mfg. Co............ss0e:. 52 
O 
ee ee  . . ncwovedse does sees 65 
Oliver Elem & Besed Oe... cccccccccececes 137 
Osborn Manufacturing Co................ 24-25 
Osborne & Company, C. S............... 140 





Pp 
ae ee 143 
Penn. Lawn Mower Works.............. 136 
Perfection Stove Co., Inc..............02:. 119 
Popular Science Monthly........... scocee | OG 
eee Ge BA, . Bic occ cccsccsccseces 15 
eS , Qa cs cccdencesdééodause 145 

R 
Reichard Mfg. Co., F. H..... esecooccoees BN 
Reliable Paste Co............. cocccececes SG 
Revere Rubber Co........cccccccce cocccoe 
Richards-Wilcox Mfg. Co.........esse00: 115 
EY CN ME dd we ccseecerveeese ooee 145 
Masses Co, Gaeee Ga. .cccccccccces socece Ban 
Robertson, Arthur R............. svecoees Be 
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Carey Asbestos Shingles 
will withstand every 
condition of weather 
or climate. Frost will 
not chip or crack 


them. 













No matter in what part of the 
eountry you are located, there’s a 
Carey branch or distributor near 
at hand, ready for prompt service. 
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The full Carey line gives you the 
advantage of mixed carloads of 
roofing—carload rates on less than 
earload quantities of each kind. 





HARDWARE AGE 


ASBESTOS 


SHINGLES 





A better 
shingle, yes 
and a better 


proposition 








business until we Knew we could make a 

better, finer shingle—until months of ex- 
perimenting and research had taught us how to per- 
fect the making of shingles of this type. 

And when our decision was made we backed it 
with a new million dollar plant for making Carey 
Asbestos Shingles! 

By thespecial process Carey alone uses, long, tough 
asbestos fibres are criss-crossed, interwoven, knitted 
together—and embedded in cement. This process 
gives rugged, elastic strength never before possible! 

Not only dowe offer you a better shingle, but we of- 
fer youa better proposition. For with this shingle the 
Carey roofing line is now complete. And, asa result, 
you get all the advantages of carload shipments on 
mixed carload lots. Youcan order acarload made up 
of roll roofings, strip shingles, individual felt shingles, 
asbestos shingles—in any proportions you want. 

And remember—our distributing points are con- 
veniently located alloverthe country. One always 
near you, ready for quick shipment. 

Of course, this super-shingle is well advertised. A 
striking national advertising campaign is broadcast- 
ing its many advantages. It’s priced right, too. In 
every way, this is the shingle it will pay you to handle! 


Write today for detailed information. 


THE PHILIP CAREY COMPANY 
Lockland, Cincinnati, O. 


W* didn’t decide to go into the asbestos shingle 
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LEVELS 


HE Acid test for any product, as far as the 
Hardware Merchant is concerned, is “Does it 
sell”? 

Empire levels actually CREATE sales. The 
fine appearance and unquestionable high class 
workmanship has developed many a sale from a 
customer who had no intention of 
buying a level when he stepped into 
the store. 








er 


APPROACH any workman 

who is using an Empire 

Level and ask him how he likes 

it. Then you will understand why this level is so 

tremendously popular. Workmen call it the 
“finest level ever made.” 


The Empire Levels shown above are two types 
from our complete line. They show the inter- 
changeable vial cases on both wood and aluminum 
levels. If you want to know more about Empire 
levels send for a catalog. 


EMPIRE LEVEL MFG.CO. 


-- MILWAUKEE WIHS.-- 
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To Stop Traffic Before Your Window 


Here’s an eye-catcher that will stop every Put it in your window with a few rolls of 
man or woman who comes within sight of Galvanoid and American Bronze screen 
your window. cloth. Add other seasonable items from 
your stock that will interest homeowners 


This small reproduction gives only a faint . . 
: during the big spring cleaning and refur- 


idea of the striking large design printed a . ; 

in eight colors, size about 3 feet by 3%4 bishing that will soon be sweeping the 

feet when set up. my country. Clean up on the spring clean-up. 
A suggestion on how to do it goes with 

Write us for this display. every display. 


AMERICAN WIRE FABRICS CORP. 
Subsidiary of WICKWIRE SPENCER STEEL CO. 


General Offices: 41 East 42nd St., N. Y. Western Sales Office: 208 S. LaSalle St., Chicago 
Worcester Buffalo Cleveland Detroit San Francisco Los Angeles Seattle 


American Wire Fabrics Corporation, 41 East Forty-Second Street, New York 


(;entlemen : 
Galvanoid CO 


from \; oe 
; ewe a we es ee 2 ee ae ne eS eee eee eee ee ee eee ee 
American Bronze[] 


I have purchased 


IN oN oi es oe eke sn eeeees AGGPESK 2... cece eee rrsseveveeerserserseeesseseeseres 


Please send me without cost one of your large window 
displays advertising these brands of screen cloth. 
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3 WICKWIRE SPENCER 
PRODUCTS. 
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